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ya dollars and cents the hardware 


dealer makes by distributing BLAKE & LAMB Steel 
Traps are the smallest part of his profit. Far more 
important is the cumulative value of offering the con- 


sumer an outstanding product. 


Outstanding, too, is the outlook for the coming trapping 
season. With virtually no imports, the demand for 
domestic raw fur exceeds the supply. The fur market 
is hungry for pelts and millions of youngsters and old- 
timers are alert to the promise of handsome dividends 


to be derived from trapping. 


Be prepared to meet this demand! Order your supply 
at the present low prices! And be sure to specify 
BLAKE & LAMB..-the steel trap which is diverting 


an ever-increasing stream of trappers to the hardware 


- BLAKE & LAMB *~*** 


“The Stee! Trap of the Hardware Trade” 
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Deaters: This is a peak prosperity year. 

Factory payrolls are booming, farm incomes are bigger, 
millions are back at work. This means stepped-up 
sales . . . stepped-up profits for you with the great new 
1942 Sentinel line ... the greatest in Sentinel’s history. 
There are electric sets with ‘‘Studio-Tone”. . . battery 
sets with built-in loop aerials... an array of gorgeous 
models ranging from popular camera-size portables up to 
deluxe consoles and phono-radio combinations. All are 
built to please ... super performers... priced for instant 
selling...and offered to you at substantial dealer discounts. 


SENTINEL RADIO CORPORATION 


2020 RIDGE AVENUE ° EVANSTON, ILLINOIS 


SENTINEL RADIO CORPORATION 


dising program. 


4 / SEND COUPON FOR FULL DETAILS! 


2020 Ridge Ave. Dept. HA-6 Evanston, Illinois 


Please send me full details on Sentinel’s new 1942 
line, including facts on Sentinel’s all-out merchan- 
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BULL DOG - 2 Braid 


None better made because no one can 
make a better hose. The most critical buyer will find 
nothing to criticize in Bull Dog. Made in two sizes, 
¥e" and 34"; and in two lengths, 25 and 50 feet, with 
husky nickel-plated couplings. Also in continuous lengths 
approximately 500 feet to the bale and 250 feet to the 
half-bale. 

A look tells the story. It’s the look deluxe for cartons 
and shipping containers. A container holds five 50-foot 
lengths or ten 25-foot lengths individually cartoned. Also 
shipped in bales containing five 50-foot lengths or five 
25-foot lengths, each length paper-wrapped. 


VIGILANT - 2 Braid 


Supreme in its grade because in physical construction 
it is next only to Bull Dog. Built like a cord tire. Made 
in three sizes, ¥2", 53", and 34"; and in two lengths, 
25 and 50 feet, with sturdy, nickel-plated couplings. 
Also in continuous lengths approximately 500 feet to 
the bale and: 250 feet to the half-bale. 


They stop, look and listen when they see this 
one. Also in two styles of packages like 
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BOSTON NOZZLE ECLIPSE NOZZLE CHALLENGE NOZZLE 


The fullest water delivery Runner-up of the Boston Made for a demand that it 
of any nozzle made. A 
complete shut-off or “‘a 
stream, spray or mist with 
a turn of the wrist.’ Two ton, 12 dozen in a ship- mailing carton, 12 dozen 


sizes, 34°° and 1” ping case. in a shipping case. 


Nozzle. Packed 12 in a will pay you well to meet. 
corrugated mailing car Packed 12 in a corrugated 
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For the popular trade because it meets 
the popular price. Furnished in two 
sizes, ¥e"’ and 34"; and in two lengths, 
25 and 50 feet, with nickel-plated couplings. Also in 
continuous lengths approximately 500 feet to the bale 
and 250 feet to the half-bale. 


Pretty snappy? You'll say so when you see the sales of 
this sprightly hose item. The hose in cartons comes in 
shipping cases containing five 50-foot lengths or ten 
25-foot lengths. 


For the Price Parade 
TIGER -1 Braid 


For the price parade because it is a real hose honestly 
made. Built in one size only, %”, but in two 
lengths, 25 and 50 feet. Also in continuous lengths 
approximately 500 feet to the bale and 250 feet 
to the half-bale. 


Not particularly dressed up but certainly has a 
place to go — and it goes there! Shipped only 

in paper-wrapped bales containing five 50- 
foot lengths or five 25-foot lengths. 
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1941. 
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Where trustworthy tools are vital 


“They that go down to the sea in ships” know full 
well that Old Father Neptune can really put men and 
metal to the toughest tests. When the shoreline fades 
behind, come what may, a ship’s crew is pretty 
much on its own. Tools play a prominent part in 
keeping things workable and ship-shape. And here. 
as on so many other jobs where trustworthy tools 
are vital, you'll find Crescent and Crestoloy Tools 
very much in evidence. 


Crescent Tools include adjustable wrenches, pliers 
of all types, hacksaws, snips, screwdrivers, etc., etc. 
They are sold under the “Crescent” and “Crestoloy” 
trade names by hardware dealers and industrial 
distributors everywhere. 


CRESCENT TOOL COMPANY, JAMESTOWN, N. Y. 


CRESCENT TOOLS 
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—Blades made 


from Finest 
TILLAGE 
STEEL 


—Available in 
Plain Back Strap, 
Hollow Back or 
Solid Shank Patterns 
and in Alloy,A, B, 
and C Grades 


INGERSOLL 


SHOVELS - 


SPADES 








SCOOPS 


“The Borg-Warner Lisce”’ 
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—Shovels with 


GUARANTEED 
SPLIT-PROOF 


—Shovels that Give 
Your Customers 
Extra Service and 
Extra Value at 
NO EXTRA COST 
to You or to Them 
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BIG News 


FOR ‘41 


New Features! New Values! New Profits! 


with AMERICA’S LARGEST 


SELLING OIL HEATER! 
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Only Coleman Combines Features 
Like These At Coleman’s Low Price 


e@ 30,000 B.T.U.’s Per Hour 

e@ New Low Draft Performance 

@ Circulates, Radiates, BOTH 

e@ Automatic Draft Control 

e Automatic Fuel Control 

e@ Low Flame Fuel Saver 

@ No Stoop Heat Control 

e High Efficiency Coleman Burner 
e@ Double-Hinged Lid 


Here it is! The ‘‘hottest” oil heater 
in the industry today. America’s fast- 
est seller! Now for 1941 it’s even more 
of a money-maker with 
(1) 10% Increase in Heat Output. Now 

30,000 B.T.U.’s per hour. 

(2) 57% Increase In Warm Air Flow 
—Now 11,000 cu. ft. per hour. 
(3) 10% Saving in Fuel Cost — Low 

Draft Performance. , 

And the new 444-B is now available 

with a new Power Blower!...for only 





NEW OPTIONAL 


leltiie 4S ay Nar \a.r--18 3 
COLEMAN 
POWER BLOWER 








—Only $49.90 for Heater Complete With Blower 


Coleman blower unit P101 essary. Blower delivers 
is completely contained in warm air at floor level, 
a 3-inch base that slips 6,000 cu. ft. per hour in- 
under the regular stock suring unusual leé$gth of 


. Coleman 444-B @ $39 95 
: 






CIRCULATES!—RADIATES!—BOTH! 


$9.95 more to the buyer. Complete 
with Blower for $49.90! You increase 
your profits without duplicating your 
stock. The blower unit is quickly and 
easily attached to the 444-B. 

No other heater on the market today 
can offer so much for so little. 

Start this famous ‘‘444-B” making 
money for you right away! — Order 
from your jobber!—write us today for 
profit facts. 


Address nearest office, Dept. HA-19. 


GET THESE 
FACTS! 


Clip this to your letter- 
head and mail to near 
est Coleman office for 
prices and merchandis 


ing plan on America's 
fastest selling oil heater 

Also name of your 
nearestColeman jobber 
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@ Flat “Utensil” Top 444-B heater and attaches heat travel. Bl it 
@ Optional Thermostat perfectly in a jiffy. No du retails at $9.95, 444-B heat- MAIL NOW! 
e New Power Blower Optional plication 7 eater stock er plus P101 blower totals . 
@ Listed By Underwriters’ Laboratories — ee a | 
ey Prices U.S.A Only) 
The Coleman Lamp and Stove Company wichita, Kans; chicago, 1; Philadelphia, Pa; Los Angeles, Calif 
00-19 
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GUARANTEE! 
This cell is uncen- & 
ditionally guaranteed 


THE OPENING AD APPEARS ae eo cosa to. 
IN THE JUNE 30th ISSUE % By PLUG or DAMAGE | 


. the flashlight. Should 
Read by over 20 million flashlight battery | ~ ae R rp na 
buyers...featuring a magnetic outdoors scene J] Ray-0-Vac will re- 
right at the start of vacation time... free tie-in 2 AL piace the Mashlight 
display material helps tune your counters and ee eer ies 
window to the season ... multiplies flash- re FZ eae 
light battery sales. ; oe 2 t/ 4 : RAY-0-VAC 


‘—s- 


RAY-O-VAC COMPANY 


MADISON, WISCONSIN 
Chicago Columbus New York City Dallas 
San Francisco Kansas City Memphis Atlanta 
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Let this NEW 
Cap’n MARK DISPLAY 


Help You Sell 


MORE ROPE 


Put this attractive new Cap’n 
Mark Display in your window 
and pull more rope customers 
into your store! 



























This new eight-color display 
measuring 4 ft. 5 in. high by 
3 ft. 2 in. wide focuses attention 
on Columbian rope in a human 
interest way. Makes a big im- 
pression—helps you build attrac- 
tive displays that sell other items 
as well as rope. 


POINT OUT 


to Your Customers these 
"EXTRA WEAR” Features of 


| | COLUMBIAN ROPE 
BUY 




















PURE MANILA 
FIBRES 


—assure a tougher 
rope that 
keeps its 
strength 
longer! 


oe 


SOLUMBIAN 


74 3 
ROPE WATERPROOFING 
' a +e 


assures greater fiex- 
ibility wet or dry. 
Gives your cus- 
tomers an easier 
handling rope in 
all kinds of weather! 


“LONG LIFE’ 
LUBRICATION 


—protects Colum- 
bian Rope from un- 
necessary friction. 
Provides a longer 
If you are a Columbian Rope dealer or if you want to wearing rope that 

" _ ‘ ‘ stands up to the 
sell Columbian, this display will be sent you free of charge 


toughest jobs! 
by writing to us giving your jobber’s name. 


COLUMBIAN ROPE COMPANY, Auburn, “The Cordage City,” N.Y. QUALITY 





COLUMBIAN trees: ROP Eco critesa 
PURE MANILA every step of the way 
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No fair-weather friend is your jobber, but a true 
and trusted ally . . . your biggest business friend. 


He serves you all the time, not merely by sell- 


‘@' 


ing to you as America’s J 
most efficient distributor, - 
but through his genuine, 

and devoted interest in 
your welfare. He protects 
the independent character of 


the hardware trade and makes 





your future more secure. 

















You serve your own best in- 


terests when you deal with “a _ 
lng 


“@ , BpUBBER 


your jobber all the time. 











LAMINA Pee WROUGHT STEEL ¢ DOUBLE CASE 


Believing that the welfare of the independent 
hardware trade is tied up closely with the wel- 
fare of ‘*Hardware Dealers’ Friend No. 1”’.. . 
the hardware jobber . . . the Master Lock 
Company distributes its products through 
the independent jobber-retailer channels. 


MASTER LOCK COMPANY, Milwaukee, Wis., U.S.A. 
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Put yourself in this profit picture 
before the other fellow beats you to it! 


HESE new quantity discounts on G-E Mazpa 

lamps are the year’s hottest price news! But they 
can’t remain news forever. And if you want to get your 
share of the profits in this “picture” —make your store 
headquarters for lamp sales by featuring these new dis- 
counts NOW! 


Scores of our agents are already cashing in on these “new 
low prices”. Hundreds of small stores, restaurants, 
apartments, and home owners are seizing the oppor- 
tunity to buy G-E lamps in quantity. In fact, there’s 
only one “catch”. They’re buying from the stores that 


feature the discounts—not from those that don’t! 


12 


So get on the bandwagon if you aren’t already on it! 
Tell all your customers about the new 20% and 25% 
savings—and don’t be surprised if they tell all their 
friends that your store is the place to save money on 
G-E Mazpa lamps, both incandescent and fluorescent! 


G-E MAZDA 
LAMPS 


GENERAL @ ELECTRIC | 


MADE TO STAY BRIGHTER LONGER 


‘e 
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Point to these 2 exclusive 


Dexter Tubular Features 


and a profitable sale is 
more than half made 


L. M. DEXTER, President 
NATIONAL BRASS CO., Mfrs. 


L. M. Dexter is the second generation in management—son 
of the founder who introduced the Original Tubular. To date 
over four million Dexter-Tubular Locks have been sold. Today, 
more than twenty years of successful experience backs the 
Dexter Line. 


l. Dexter dealers talk facts in making sales. They 
offer their customers the luxury of Solid Bronze or 
Plastic Duralin Hardware at no greater cost than 
second grade. How? It’s applied cost that counts! 
Dexter-Tubular is “Drill-Hole” installation via the 
Dexter Bit-Guide method. Savings in labor more 
than pay the difference. 


Dexter is custom quality without premium. For ex- 
ample, French Shank Knob Sets at regular prices. 
Dexter is a complete line of Tubular Locks and 
Latches with Brass-Bronze-Plastic Duralin Trims. 


2. You sell guaranteed satisfaction with Dexter-Tubu- 
lar—it’s Lifetime Warranted. After the sale, whether 
the time be 5-10-25 years hence, the factory stands . 
squarely in back of this bond. Certificate of War- \; WATOWINL BRASS COMPIINN GRIND REARS MOR, 
ranty placed on every box to help clinch the sale. = = SeAALRRNY ees 


* 
WATAOWEN BRERS Comenun 
Sterne Rees, Wisrase 


MARR 








THAT'S A FEW OF THE REASONS—WHY DEXTER 
DEALERS BECOME LEADING BUILDERS’ HARD- 
WARE MERCHANTS OF THEIR COMMUNITY. 
THINK WHAT THESE POWERFUL SELLING FEA- 
TURES WOULD DO FOR YOU. S80, BEFORE YOUR 
COMPETITOR TAKES THE DEXTER FRANCHISE, 
CONSIDER IT FOR YOURSELF. WRITE TODAY. 
NO OBLIGATION. 


Tubular Locks @ 


The Original in E 2 


\s THE TUBU 





“Business as 
Usual” :— 


Almost every day some govern- 
ment official or civilian member of 
the Defense Commission reminds 
us that we cannot expect “business 
as usual,” in view of the great and 
vital needs of the Defense Pro- 
gram. Some of these statements go 
too far and practically threaten to 
annihilate all private business not 
directly required in the defense 
picture. We all know that disloca- 
tions, shortages and delays in non- 
defense lines are to be expected, 
but there seems to be too much ef- 
fort expended in scaring all legiti- 
mate private business. Perhaps this 
is done with the thought of 
properly impressing upon all of 
us the true gravity of the situation. 
With due recognition to the seri- 
ousness of our defense require- 
ments and full acceptance of the 





prior right that must and will be 
enforced for defense, | submit 

that to carry on with our defense 
program tremendous sums of 
money will be re quired, that 
money must come from taxes and 
that there cannot be tax monies if 
there isn’t any private business 
making at least a modest margin 


over costs. 


Reinstatement of 
Draftees:— 


The National Selective Service 
( Draft Law) Law requires that men 
drafted must be re-employed when 
their period of service has been 
completed. There are, of course, 
some exceptions but, in the main, 
the employer is legally obligated to 
reinstate drafted employees. A 
Montana dealer is losing two 
young men to the Army. He is 
about to replace them and asks 





how he may protect himselt 
against the re-employment phase 
of the Draft Law should either of 
these temporary replacement em- 
ployees be drafted—also, how can 
he be sure they accept the spirit 
of the law which may teminate 
their employment when the drafted 
men return. We put the question 
up to A. C. Flamman, prominent 
member of the New York Bar, who 
provides a simple answer and an 
equally simple contract form 
for temporary or replacement em- 
See Mr. Flam- 
man’s recommendation on page 22 
of this issue—and save yourself 
from embarrassment or worse. 


Thanksgiving 1941 
and 1942:— 


We understand that President 
Roosevelt will soon proclaim 


November 20, 1941 as Thanksgiv- 


ployees to sign. 
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ing Day for this year, but that in 
1942 he will return to the tradi- 
tional “last Thursday of Novem- 
ber”. In a poll taken by Harp- 
WARE ACE, among retail readers 
last fall, the vote was very defi- 
nitely opposed to the “early 
Thanksgiving” and reports about 
extra Christmas sales opportuni- 
ties were heavily discounted by 
dealers in states that had the ad- 
vanced date for this great Ameri- 
can holiday. (See H.A. Oct. 17. 
1940 p. 104). 


Installment Sales:— 


As reported in these pages, Fed- 
eral legislation may develop to 
put some curb on installment sell- 
ing terms. In the meantime, the 
large mail order houses have taken 
definite steps to improve their time 
payment contract positions by re- 
quiring larger down payments and 
larger installment payments for a 
shorter duration. Large depart- 
ment store operators are expected 
to follow suit. The American 
Bankers Association is recommend- 
ing this procedure and is issuing 
various suggestions for curtailing 
any loose credit arrangements. The 
hardware dealer enjoying large 
unit business necessarily has to 
provide installment payment facili- 
ties. He will do well, at this point, 
to watch more carefully his credit 
situation — to insist upon larger 
down payments and larger monthly 
payments and to avoid long-time 
arrangements. Broadly speaking, 
the hardware trade has not been 
loose in its installment credit pro- 
gram. To a degree it has suffered 
competitively, because of its con- 
servative attitude toward time pay- 
ment sales. Happily, however, this 
conservative view has minimized 
credit losses suffered by hardware 
stores. It now appears that com- 
peting factors are going to be more 
conservative. This should reduce, 
to some degree, the competitive 
phase of selling terms, which was 
never at any time a thoroughly 
sound premise. 


High Tax on 


Washers:— 


Currently the House Ways and 
Means Committee is studing the 
tax possibilities of taxing any- 
thing and everything. That much 
heavy taxation is ahead of us, we 
all know—but a high tax on wash- 
ing machines, perhaps as much as 
$20 each, as has been suggested, 
is completely “haywire” as a basis 
for raising more tax monies. Such 
a tax on housewives would curtail 
the sale of washers which enjoy 
their greatest sale among families 
of modest income. As we under- 
stand it, washers, watches, musical 
instruments, etc., were grouped to- 
gether as “luxury items”. This is 
anything but intelligent classifying. 
Washers are not luxuries but rock- 
bottom necessities and should be 
officially recognized as being fully 
as essential as stoves are for heat- 
ing and cooking and as the other 
fundamental e quip ment of the 
modern, yet modest average 
American home. 


Tax Hearings 
Now On:— 


The need for revenue may lead 
to other unequitable levies. It will 
pay every business man to be on 


the alert to news reports on tax 
proposals and to watch for any 
measures which will unfairly ham- 
string the sale of any merchandise 
or equipment through excessive 
taxation. Hardware dealers and 
wholesalers should protest immedi- 
ately against any high tax on 
washers and ironers by writing the 
chairman of the House Ways and 
Means Committee and also their 
own Representatives, whether they 
are on this committee or not. The 
personnel of this House Commit- 
tee is as follows:— 
The House Ways and Means 
Committee: Robert L. Doughton, 
N.C., chairman; Thomas H. Cul- 
len, N. Y.; Jere Cooper, Tenn.; 
John W. Boehne, Jr., Ind.; 
Wesley E. Disney, Okla.; Frank 
H. Buck, Calif.; Richard M. 
Duncan, Mo.; John D. Dingell, 
Mich.; A. Willis Robertson, 
Va.; Patrick J. Boland, Penna.; 
Milton H. West, Tex.; Raymond 
S. McKeough, Ill; Knute Hill, 
Wash.; Arthur D. Healey, 
Mass.; A. L. Ford, Miss.; Allen 
T. Treadway, Mass.; Frank 
Crowther, N. Y.; Harold Knut- 
son, Minn.; Daniel A. Reed, 
N. Y.; Roy O. Woodruff, Mich.; 
Thomas A. Jenkins, Ohio; Don- 
ald H. McLean, N. J.; Bertrand 
W. Gearhart, Calif.; Frank 
Carlson, Kan.; Benjamin Har- 
rett, Penna. 





Cost'of Defense Strikes— 
1000 Tanks, 3000 Planes. 40,000 Garand Rifles 


RODUCTION estimates of the War Department and the Office of 
Production Management showed on May 15, 1941, as a new upsurge 
of defense strikes threatened, that man-days lost in 1941 labor stoppages 
on army contracts alone were sufficient to have produced the following 
material: 40,000 Garand rifles; 1000 13-ton light tanks, completely armed; 
200 Curtiss-Wright P-40 pursuit planes; 100 training planes; 3000 
50-caliber machine guns; 200 75-millimeter gun carriages; 30,000 anti- 
aircraft shells. This is the equivalent of what could have been turned 
out in the approximately 1,700,000 man-days lost. 
Government estimates show that Garand rifles take 5.6 man-days; 
50-caliber machine guns, 18-plus; Curtiss P40s, 1250; 75-millimeter gun 
carriages, 257, and 13-ton tanks, 875. 


—Cuar.es T. Lucey 


in the N. Y. World-Telegram. 
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This Disston advertisement, appearing in THE 
SATURDAY EVENING POST for June 21, points 


a pathway towards increased profits for you. 


Chances are that employment in your 
neighborhood has increased due to defense 
orders. That means more men with money 
to buy hand saws, circular saws, hack saw 


blades, files and other tools. 


These men know the name Disston.. . 


a name that has stood for quality for 101 


years. That is why your selling is made 


easier when you feature Disston tools. 


MORE PROOF OF DISSTON SALES 
APPEAL— Last month we told you that 
2111 successful hardware merchants 
have sold Disston saws for 25 years 
or longer. Now more than 900 ad- 
ditional hardware merchants have 
asked to have their names enrolled 

in the Disston 25-Year Club! 


HENRY DISSTON & SONS, INC. 
Tacony 
Philadelphia, Pa., U.S. A. 




















a plan that limits the 
Operations of solicitors | 
seeking donations. Local 
dealers no longer feel 
obliged to contribute to 
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Beloit Clamps Down 


H ARDWARE deal- 


ers and other merchants in towns 
and cities of various size are fre- 
quently plagued by crews of solici- 
tors who seek donations for char- 
ities, ads for benefits booklets and 
all forms of donations. Some of 
these solicitors are out-of-town 
people; others are local folks who 
think they have a good plan and 
that local merchants should kick in 
for a donation or “else—” 
Beloit, Wis., a city of 33,000, 
has worked out a donations plan 
which helped merchants save 60 
per cent of their 1937 donations 
during 1938, 1939 and 1940. The 


plan received wide publicity 
through chamber of commerce 
bulletins, has been put into opera- 
tion lately in many other towns 
and cities, and deserves the study 
of hardware and business men 
everywhere. 

In Beloit, manufacturers, whole- 
salers professional men and retail- 
ers are subscribers to the plan. 
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About 50 participants take part in 
the plan, including Harris Hard- 
ware, R. T. Morrill Co. and Os- 
born & Klingberg Co., all of whom 
handle hardware. No merchant 
has ever quit the plan. 

Last year 97 contributions were 
made out of a special fund of 
$4,000. The first year 17 refusals 


to give out funds were made, show- 
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ing that racketeers are now steer- 
ing clear of Beloit. Were no plan 
in operation, says Oscar N. Nel- 
son, secretary of the Beloit Com- 
mercial Club, many times the $4,- 
000 sum would be paid out by 
individual merchants. 

Using 1937 as a basis, each man 
or firm in on the plan, annually 
pays to the Beloit Commercial 
Club, one half of the amount of 
what he paid for donations during 
that year, and then he refers ail 
requests for do nations to the 
Commercial Club. The plan has 
worked well now for three-and-a- 
half years and has saved time and 
money for the participants. 

“In- every city, business men 
have at various times become con- 
scious of the fact that they were 
being preyed upon by racketeers 
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and being imposed on by friends.” 
says Mr. Nelson. “The usual pro- 
cedure at such time was to get to- 
gether and enter into agreements 
that they would thereafter refuse 
all requests for funds unless the 
solicitors presented a letter from 
the Commercial Club indicating 
that the propositions had been in- 
vestigated and approved. 

“In all cases the business men 
were deadly serious and fully in- 
tended to live up to the agree- 
ments, and did, until a good cus- 
tomer openly refused to ask the 
Commercial Club for an endorse- 
ment and gave the business man 
the fear of offending an organiza- 
tion that served them, and this 
resulted in violations of the agree- 
ment. 

“Our Beloit plan is based on the 


! 

from the Advertising-Donation Fund held by you in the | 
| 
| 
| 


Secretary Beloit Commercial Chub 





OSCAR N. NELSON 


Secretary, 
Beloit Commercial Club 


simple theory that men will not 
pay twice for the same article. 
And today, a solicitor, whether 
friend or foe, visits the Commer- 
cial Club, not for an endorsement, 
but for the actual donations sought 
from the prospects. Not one vio- 
lation in the many opportunities 
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offered proves definitely that our 
pl in works.” 

The Beloit plan has the follow- 
ing points: 

1. Only members of the Beloit 
Commercial Club may participate. 

2. Every participant agrees in 
writing to pay into the fund a sum 
of money to be mutually agreed 
upon between the trustees and the 
participants, 

3. Every participant agrees that 
under no circumstance will he 
make any contribution to anyone, 
at any time, but will refer all 
solicitors to the Commercial Club. 
He also agrees that if a solicitor’s 
plea is rejected he will not embar- 


rass the trustees, ete., by over-rid- 
ing the judgment of the trustees, 
thus protecting the plan. Neither 
are contributions to be made to 
supplement awards made from the 
fund. 

1. Payments are made by mem- 
bers in installments; one half be- 
fore Jan. 15 each year; the third 
quarter in May, and the final quar- 
ter in September. 

5. No participant can pay less 
than $25 a year. 

6. Funds are in custody of local 
banks, all checks being deposited 
in banks upon which checks are 
drawn. 

7. The board of trustees is based 


upon number of banks in the city 
with one officer from each bank 
and the secretary of the Commer- 
cial Club comprising the board. 

8. Reports of receipts and dis- 
bursements are made quarterly, 
and the annual report audited. 
Amounts subscribed by partici- 
pants are not reported, which 
avoids possibility of criticism of 
amounts subscribed. 

9. All participants must pay on 
the same basis, regardless of time 
of affiliation, namely one half of 
their 1937 expenditures. This 
plan is saving money for all busi- 
ness men whether participants or 
not, because when a racketeer can- 





More Merchandise Shown 


F. Ed. Millner Hardware & 


1, would be difficult to 


believe that this modernized store 


of F. Ed. Millner Hardware & Fur- 


niture, Miami, Okla., had at one 
time been equipped with fixtures 
that extended to the ceiling. It 
would also be difficult to realize 
the fact that the original stock and 



























got real results when 


more is provided for in the effi- 
cient, up-to-date fixtures now used 
along the sidewalls. Such, how- 
ever, is the case, and the owner 
testifies to the accuracy of both 


statements. 
“Some new fixtures were 


stalled and many of the old ones 
were re-vamped and modernized,” 
says Mr. Millner. “Customers 


Housewares are a major line 
in this business and practi- 
cally the entire left sidewall 
is devoted to the display of 
these goods. Many small 
household utensils are shown 
on the ledges of the fixtures 
while the tables are used, to 
a large extent, for seasonal 
or promotional displays. Ad- 
justable glass shelves in the 
gift, electrical and glassware 
units set off this merchan- 
dise and permit the entire 
sections to be rearranged 
and adjusted for other lines 
from time to time whenever 
it becomes necessary 
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not reach the larger givers, he will 
not spend time calling on others. 

10. Cards are provided all mem- 
bers, showing they are members 
of the plan. 

11. All requests for donations, 
cash or merchandise, are from the 
fund, except legitimate community 
chest, any and all community so- 
cial agencies, such as Y.M.C.A., 
Salvation Army, Visiting Nurses, 
Boy and Girl Scouts, Family Wel- 
fare, etc. All contributions other 
than legitimate newspaper, maga- 
zine and billboard advertising are 
paid from the fund. This includes 
college and high school annuals, 
calendars, time books, show and 





interior was revamped 


keep telling us how much they like 
these new changes, and getting 
them to talk about the store has 
been one decidedly important re- 
sult of the entire modernization 
program. The store is lighter and 
is much more attractive than it was 
formerly. Merchandise can be 
displayed to better advantage and 
more display space is now avail- 


Display tables are arranged 
in batteries back to back. 
Many have step-up units on 
the tops in order to show 
small merchandise more ef- 
fectively. Tools, hardware, 
and paints are shown along 
the right sidewall with such 


lines as steel goods, 


harness along the rear wall. 
Bulky merchandise of differ- 
ent types is displayed on the 
fixture tops. General light- 
ing is supplied by semi- 
direct enclosed fixtures for 
the most part while one of 


two fluorescent units 
used in the center. 








athletic event programs, and simi- 
lar affairs. 

12. Under no circumstances are 
donations made to organizations 
employing outside promoters on a 
percentage basis. The club waits 
until the event has been staged, 
then sends the organization a 
check with the understanding that 
it is a gift, no part to be given to 
the promoter. 

13. No contributions are made 
to convention programs being pub- 
lished on a percentage basis. If 
an organization is publishing its 
own program, the Commercial 
Club contributes. 

14. Not more than one contri- 


When Store Modernized 


Furniture, Miami, Okla., 


able for featuring smaller items 
and seasonal merchandise.” 

This company, located in a town 
of over 8500 population, has been 
actively engaged in business for 


bution per year is made to any 
group. 

15. The trustees are appointed 
and are answerable to the directors 
of the Commercial Club. 

16. When approached by a so- 
licitor, the Commercial Club secre- 
tary (who is best qualified to 
determine whether a contribution 
should or should nét be made, and 
if made, the sum to be given) 
learns the amount the organization 
hopes to acquire, then presents a 
list of members with instructions 
to canvass the balance of the city, 
then return, and a contribution 
will be made under the plan. This 


(Continued on page 82) 


more than 38 years. The store is 
80 ft. long and 25 ft. wide. Walls 
and ceiling are painted a light 
shade and the fixtures are finished 
in ivory trimmed with tan. 
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The Temporary Employee 
Due to the Draft 


By A. C. FFAMMAN 
Member of New York Bar 


I, this period of rapid de- 


velopments, caused by defense and 
war activities, there is sure to be 
confusion. Things which seem com- 
monplace, and with which we _ be- 
lieve we are familiar, subsequently 
develop into matters of importance. 
We then learn to our surprise that 
we are not properly protected, and 
our material welfare is seriously af- 
fected. 

A good example may prove to be 
the recent Federal legislation call- 
ing out the National Guard, the Re- 
serve, retired personnel and draftees 
into active military service of the 
United States. Under the provisions 
of this legislation, it is provided that 
upon the discharge from military 
service, such employee must, upon 
request, be reemploved. The sections 
applicable read: 

“In the case of any person who, 
in order to perform such active 
duty or such service or training, 
has left or leaves a position, other 
than a temporary position, in the 
employ of eny employer and who 
receives such certificate (dis- 
charge certificate) is still quali- 
fied to perform the duties of such 
position, and makes application 
for reemployment within 40 days 
after he is relieved from such 
training and service, or active 
duty, if such position was in the 
employ of a _ private employer, 
such employer shall restore such 
person to such position or to such 
position of like seniority, status 
and pay, unless the employer's 
circumstances have so changed as 
to make it impossible or unreason- 
able to do so.” 

The Act provides that the em- 
ployee shall be restored to the full 
advantages as though he had never 
been in the military service end that 
for one year thereafter the employee 
cannot be discharged “without 
cause.” Here is the wording of the 
law: 
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“That any person who is re- 
stored to his position in accord- 
ance with the statutes, shall be 
considered as having been on a 
furlough or leave of absence dur- 
ing his period of active military 
service, shall be so restored with- 
out loss of seniority, shall be en- 
titled to participate in insurance 
or other benefits offered by the 
employer pursuant to the estab- 
lished rules relating to employees 
on furlough or leave of absence in 
effect with the employer at the 
time such person was-ordered into 
such service, and shall not be dis- 
charged from such position with- 
out cause within one year after 
such restoration.” 

The employee is provided with the 
means to accomplish promptly, the 
rights afforded, for the statutes pro- 
vide: 

“That if the employer fails to 
comply with these provisions and 
requirements, that the employee 
may petition the District Court in 
the district in which the employer 





A. C. FLAMMAN 


maintains his place of business, 
for an order directing the em- 
ployer to comply with such pro- 
visions and to compensate such 
employee for any loss of wages or 
benefits suffered by reason of the 
employer’s unlawful conduct.” 
The question now arises what pre- 
caution and procedure should be fol- 
lowed by the employer, when one of 
his employees is called into the mili- 
tery service. We would suggest first, 
that a complete record of the em- 
ployee’s relationship to the employer 
be made, his name, address, age, 
period of employment, salary, kind 
of job occupied, etc., at the time he 
is called into the military service. In 
addition, you should obtain from the 


(Continued on page 39) 





Form to Be Signed by Temporary Employee 


I acknowledge that I have been employed as a temporary employee 


WE 06a vide madaes nen in the place and stead of ...... 


(employer) 


called into service, who left the employment of ........ ee 


for Military Service on the ....... 


(employer) 


Sw ME Ee Siuala aks aes 5 acy SONS 


I understand that my employment is temporary and that I am filling 


the vacancy caused by the Military Service of ......... ae rae 


and that upon the return of the said 


upon and, if so requested, I will resign my position with you, without 


(employee) 


(employee) 


any claim of any kind, except for compensation earned. 
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The all - electric 
kitchen at one 
end of the ap- 
pliance depart- 
ment adjoining 
the main store. 
This installa- 
tion, when offer- 
ed with a 7 cu. 
ft. refrigerator, 
sells for $700. 
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Sold 181 Refrigerators 
During the Past Year 


The Schaub Hardware & Iron Co. 
also enjoys $10,000 in sales QO 
UTSIDE canvass- 


of Its sink and cabinet items ing, commissions to consumers 
who help make sales, store dem- 
onstrations and the maintenance 
of a model kitchen set-up help 
the Schaub Hardware & Iron Co.., 
East St. Louis, Mo.,,do a good 
selling job on all types of kitchen 
equipment. In 1940 the store sold 
181 domestic electric refrigerators, 
mostly 6-cu. ft. models at $139.75, 
and $10,000 worth of sinks, cabi- 
net sinks, and kitchen cabinets. 
Of the territory served by the 
store H. W. Giessing, manager, 


Radio sets are displayed at the 
front of the room, table models 
reposing on a display stand 
provided by the manufacturer. 
Washing machines and ironers 
are shown in the show window. 
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Effective use is made of manufacturer's display material for 
showing these three units of the store’s refrigerator line. 


says. “We have a large colored 
population, and these people are 
good buyers when they are work- 
ing. There is also a large foreign 
population, most of whom are 
thrifty buyers. We have done con- 
siderable FHA work in selling sink 
combinations and cabinets, and 
planning kitchens at the time of 
installation. 

“We sell individual units rather 
than complete kitchens and we help 
people to plan their kitchens, even 
though they are not able at the 
time to buy complete equipment. 
We have planning services of a 
kitchen cabinet manufacturer and 
of the appliance manufacturer. 
Our customers are mostly indus- 
trial workers earning from $35.00 
to $45.00 a week. Besides the 
electrical appliances we sell plumb- 
ing, heating, electrical wiring, and 
light fixtures to our customers 
many of whom do their own 
work.” 

Because of care in extending 
credit, the store repossessed but 
four appliances in 1938, three in 
1939 and only one in 1940. The 
1940 repossession was from a 
family, the head of which had died 
and had left no insurance. 

In 1940 the store held four 
demonstrations of modern kitchen 
equipment in the appliance de- 
partment, three of them being for 
white people and one for colored 
people. Demonstrations are not 
held more frequently in the store 
because they can be conducted in 
a power company’s show rooms. 
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Outside selling and canvassing are 
done by two white people. one a 
married woman who works on a 
part time basis, and by a colored 
man who is a school teacher. Spot 
radio advertising, in collaboration 
with other dealers, is also used to 
publicize the line. 

Good leads for the sale of re- 
frigerators, kitchen cabinets, etc., 
are obtained from customers who 
have made such purchases from 
the store. Mr. Giessing says, “It 
is our experience that when you 


sell one woman in a neighborhood 
she will tell others about it. If 
she gives us leads that result in 
sales she gets a commission. We 
ceive women a book of cards for 
indicating the names of prospects 
for appliances. The card indicates 
the type of item in which the 
prospect is interested. When the 
sixth, or last card in the book, is 
mailed in by the customer we send 
her a new book of cards. The sixth 
card in each set is red. 

“If you encourage women with 
limited funds to provide leads so 
that they can earn extra money 
they will send in many leads. We 
send out 1000 books each year, 
We pay $5.00 on sales of $200.00 
or more, the lowest payment being 
$2.00 on appliance sales of less 
than $50.00. If the customer takes 
merchandise, instead of cash, the 
award is increased by 33 1 3 per 
cent.” 

When necessary the company 
will take in used refrigerators, on 
a trade-in basis, turning some of 
the units over to a used equipment 
dealer, reselling others itself. On 
used equipment sales, made by 
the company, a 90-day guarantee 
is granted. Refrigerators and other 
appliances are sold on recourse 
contracts. Service calls are han- 
dled by an outside repair service. 


War Wages for Capital and Labor 


f pron who have been talking 
about taking the profits out of 
war have not been either logical or 
courageous enough to say anything 
about taking the wages out of war. 
If one is sound and workable, so is 
the other. All men who are paid for 
their work respond to the same in- 
centive. 

The worker in a munitions fac- 
tory is patriotic, but does anyone 
doubt that he will speed up and give 
more of himself if he receives extra 
pay for overtime? The owner of 
the factory is patriotic too, but he, 
like the worker, will reach a faster 
tempo if he is rewarded for it by 
the chance to make a profit pro- 
portionate to his effort. 

It is just as absurd to levy extra 
heavy excess profits taxes on in- 
dustry as to tcke in taxes a large 
share of the workers’ overtime earn- 
ings. Both prevent top production. 


In Nation’s Business, Wilford 1. 


King gives a good illustration of 
how this lack of incentive may 
work to depress production. Let 
the politician who talks in terms of 
taxing away all war profits ask him- 
self this question, says Dr. King: 
“If I were an aircraft meanu- 
facturer, and if I knew that the 
gross profits of my concern were 
limited to 8 per cent on sales, 
and if I knew further that, out of 
these profits, the Government 
would take one-fourth in income 
taxes and half of the remainder 
in excess profits taxes. and if I 
realized fully that if I finally re- 
ceived some personal reward for 
my effort the state and federal 
governments would take two- 
thirds for income taxes, and if I 
was nagged at and criticized at 
every turn, and if I was 
thoroughly tired out. would I 
spend the afternoon working to 
speed up production, or would I 
head for the golf course?” 
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The Wolff & Watt 
Hardware Co., Inc., 
displays gadgets 
effectively upon 
this table having 
rounded corners 
and matching back- 
ground panel and 
finds that it has 
built traffic and 
increased profits. 





Gadget Shop Draws Traffic 
to the Back of the Store 


( S scovs have an 


almost universal appeal and with 
this thought in mind the Wolff & 
Watt Hardware Co., Inc.. Wil- 
mette, IIl., features these traffic- 
building, profit-making items on a 


special display unit. Newspaper 
advertising, the use of window 
display space and the unusually at- 
tractive appearance of the gadget 
section are all factors in pulling 
traffic through to the back of the 
store. Gadgets are shown toward 
the rear, both to get good trafli: 


The Wolff & Watt Hardware Co., Inc., 
uses a special display unit, windows 
and advertising to push these lines 
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circulation and to prevent invet- 
erate gadget hunters from blocking 
up the front part of the show 
room. 

Women are the chief buyers of 
gadgets in this store, although 
plenty of men make a bee line for 


(Continued on page 82) 
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Special fixtures show small accessories while 
individual power tools, mounted on bases, are 
in the nearby floor space. Inset shows another 
fixture which permits the showing of power 
equipment to be mounted on work bench tops. 





Power Tools a Year ’Round 
Business at Heyman’s 


P,, ER tools have de- 


veloped into a year ‘round business 
for the Heyman Hardware Co. of 
Danbury, Conn. For a considerable 
period they were seasonal items, 
of interest principally to men dur- 
ing the winter months. Conditions 
have changed, however, and now 
50 per cent of the power tool busi- 
ness is industrial with this type 
of sales steadily on the increase. 

Professional men and summet 
residents of this city of 23,000 are 
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regarded as the best prospects 
among the amateurs for power 
tools, and they are steady pur- 
chasers of both accessories and 


new equipment. These people are 


in a position to buy whatever they 
desire and, as they have the money, 
their purchases still constitute an 
important part of this business. 
“The new business in power ma- 


Danbury, Conn.., firm now selling 
fully 50 per cent of this type 
of equipment to local institu- 
tions, contractors and factories 
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Have You Registered ? 


TAKE PART IN— 


* 


Qe* cok 


Ae HARDWARE ac, 


NO DUES—NO OFFICERS —NO ELECTIONS 


All you have to do to be a part of this interesting 
and educational group is register. 


DO SO TODAY — USE FORM BELOW 


WHO IS ELIGIBLE? 


All retail hardware store em- 
ployees, both men and women, are 
eligible for membership. All you 
have to do is register the fact that 


Copy this form on a penny 
post card if more than one 
form is necessary. 


UY SS 
FORM TO 
REGISTER 






you want to become associated with 
this group and that you are a reader 
of HARDWARE AGE. 
To become a member register by 
using the coupon card at the bottom 
(Continued on next page) 


YOU PAY NOTHING 
Any Retail Hardware Employee May Take Part 


Just Register — Use Reply Card Below — Mail Today 


REGISTRATION FORM 


HARDWARE AGE 
Retail Sales Idea Club, 


100 E. 42nd Street, New York, N. Y. 


| hereby register for membership in the Hardware Age Retail Sales Idea 
Club. | am a reader of Hardware Age and would like to take part in the activ- 
ities of this club, as often as | can. 


Name 












PURPOSE OF CLUB— 


To Help Retail Hardware Employees Exchange 
Ideas, Experiences, and Information that will: — 
& Improve their efficiency as salesmen 


% Increase their knowledge of hardware 
store merchandise. 


%& Make them more valuable to their em- 
ployers and the consumers they serve. 


% Help them appreciate opportunities 
in the retail hardware business. 


WIN CASH PRIZES 
THROUGH MEMBERSHIP 











Firm 





St. 








City 


State 








| am submitting the following question or subject as worthy material for dis- 
cussion by this organization. 


























Postage 
Will be Paid 





of the page. sign it, and mail to 
HARDWARE AGE Retail Sales Idea 
Club, 100 E. 42nd St.. New York. 
N. Y. 


NO COST FOR MEMBERSHIP 


You do not have to subscribe to 
HARDWARE AGE in order to belong 
to this club or participate in its ac- 
tivities. You can use the copy of 
HARDWARE AGE which comes to 
your store to keep posted on club 
affairs. 

There is no initiation fee. no dues, 
and no assessments. There are no 
officers and no elections. The club 
will not secure jobs, nor discuss 
wages. To become an active mem- 
ber simply send in the registration 
form and your membership certifi- 
cate, suitable for framing. will be 
mailed to you. 


USE PENNY POST CARDS 


You can participate in club con- 
tests simply by sending in your an- 
swers to questions on a penny post 
card. As a matter of fact. we sug- 
gest you use the penny postal when- 
ever possible when you submit 
ideas and suggestions. You only 
pay one cent for the card and you 
may win much more if your idea is 
accepted. 


WIN CASH PRIZES 


Your ideas may be worth money. 
Take part in each contest sponsored 
by the club. Details of cash awards 
will be announced at the start of 
each event. Cash awards will be 
paid to members for the best an- 
swers, suggestions, and ideas, and 
the most interesting store experi- 
ences accepted for publication. In 
case of ties, duplicate awards will 
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y | Retail Sales Idea Chul 


too East 42nd St. 


a New York, N. Y. 


This certifies that 


is a member of the Hardware Age Retail Sales Idea Club, an organization devoted 
to exchanging ideas, experiences, and information helpful in advancing the knowledge, 
interest and efficiency of employees in retail hardware stores. 


Signed and sealed with the official Club insignia this 


day of 19 
Ma pf Henke, 





You receive this attractive membership certificate 
Size 5!/, x 7!/, inches when you register 


Use Form On Opposite Page 


be made. HARDWARE Age Editors 
will act as judges. Send in your 
ideas. Win Cash Prizes. 


HARDWARE AGE PLEDGE 


HARDWARE AGE will devote 
editorial space in each issue to this 
club, publishing the proffered ideas, 
suggestions, experiences, etc., of 
special interest to retail hardware 
employees. Much of this material 
should come from the members. 


FILL IN REPLY CARD BELOW — MAIL TODAY 











BUSINESS REPLY CARD 


First Class Permit No. 36 Sec. 510 P.L & R., New York, N. Y. 
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HARDWARE AGE 
100 E. 42nd Street 
New York, N. Y. 


The Editors reserve the right to 
pass upon the publication of all 
material received from members. 
also to decide whether or not names 
are to be published. Upon request, 
of course, names will be omitted. 
The membership list will be kept for 
the exclusive use of the club. 


HOW TO REGISTER 


Employees may register for mem- 
bership in the HARDWARE AGE Re- 
tail Sales Idea Club by filling out 
and mailing the business reply card 
below, which requires no postage, or 
by copying this information on a 
penny postal card and mailing it to 
the HARDWARE AGE Retail Sales 
Idea Club, 100 E. 42nd St.. New 
York, N. Y. 





Opportunity 


“They do me wrong who 
say I come no more, 
When once I knock and 
fail to find you in; 

For every day I stand out- 
side your door, 

And bid you wait, and rise 
to fight and win.” 
—Judge Walter Malone. 
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chinery is coming from small con- 
tractors, schools, institutions and 
factories,” says Albert D. Morgan, 
manager of the department. 
“When one contractor buys a tool 
that saves time and cuts costs, 
others in the community must fol- 
low suit in order to meet the com- 
petition. Some of these machines 
sell for as much as $265.00. 

“Sales are 10 per cent better 
than they were a year ago in spite 
of the fact that during that period 
four schools purchased complete 
manual training shops. This was 
an unusual occurrence and was not 
duplicated during the current year, 
all of which serves to make the 
sales increase this year the more 
impressive.” 

Trade-ins must be considered in 
connection with many sales of new 
equipment today. This is not a 
problem, for there is a large de- 
mand for used power machinery. 
Heyman’s always has a list of cus- 
tomers who want to be notified 
whenever the firm has a used ma- 
chine on hand. Most of this equip- 
ment is sold as received, thus elim- 
inating the costs of repair work 
and the trouble that this brings. 
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DONT SNUB THE 
CHILOREN 


ts, merle Tew 
MAMA — YOU 
LOSE A 
CUSTOMER 










Interesting and unusual win- 
dows, installed by Willy Schulz, 
display manager, play an im- 
portant part in stimulating con- 
sumers’ desire for tools of all kinds 
and serve to keep the public well 
informed on new items. 

A wide variety and large stock 
of power equipment is arranged 
inside the store. This display is 
located in about the center of the 
store and is near the sidewall fix- 
tures where small tools are shown. 
All machinery on display can be 
operated and demonstrated to cus- 
tomers who wish to see the equip- 
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ment in action. Demonstrations 
are also given outside the store 
when necessary. 

“Newspaper advertising is very 
effective in developing prospects 
for power machinery,” says Mr. 
Morgan. “The Danbury Fair is 
another medium we find most pro- 
ductive. Last year we secured 115 
prospects for this equipment from 
our exhibit and we follow up on 
these whenever possible. This is 
the extent of our outside selling, 
as most sales are made in the store. 

“Not over 10 per cent of our 
total sales are financed, and when 
this is necessary it is usually the 
small contractor or builder who 
asks for help. Most of the indi- 
vidual purchasers either pay cash 
or charge the item and pay for it 
at the end of the month.” 

Metal-working machinery, such 
as lathes, is now being added to 
the power tool department. These 
items se!l from $65.00 up to 
$135.00. Amateur inventors, ga- 
rages and home owners are logical 
prospects for this equipment and 
business from such sources is stim- 
ulating sales in this department to 
a decided degree. 
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Woodturning equipment is featured in this window display of power tools created by Willy Schulz, 
Related small tools are also featured. 


JUNE 1941 
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display manager. The compact workshop attracted passersby. 
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A New Small Town | EF 


The Keeler Hardware Store 
in Wilton, Conn., gives its 
customers the type of mer- 
chandise they want and the 
kind of service they like 





A modified colonial type front ties 
in the store completely with this 
New England village. 


Housewares lines are displayed in 
inexpensive shelving along the 
right sidewall. Ample floor space 
in front of the fixtures permits 
the arrangement of many seasonal 
displays of bulky goods. 


\ LITTLE over a 


year ago Raymond Keeler opened 
the Keeler Hardware Store in Wil- 
ton, Conn., a town with a popula- 
lion of approximately 2,000 people. 
This store is designed to give the 
people of the community the kind 
of service they desire. Having the 
right merchandise when custom- 


Paints are an important line at Keeler’s so the entire rear wall of 4 Aeaye e 
the store is devoted to them. The arch leads to the back room ers want it is another condition 
where bulky items are shown, goods unpacked, and stocks stored. which has contributed to the al- 
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ardware 


most immediate success of this 
enterprise. 

Stocks are not heavy and the 
merchandise varies all the way 
from the usual hardware. tool, 
paint and housewares items to 
farm clothing such as overalls. 
boots and similar items for which 
there is a demand in that particu- 
lar section. 

Purchases are concentrated with <td 5 SPRATTS DOG 
a few sources of supply to facili- : OODS | RSCLIT FOODS 
tate ordering, checking and paying 
for merchandise. Better service 








Dog fcod is an example of the 

merchandise carried to build traf- 

fic for the store. This display is 

located near the wrapping counter 
toward the rear. 


Sporting goods, tools and hard- 

ware are shown along the left 

sidewall. Merchandise is arranged 

on open shelving in plain view of 

customers. Stocks are not large 

but a wide variety of merchandise 
is carried at all times. 


on shipments is also secured as a 
result of this practice. This is ex- 
tremely important to this business 
which must often handle special 
rush orders for many of its cus- 
tomers. 

The store is approximately 30 ft. 
wide by 60 ft. long and the floor 
is covered with a checkered-pat- 
tern linoleum. Fixtures for show- 
ing the merchandise were made 


locally and are well adapted to the A large parking lot at the front of the building is a big 
store’s needs. advantage as most of the trading is done by automobile. 


gee, 
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Three to Four Turnovers 
on a $2000 Paint Stock : 


Carlson Hardware 

of Minneapolis has 
obtained results in 

a trading district of 
5000. Paint mixer has 


helped stimulate sales 





tol 


The paint mixer is the 
center of attraction 
in the department and 
is under a display unit 
that hides a radiator. 
Although every part of 
this unit is used for 
display purposes it 
never appears crowded. 


K] 











P... sales for the 


Carlson Hardware of 3117-19 
Penn Ave., North, Minneapolis, 
Minn., have increased to the point 
where the firm is now obtaining 
from three to four annual turn- 
overs in this department on a stock 
having a retail value of approxi- 
mately $2,000. This has been ac- 
complished despite the fact that 
the store serves a trading area of 
only approximately 5000 persons. 
Another interesting competitive 
fact is that the store is within easy 
reach of the city’s larger shopping 
centers. A paint mixer is one of 
the features of the paint depart- 
ment that has helped materially in 
increasing sales. 
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Douglas A. Carlson, manager, in 
commenting on the importance of 
the mixer, says, “We have used a 
paint mixer for two years. People 
who have kept paint in their homes 
for a long time will come back 
to us to have it mixed again, and 
they frequently state that they have 
gone out of their way because we 
have a mixer. We always use it, 
unless the paint sold is of a type 
that cannot be placed in the ma- 
chine. We explain to all of the 
department’s customers that we 
will mix their paint for them. 
When the paint is in the mixer we 
can sell them related lines. 

“Although fully 90 per cent of 
our paint sales are to household- 
ers, we do sell to master painters, 
usually at our regular prices and 
for cash. Master painters will buy 





our paint because it is mixed and 
they can start on the job without 
loss of time.” 

The paint department is a neat 
and compact set-up located at the 
back of the store. In laying it out, 
the firm encountered what was 
thought to be a serious complica- 
tion in the location of a radiator, 
which has since proven to be a 
decided advantage. 

A display unit was built over 
the radiator and the mixing ma- 
chine was placed in front of the 
heating unit. The mixer is placed 
in such a manner that it can be 
clearly seen, its base being in line 
with the supports of the display 
unit. The flat top of this display 
fixture is utilized for showing 
sponges, chamois, decalcomania 

(Continued on page 86) 
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What do you give a 
customer whenheasks 
for *“*A box of .22’s’’? 


Part of your regular service 
to your customers is to make 
sure they get the product 
that will give them the most 
satisfactory service. When 
they buy .22’s, it’s a good 
idea to give them Reming- 
ton Kleanbore Hi-Speed .22 
cartridges, especially when 
the customer wants the ulti- 
mate in power for shooting 
small game and _ vermin. 
These cartridges have ex- 
ceptionally flat trajectory, 
great energy and extreme 
velocity. 

On the other hand, if the 
customer tells you the pur- 
pose for which he wants the 
cartridges does not require 
the extra power of Klean- 
bore Hi-Speed, then sell him 
the superlatively accurate 
New and Improved Klean- 
bore .22’s. 

But whether your cus- 
tomer wants a .22 with extra 
power or one with slightly 
less power, he’s sure to want 
the barrel protection that 
Kleanbore priming gives. 





(Advertisement) 
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e@ 
> nm the good old summert} eS 


Remember how, when you were a boy, 
you could hardly wait for the last day 
of school? And when it finally did 
come, how free you felt as the tall 
meadow grasses swished against your 
bare legs, and you headed for the old 
swimmin’ hole in the deep woods? 


Boys haven’t changed much. When 
June rolls around, they’re just as anx- 
ious as ever to get away to the woods 
and streams. Today, boys take along a 
22 rifle for impromptu target shoot- 
ing or an occasional shot at “varmints.” 
And a lot of adults will be just as anx- 
ious to get back to the smell of wood 
smoke and pine woods as the boys. 


But it’s not a simple matter of 
“roughing it” today. Sportsmen spend 
over a billion dollars a year on their 
chosen recreations. A_ surprisingly 
large part of this money is spent on 
.22 rifles and ammunition. Boys and 
grown-ups alike get a lot of fun out of 
their .22 rifles during the summer 
months. Campers and fishermen in in- 
creasing numbers are taking .22’s 
along with them, for plinking, for 
shooting pests and vermin. Now is the 
time to take advantage of this inter- 
est in .22 shooting by displaying your 
.22 rifles and ammunition — tying 
them in with your other vacation 
promotions. 




















SAYS MERCHANDISING 
MIKE: 











THAT FELLOW 
CERTAINLY 
PACKS A 
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YEAH! SAY, THAT 
} REMINDS ME OF 
: KLEANBORE HI-SPEED.22s 






IVE GOT TO GET 
SOME TOMORROW 


re’ and “‘Hi-Speed” are Reg. U 














S. Pat. Off. by Remington Arms Co., Inc., 


SEEING IS 
SELLING 


Maybe it would be a good 
thing if we could come into 
our stores as if we were ab- 
solute strangers, and just 
look around. TI’ll bet you 
we'd find several little things 
to change for better location, 
for better display. Maybe we 
could find a “selling spot” 
for a few “orphan” items, in- 
stead of just putting them 
anywhere they’d fit. It might 





be instructive to imagine | 
you’re a customer some time, 


and note your reactions. 
While we’re on the subject, 
a lot of dealers are getting 
a fresh point of view on store 
arrangements and merchan- 
dising from the new Rem- 
ington-Peters-Du Pont film 
“One Man Listens”. We'd 


be glad to tell you how you 


can arrange to see it. 





THE 500 SERIES’ 
SEPARATE SEAR... 
4 —a small part that makes 
a big difference! 
The 500 Series rifles are 
unique among .22’s in the low- 
est price range in having a 
separate sear. It gives these 
rifles the smooth trigger pull 


| of much more _ expensive 
| models. Thus, by this me- 
| chanical refinement which 


contributes to accuracy and 
dependability in low-priced 
rifles, Remington gives boys 
and beginners every possible 
“break” in learning to shoot. 








Bridgeport, Conn. 








The bottled gas ranges and other 
major appliances are in a separate 
building connected with the main 
store. A regular tank installation 
is shown here so that removal and 
installation of individual drums 
may be demonstrated to customers. 


“Self-Service” Bottled Gas 
Increases Store Traffic 


~ “Get your own” idea has resulted 
in small ke oe in average sales of 125 small 
“self service” on the part of cus- drums of gas per month for the 


tomers of the Koerner & Pingel 

Hardware Co. of Watertown, Wis. Koerner SF Pingel Hardware Co. 

This practice has brought more 

traffic to the store and, at the same 

time, has enabled customers to “Last year we sold more than outfit sale will average approxi- 
purchase this commodity at a sav- 10 bottled gas ranges and installed mately $80.00. A two-tank, bot- 
ing. Sales of the small tanks of more than 50 bottled gas units,” tled gas unit alone costs the con- 
gas are averaging more than 125 says C. W. Pingel, one of the part- sumer slightly less than $20.00 in- 
a month and will undoubtedly in- ners. “All of our ranges are priced stalled and filled with gas. We 
crease as more ranges and units installed, which includes the two- also charge $5.00 for installing a 
are installed. . tank gas unit. The usual home tank unit. From this you can 
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Driven-Air 
directions 

capacity, t 
plete circul 
minutes. S 
vides insta 


Driven-Aire sprays heat gently in all All-Weather Heat! No single burner heater EXCLUSIVE! This improved Florence Handi-Hite Controls! For 
directions no drafts, no blasts! At can give the completely flexible heat control Flexi-Flame Pot-Type Burner has plenty Driven-Aire rotor, burners, and 
capacity, the powerful rotor gives com- of these twin burners! Individual controls per- of power for abundant heat and plenty of humidifier. Right on the heater top, 
plete circulation of warmed air every 3 mit independent operation of each burner at new power for your selling! For it offers your all in one spot just like controls on a 
minutes. Simple fingertip control pro- any flame — or either may be operated alone. customers real mild weather comfort and radio! Here also are located the oil 
vides instant variation of speed, from Solid comfort in any weather! economy in an outstanding new feature ... a gauge and filler openings for humidi- 
high to low! specially designed, porcelained, perforated fier tank and fuel tank, 

pilot ring that insures better combustion at 

low fire with a cleaner, extra-low flame! And 

it's available on/y in Florence Oil Heaters! 





Humi-Lator! (controlled humidi- 
fication A turn of the convenient 
control knob instantly regulates the 
moisture content of Driven-Aire’s 
warm air supply! Double the usual 
water tank capacity! Easily filled from 
the top! 


Sensational new features mark an all-time high in Flor- 
ence Oil Heaters! They set you up for a banner year and 
give you the green light to the biggest oil heater season 
your store has ever known! 

They’re features you can show .. . features that will 
prove to your prospects that a Florence Oil Heater will 


give them more comfort and convenience than they’ve 


ever had in their homes before! Study these features and 


you'll see why they put the oil heater market right in the 
palm of your hand! 
Every sign points to a Florence year in the biggest 


; / 
New twin-burner console-type Florence Driven-Aire Oil Heater. Extra powerful. heater market ever! Get in on the ground floor... early! 


With Handi-Hite controls right on the heater top. Has Humi-Lator controlled i 
humidification. Completely enciosed — all controls and oil and water tanks are Send today for your free catalog and full information! 
built in. Stipp-l-brown porcelain finish. Available with either exclusive Florence 

Flexi-Flame Pot-Type Burners or with Florence Sleeve-Type Burners 


FLORENCE STOVE COMPANY, General Offices and Plant: Gardner, Mass.; = 
Western Offices and Plant: Kankakee, Il.: Sales Offices: 1458-59 Merchandise PE? { 
Mart, Chicago; 45 E. 17th Street, New York; 53 Alabama Street, S. W., Atlanta; 


301 N. Market Street, Dallas; and 2730—16th Street, San Francisco. iy i i\ 


FLORENCE | 


C j MODELS WITH MODELS WITH 
SLEEVE-TYPE BURNERS POT-TYPE BURNERS 








readily see that ranges and bottled 
gas are important lines in our 
store. 

“The small bottled gas drum 
now makes it possible for the hard- 
ware store to get some return from 
the gas business, a condition which 
Hereto- 


fore, a distributor in the territory 


was not possible before. 


installed the large tank units and 
Today, the 
dealer makes a profit on the repeat 


made all sales of gas. 


sales of gas for every range sold. 
There is an added incentive for 
the dealer to sell more ranges. Ad- 
ditional trafhe 


sales opportunities are 


is developed and 
ine reased 
with customers coming to the store 
for fas. 

\ satisfactory margin is secured 
Single tanks 


weigh 20 pounds empty and 40 


from the sale of gas. 


pounds filled with gas. They retail 
at approximately $1.35 when the 
customer brings the tank to the 
store and makes the exchange. The 
user pays a higher price when the 
gas is delivered to the home. 
“Customers seem to like the self- 
service idea and they appreciate 
the opportunity to secure this 
necessary commodity at a lowe1 


price,” says Mr. Pingel. 


Here is one of 
the two lists 
of names of the 
satisfied users 
of bottled gas. 
When not in use 
the list, which 
is attached to 
a window shade 
roller, rolls up 
out of the way. 
This device is 
very helpful in 
building _ sales. 


is made, as the result of such a 
lead, the customer receives a free 
bottle of gas. We follow up on all 
prospects but do not use outside 
salesmen.” 

Final sales are usually made in 
the store where a separate room is 
given over to the display of ranges 
and other major appliances. A 
complete tank installation is shown 


and this is also used to demon- 


strate how easily empty drums 
may be removed and installed. 

Two lists of names of satisfied 
users are among the firm’s most 
potent sales aids and these are 
kept in the display room. These 
names are painted on narrow win- 
dow blinds attached to the mould- 
ing on the wall. When not in use, 
the list is rolled up out of the way, 
but when it becomes necessary to 
impress a prospect with the great 
number of satisfied users, or when 
the individual wants to know the 
names of some users in a particu- 
lar neighborhood, the lists are 
pulled down and shown 

Several small demonstration 
units are kept on hand for tem- 
porary installation in the home of 
a prospect not familiar with bot- 
tled gas. These are used only 
when the prospect cannot be sold 
on any other basis. 

“One of the best producers of 
prospects is the ‘Home Show’ held 
year in the community.” 
“We always use 


every 
says Mr. Pingel. 
a large space in this exhibit, offer 
free gifts to people who register 
and show and demonstrate bottled 
gas ranges as well as other major 
appliances. We use newspaper ad- 
throughout the entire 
vear on bottled gas and gas ranges, 
for we have found that this mer- 
chandise is in demand the year 


vertising 


round.” 





SPORTSMENS’ EXHIBITS PAY DIVIDENDS 


Sportsmen’s exhibits are an important advertising medium at Omer 
DeSerres, Ltd., Montreal, Canada. At a recent Anglers Association 
Exhibit held in the Mount-Royal Hotel this display of sporting goods 
received considerable notice. The booth was all in colors and the 
silhouette in the center was illuminated from the back. 


“People who purchased ranges 
from us and are satisfied users of 
the gas bring us a great many 


stove prospects. Whenever a sale 


36 HARDWARE AGE 








s 
MURRAY OHIO’S NAME FOR NE BICYCLES 





® Dealers everywhere report that Mercury Bicycles are setting 


the merchandising pace enone 1941 bicycles. The secret of 


their outstanding success is not difficult to discover —the Mer- 
cury line is styled to tomorrow, yet priced to meet today's com- 
petition. Don’t fail to get your share of the profits from the hot- 


test line among 1941 bicycles. Write now for catalog and prices. 


THE MURRAY OHIO MANUFACTURING CO. 
CLEVELAND, OHIO 


MERCURY 

















Stimulate Your Paint and 
Floor Covering Sales! 


Be. a demand 


for paints of various kinds by 
showing what they will do for the 
customer. This builds extra busi- 
ness and is an essential part of 
hardware store merchandising to- 
day. 


Unpainted Furniture 


Many dealers have increased 
sales with a line of unpainted fur- 
niture. This may not be practical 
for all hardware stores, but it is 


possible to stimulate people to 
think about refinishing many items 
in the home. It can be done by 
showing either an unpainted chair 
partly decorated or an old chair 
refinished whenever you feature 
paint in your windows. If you 
carry a line of unpainted furniture 
show several pieces along with 
suitable types of paint for decorat- 
ing them. 


Roof Painting Time 


With the arrival of hot weather, 
tell your customers that it is the 


time to paint metal roofs with a 
good grade of roof paint. Stress 
the protection and longer life that 
will follow if this is done when 
you advertise the items needed for 
the job. 

Be sure to build an impressive 
mass display of roof paint in a 
prominent spot in the store. Build 
this up so it will get attention and 
top it off with a large show card 
telling the complete story, always 
giving the price per gallon in five- 
gallon lots. Your competition does 
this and if your price is to be in 
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UNPAINTED | 


FURNITURE 
- Decorate Ir Yourse.f 




















FINISH 








MATERIALS 


IMPLEMENT ANO TRACTOR PAINT 
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PAINT AND UNPAINTED FURNITURE WINDOW 


Merchandise: Unpainted furniture, quick drying enamels, gloss enamel, stains, paint 
sprayers, wipers, roof painting brushes, roof paint, roof cement, truck, tractor and 
implement paint, wire brushes, paint brushes, varnish brushes, sand paper, varnish, 
varnish stain, paint remover, liquids and paste wax, wax appliers and floor polishers. 


Background: Center panel of spring green corrugated board or wallboard painted, 
side panels of the same color. Cut-out letters on center panel in light orange, and 
cut-out letters on side panels in yellow on lilac background. 
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FLOOR COVERING AND OIL CLOTH WINDOW 


Merchandise: Rolls of linoleum, mat linoleum rugs, linoleum paste and cement, paste 
spreaders, linoleum binding, oil cloth in rolls, shelf oil cloth, shelf paper, oil cloth 
pot holders, chair cushions, and pads, linoleum lacquer and varnish, linoleum felt 


lining, varnish brushes and floor scrapers. 


Background: Center panel of dark blue corrugated board or wallboard painted. Side 


panels of yellow material. 


line you must do the very same 
thing. 

Give your salesmen a “canned” 
talk on roof coating to be used 
when they have finished waiting 
on a customer. The purpose of the 
talk should be to find out if they 
are users of the paint you are fea- 
turing and, if they are, suggest 
to them that this is the time to have 
their roofs painted. 


Floor Finishing 


Floors must be waxed several 
times a year and a large majority 
of the home owners are users of 
this material. Impress customers 
with the completeness of your wax 
section and you will keep this traf- 
fic-building business coming to 
your establishment. This means 
large quantities of wax on display 
at all times, special promotions to 
keep the customers sold on your 
ability to sell competitively, and a 
rental waxer service. 

Increase margins in the depart- 
ment by selling other related items 
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such as paints and varnishes and 
sander rentals, plus the necessary 
sandpaper. 

If you carry floor covering see 
that this line is shown in the win- 
dows several times during the year. 
This will serve to remind custom- 
ers of this line and may develop 
some future business. Be sure to 
keep people posted on new patterns 








FLYS ARE BAD BUT DONT 
SWAT ‘EM IN FRONT OF 


™ CUSTOMERS 





Cut-out letters of yellow corrugated board. 


and other new developments in 
this material. In order to secure 
immediate business, feature mat 
linoleum rugs at popular or special 
prices during this time and show 
as many different patterns in the 
window as you can. 

Maintain a floor covering de- 
partment if it is at all possible. 
Such a display with samples of 
many of the popular patterns on 
the floor is very helpful in selling 
up to better grades and higher 
priced floor covering. 


Oil Cloth 


Show a number of patterns of 
oil cloth when this line is shown 
in the window. In addition to the 
regular length rolls, feature shelf 
oil cloth, oil cloth cushions and 
other related items. This merchan- 
dise should be shown in a special 
section near the housewares de- 
partment. Flood lights and spot- 
lights will make this a bright spot 
in the store and they are well 
worth using. 
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Ulm, Minn. Rembrandt Blue and Orange Carrara were combined with 
4luminum Pittco Metal and Pittsburgh Polished Plate Glass to create 
this customer-winning Pittco Store Front. Contrast it with the ap- 


pearance of the store before remodeling irchitect: Albert S. Plagens 





@ SALES-APPEAL GOES INTO HIGH when you modern 


ize your hardware store with a new Pittco Front like this one in Neu 













BRDWARE 


— 


A Store's Face is its Fortune... 
why you need a Pittco Front! 


that’s 


ODERN and colorful, a Pittco 
Store Front starts selling for 
hardware store the minute 
passers-by see it. The trim, smart ap- 
pearance of a Pittco Front impresses 
them with the idea of quality mer- 
chandise and fair dealing by your 
management. Its surfaces of gleaming 
glass promise a pleasant interior and 
helpful salespeople. Careful shoppers 

those who want their money’s 
worth — choose the hardware store 
with a Pittco Front. 


your 
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ITTCO STORE FRONTS | 


PITTSBURGH PLATE GLASS COMPANY 
"PITTSBURGH stench for Zuality Glass and tial 


Proof of this is provided by the 
many hardware store owners and mer- 
chants of all kinds who have written 
us, giving impressive figures of busi- 
ness increases resulting from Pittco 
remodelings. They tell of greater 
volume, wider trading areas, and a 
higher standing in their community 
because of local pride in the improved 
appearance of their store. Do you 
want to see what they say—what their 
experiences were? Write for our new 
Store Front Book in which photo- 


graphs of recent Pittco installations 
are reprgduced together with reports 
of actual business gains. 

When you build, we recommend 
that you consult an architect to make 
sure of an economical, well-planned 
job. Our experts will cooperate with 
him gladly in planning a Pittco Front 
to suit your needs. You can pay for 
your Pittco Front with the Pittsburgh 
Time Payment Plan if you wish 
just 20% down and the balance in 
monthly payments. 


i------------ 


**Pitteo Store Fronts 


Name 


Pittsburgh Plate Glass Company 
2276-1 Grant Bidg., Pittsburgh, Pa. | 


Please send me, without obligation, your new illustrated booklet, 


~- and Their Influence on Retail Sales.”’ 

















Peter A. Igoe Heads Eastern Hardware 
Golf Ass’n—S. D. Allen, Champion 


JETER A. IGOE, Igoe Brothers, 22-24, 1941, at Shawnee-on-the-Dela- ceive a sterling silver replica for 
Inc.. Brooklyn, N. Y.. was elect- ware, Pa. S. D. Allen, Henry Diss- permanent possession. 
ed president of the Eastern Hard- ton & Sons, Inc., won the Associa- Other officers elected were: vice- 
ware Golf Association during its tion’s 1941 golf trophy. which he presidents, M. R. Peck, The McKay 
seventh annual golf tournament, May will hold for one year and then re- (Continued on page 88) 





Left to right: 1—Amos Herr, Herr & Co.; 2—Leo C. May, May Hardware Co.; 3—L. K. Simons, Alan Wood 
Steel Co.; T. D. Vander Voort, Clemson Bros., Inc.; John J. Wallace, Clemson Bros., Inc.; C. P. Barry, Na- 
tional Carbon Co.; 4—Peter A. Igoe, Igoe Bros., new president; 5——-J. J. Gillis, American Steel & Wire Co.; 
Percy Jenkins, Wickwire Spencer Steel Co.; Stuart A. Russell, J. Russell & Co., Inc.; Jos. Kennedy, Bigelow 
& Dowse Co.; Keen Markey, Ames Baldwin Wyoming Co.; W. G. Woodworth, Samson Cordage Co.; T. P. 
Lowere, American Steel & Wire Co.; John Theriault, Samson Cordage Co.; 6—Ned Fraim, E. T. Fraim Lock 
Co.; 7—L. Hoeflich, Supplee-Biddle Hardware Co.; E. A. McKenna, North Bros. Mfg. Co.; C. C. Butts, 
Butts & Ordway Co.; 8—Leon A. Paine, Bigelow & Dowse Co.; E. S. Norvell, E. C. Atkins & Company; S. 
Sherman, Roberts Hardware Co.; John Findeisen, American Fork & Hoe Co.; in the background, Jim Hend- 
ricks, American, Chain & Cable Co.; 9—John Ora, Mill Supplies, runner-up; Secretary H. L. Gilliam, Wood 
Shovel & Tool Co.; Champion S. D. Allen, Henry Disston & Sons, Inc.; Retiring President L. Brewster Jack- 
son, Wickwire Bros., Inc.; 10—Percy Jenkins, Wickwire Spencer Steel Co. 





42 HARDWARE AGE 











Sa Cente 













PRC 
HA 


Steel 
Rust-| 


Stee 
and 

Wire 
Barb 
Stee 
Wire 


Upsc 
















REPUBLIC STEEL 
PRODUCTS FOR THE 
HARDWARE TRADE 


Steel, Copper-Bearing Steel and 
Rust-Resisting Toncan* Iron Pipe 


Steel, Copper-Bearing Steel 
and Rust-Resisting Toncan Iron 
Sheets and Roofing 


Wire Fencing, Poultry Netting, 
Barbed Wire and Bale Ties 


Steel Fence Posts and Gates 
Wire Nails, Spikes and Staples 


Upson Quality Headed and 
Threaded Products 


*Reg. U.S. Pat. Off. 


Es nt 8 at 


More than 20,000 standard items—a full 
variety of styles and a full range of sizes in 
each style—that’s what the Republic Upson 
Quality Line offers the bolt and nut end of 
your business. @ No, you won't need all of 
these items—but you can select the styles 
and sizes needed by your customers. You 
can carry stocks that will enable you to 
obtain ALL their bolt and nut business. You'll 
get more sales—larger sales—and enjoy a 
better opportunity to sell other hardware 
items along with bolts and nuts. 


See your jobber or write us. 


REPUBLIC STEEL CORPORATION 
Bolt and Nut Division: Cleveland, Ohio and Gadsden, Alabama 


BERGER MANUFACTURING DIVISION « CULVERT DIVISION « NILES STEEL PRODUCTS DIVISION 
STEEL AND TUBES DIVISION * UNION DRAWN STEEL DIVISION « TRUSCON STEEL COMPANY 


REPUBLIC Qoson Quahy 


HEADED AND THREADED PRODUCTS 











By IVAN L. WAPLES 





ABCDEF GHIJ 
KLM NOPQRS 
TUVWXYZ 


abcdefghijklm 


nopgqrstuwx y 
$123456789¢ 








SINGLE-STROKE GOTHIC 





Part 3 


writing. With plain, simple letter- 
ing to master it does not take so 
long to be able to make good look- 
ing and usable cards. The average 
card writer uses two alphabet 
styles for 90 per cent of his work. 

For headlines and text matter, 
the most widely used alphabet to- 
day is the single-stroke Gothic 
alphabet. Old timers called it the 
Egyptian alphabet. The experi- 
enced man can letter rapidly with 
this alphabet using either pen or 
brush. It is easily read by the cus- 
tomer and will fit in well with most 
any scheme of decoration that may 
be used in the store displays. 


Fig. 4, left—Example of single- 
stroke Gothic alphabet executed 
with a B-style Speedball pen. 





N OT so many years 


ago it was the custom to use as 
ornate and elaborate a letter style 
as the sign artist could originate, 
but today simplicity is the keynote. 
Show cards should carry a brief, 
effective selling message, executed 
in a simple, neat, easily read letter 
style and with a color scheme that 
suits the display of goods. 

The trend simplicity 
makes it easier to learn show-card 


toward 


Fig. 5—The same alphabet done 
with a round, red sable brush. 





EFHILT ANKM 
VWXYZ JBD 
PRU CGOQS 
abcdefghijklm 
nopqrstuvw x 
#1234567 89¢ 


5.5. GOTHIC — BRUSH 
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WRitin. 


Selecting albhabet styles—single- 


stroke Gothic and script lettering 





To supplement the single stroke 


ereteut | OQ BCDEIFQ 
LIND 
OPQRTUW 
stublo | | abedefghijkln 
mepotstu wxyl 


RUSH SCRIPT 


well equipped to do most of the 


them at a later date. 


cards used in your store. There 
are times when other letter styles 
are desirable but we will consider 





























HOUSEHOLD 


TOOL | pabDIO 
KIT | PHONO 
C9 COMBINATION 
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AQ 
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made 


Fig. 6—Showing a single stroke script alphabet 
made with a brush. This is easy to make and 
affords a good contrast to the Gothic letters. 


Fig. 4 is the single stroke Gothic 
alphabet executed ,with a B-style 
Speedball pen. Fig. 5 is the same 
alphabet done with a round red 
sable brush. In this figure, notice 
that the letters are grouped ac- 
cording to the kind of brush 
strokes used in their making. Fig. 
6 is a single stroke script alphabet 
that is easy to make with the brush 
once you get the hang of it. Fig. 7 
shows several cards made with 
these two alphabet styles. 


Fig. 7—Examples of show cards 
with both single-stroke 
Gothic and script lettering. 
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Hous he WARDNARE BUSINESS? 





ADVANCES 


Escutcheon pins. Some rubber stair treads. 

Fruit, jelly, lard presses. Wicking cotton. 

Corn, hedge knives. Jacks. Some radio receivers. 
Underground storage tanks. Venting valves. 
Anti-friction truck casters. Lace leather. 

Paper wool twine. Some water heaters. White lead. 
Some cast pulleys. Pump leather. Clothes dryers. 
Cast iron pipe fittings. Some twine. Calf weaners, etc. 
Hand, house bells. Mop sticks. Friction tape. 
Cotton candle wicking. Curry combs. Miners’ caps. 
One line cream separators. Lantern, lamp wicks. 
Cotton rope. Saddlery hardware. 

Apartment house mail boxes. Non-renewable fuses. 


Some elec. washers. Some makes butts, hinges. Heavy tools. 


Some wheelbarrows. Some flashlights and assortments. 


Kraft paper, board. Cocoa mats. 
Some elec. refrigerators. 


One line sewing machines. 


Linoleum binding. Hooks and eyes. Some toys, games. 
Some paint, enamel, lines. Steel cut nails. 
Some firearms. Some sweat pads, back bands. 





Escutcheon pins--Some mak- 
ers have advanced prices about 25 per 
cent on escutcheon pins — both brass 
and steel, 

. a . 

Rubber stair treads One 
manufacturer has advanced prices on 
several sizes of rubber stair treads. 

. . * 

Fruit presses Advances of 
about 3 per cent were recently made 
by one maker on fruit, jelly and lard 
presses. 

“ * 7 

Wicking cotton An advance 
of approximately 3 per cent was made 
on wicking cotton by one mill. 

6 « * 

Boilers and radiation Ad- 
vances are expected this month on 
boilers and radiation. 

* ¥ * 

Corn, hedge knives New 
season prices on corn and hedge knives, 
etce., announced by one leading maker 

9c 


show advances of about 25 per cent. 


. * + 
Jacks A new price list on 
Simplex jacks, effective June 2, has 
been announced by Templeton-Kenly, 
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Lid. Increases are about 9 to 10 per 
cent. 
” * * 

Poultry supplies Manufac- 
turers of poultry supplies are having 
difficulty in securing galvanized sheets. 
New and advanced prices are expected 
this month. 





ADVANCES 
EXPECTED 


Boilers and radiation. Poultry 
supplies. 

Galv. range boilers. Seine twine. 

Harness. Hedge, pruning shears, 
etc. 





a * a 


Underground storage tanks 
Some leading makers of underground 
storage tanks made mark-ups of about 
15 per cent. 
a ad - 
Radio receivers—Late in May 
a leading manufacturer advanced auto- 


mobile radios about 7% 


per cent. Pop- 
ular priced models were increased about 


12'S per cent. 


a m=: pes =a == 7 








Galvanized range boilers 
Prices are firm on galvanized range 


boilers. Advances of substantial pro- 
portions are expected during June. 
ar « * 

Venting valves A leading 
maker advanced prices on radiator vent- 
ing valves about 10 per cent, earlier 
this month. 

& ” * 

Seine twine—Another advance 
of approximately two cents is expected 
on seine twine. 

* a *” 

Casters — Prices on all styles 
of Phoenix anti-friction truck casters 
were recently advanced 10 per cent. 

* * * 


Harness — With new mark-ups 
on hides, harness prices are expected to 
advance. 

* * *@ 

Water heaters—Last month a 
leading manufacturer of water heaters 
advanced prices about 10 per cent. 


Cast pulleys—Advances rang- 
ing from 5 to 50 per cent have been 
made by leading makers on most sizes 
znd numbers of small miscellaneous 
pulleys. 

* t * 

Pump leather — Pump leather 
manufacturers are troubled by a short- 
age of suitable high grade material and 
have recently advanced prices about 10 
per cent. 

tt * * 

Cast iron pipe fittings—<Ad- 
vances of about 5 per cent were made 
late in May on cast iron pipe fittings. 
Total increases since last fall have 
averaged about 10 per cent. 


Cotton wrapping twine—Ad- 
vances of 3 per cent were recently made 





PRICES 
WITHDRAWN 
Tackle blocks. 
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Yoon record keeping doesn’t have to be a 
problem any longer! Here is the brand-new Class 
200 National Cash Register, especially built to 
provide retail businesses with a complete, simpli- 
fied record-keeping system at a low price. 

A new and revolutionary device, “Columnar 
Printing,” enables you to print amounts into 8 
separate columns on the wide, detailed audit strip, 
thus separating your transaction records by de- 
partments or other classifications. 


At the end of the day the amounts listed in 
each column can be added quickly, for this cash 
register can be used also as a speedy adding 
machine. The totals of each classification can 
then be easily posted to the special record books 
which are a part of each system. 

This is the easy-to-keep system of record 
keeping you have been waiting for! Of course. 
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Shaltonal 





you'll want to see what it’s like, so we’ve prepared 
some sample forms which we’re ready to send 
you free. Just fill out’the coupon below and 
mail it in today. 


The National Cash Register Company 


DAYTON, OHIO 
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on cotton wrapping twine, by some 


mills. 
* o . 

Jute wrapping twine -An ad 
vance of about 5 per cent was recently 
made by one mill. 

eo > 

Lace leather—Some makers of 
lace leather have advanced prices as 
high as 10 per cent. 

> > e 

Paper wool twine Prices 
have been marked up over last season's 
schedules about one cent per pound. 

. 7 . 

Fine India twine— An advance 
of from 4 to 5 per cent was recently 
made by one mill 

a > - 

White lead An advance of 
approximately 5 per cent was recently 
announced on white lead. 

6 « * 

Clothes dryers One manu 
facturer recently advanced prices ap- 
proximately 4 per cent. 

. . > 
Calf weaners, ete. One 


maker has advanced prices 10 per cent 


on calf weaners, etc. 
> > >. 

Bells Prices have been ad- 

vanced from 5 to 20 per cent on one 


line of hand and house bells. 






Priorities Tightened 


Tn its review of the defense program, for the previous week, the June 
3 issue of Defense, official bulletin of the Office for Emergency Man- 
agement told of the tightening of control of steel, copper, cork and zinc 
by the OPM Priorities Division, “as it became more apparent that both 
defense requirements and normal civilian needs cannot be met.” A gen- 
eral preference delivery order was placed on steel after Gano Dunn, 
OPM consultant, advised the President that the industry’s capacity falls 
short of demands. Copper was brought under mandatory industrywide 
priority control and OPACS announced a cooperative plan for civilian 
allocations. Manufacturers of civilian cork products were directed to 


cut processing operations in half. 


The zinc pool, from which monthly 


allocations are made for emergency needs, was raised from 12,000 tons 


in May to 15,000 tons in June. 


Further curtailment in civilian use of aluminum, already under strict 
priority control, was forecast by Priorities Director E. R. Stettinius, 
Jr., as he explained that defense requirements in June will absorb from 
95 to 100 per cent of all available aluminum. Development of new sub- 

stitutes in civilian products was advised. 





Friction tape—One maker ad- 
vanced prices on various types of fric- 
tion tape from 5 to 82 per cent. 


* + * 


Cotton candle wicking 
Prices have been advanced from 64% to 


9 per cent by some concerns. 
t * * 


Curry combs—One maker ad- 
vanced prices on curry combs from ap- 


proximately 12'2 to 18 per cent. 
* 7. & 


Miners’ caps Advances of 


from 2' to about 5 per cent were re- 


The Hardware Age Blackboard 


4 Wholesale Hardware Sales 





States comprising regions in these charts: 
New England—(Conn., Maine, Mass., N. H., R. L, Vt.) 


Middle Atilantic—(N. J., N. Y., Pa.) 


East North Central—lIll., Ind., Mich., Ohio, Wis.) 

West North Central—(lowa, Kan., Minn., Mo., Neb., N. D., 8S. D.) 

South Atlantic—(Del., D. C., Fla., Ga., Md., N. C., 8S. C., Va., W. Va.) 
East South Central—(Ala., Ky., Miss., Tenn.) 

West South Central—(Ark., La., Okla., Texas.) 

Mountain—(Ariz., Colo., Idaho, Mont., Neb., N. M., Utah, Wyo.) 


Pacific—(Calif., Ore., Wash.) 


cently announced by one maker of 
miners’ caps. 
* a * 
Mop sticks—One manufacturer 
has advanced mop stick prices, as of 
June 17, the changes ranging from 4 
to approximately 10 per cent on dif- 
ferent types. 
* * + 
Cream separators — One line 
of cream separators was recently ad- 
vanced approximately 18 per cent. 


* * t 


Lantern and lamp wicks - 


Prices have been raised about 7% per 


cent by some sellers, and stove wicks 


about 5 per cent. 
* * * 


Cotton rope — Both the com- 
petitive and standard qualities quoted 
hy most Southern mills now stand ap- 
proximately 5 to 6 cents higher than 
at this time a year ago. 

me * * 
Hedge, pruning shears, etc. 
New prices on hedge and pruning 
shears and grass cutters are expected 
to advance sharply on the competitive 
qualities. 
* * ~ 

Saddlery hardware As of 
June 7, one maker increased all of its 
saddlery hardware items at least 10 
per cent. Certain steel items were ad- 


vanced as much as 20 per cent. 
* * * 


Apartment house mail boxes 
Leading makers have advanced apart- 
ment house mail box prices about 10 
per cent. 
* * a 
Non-renewable fuses — Early 
this month some makers advanced prices 
on non-renewable fuses about 10 per 
cent. 
at * oo 
Tackle blocks A leading 
manufacturer of tackle blocks has with- 
drawn prices and is accepting orders 
at prices in effect when shipments are 
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LAMSON Lag Bolts have sharp cut threads and 
carefully made gimlet points, starting easily. 
Shanks and thread are full bodied diameter. Heads 


are a full wrench fit with straight, true faces. 







VIWCTE A PROFIT WITH THE LAMSON LINE 


$26.30 Net, 


to Dealer 
(slightly more 
west of Denver) 





Carriage bolts of heat treated steel are accurately 
made, have smooth, round heads and true, square 
shanks. Available in either rolled or cut threads. 
Stocked in a full list of sizes up to %4-inch diameter, 
i4-inch length. Larger sizes made to specifications. 


@ There is no need to wonder if you can make a profit 
with bolts when you stock the Lamson line —for it is 
arranged so that you will. From the finest products pos- 
sible to manufacture, to the most modern of packages, 
the Lamson line is complete with merchandising possi- 
bilities. And with the Lamson SPEEDMERCHANT stock 
and merchandising display, you can even keep the 
elusive '’5-and-10” sales for yourself. The Lamson SPEED- 
MERCHANT is an attractive all-steel unit that catches 


LAMSON & 


Grow fF £ 


O a z S ° ® N 18} : S . ° 


Machine bolts with either square or hexagon heads 
are made of heat treated steel, and have true, 
straight shanks and very accurate threads. Made 
up to 2-inch diameter, any length, but stocked only 
up to 14-inch diameter, 12-inch lengths. 


the eye of the shopper, invites sales with plainly marked 
bins giving the price of each item. Every product is 
“Brite-plated,’’ and the entire stock in the open display 
is within reach of the customer. It will not pay anyone to 
buy elsewhere if you have a Lamson SPEEDMERCHANT 
in your store! Ask your jobber for the Lamson line! 


THE LAMSON & SESSIONS COMPANY, Cleveland, O. 


Plants at Cleveland and Kent, Ohio; Chicago and Birmingham 


SESSIONS 


en OM, Ee w- & RE 



















p 
. 


KOL - GAS HEAT 
BOOSTER, by lengthen- 
ing fire travel, not only 
sends additional heat into 
the building; it stops this 
heat from reaching the 
flue, thereby reduces flue 
temperature and adds to 
safety. Air intakes, both 
BELOW and ABOVE the 
fire, insure positive heat 
control. 


The exclusive Heat Booster transforms 
KOL-GAS into a combination radiant and 
circulator type heater. 


awn 





the hallenge 





of COAL HEATING 





to COMPETITIVE FUELS 




















KOL-GAS is the develop- 
ment of the genius of W. 
F. Allen, nationally prom- 
nent in the stove manu- 
facturing industry for a 
third of a century — the 
man responsible for solv- 
ing many of the heating 
problems of small and me- 
dium-size homes. KOL-GAS 
is new, sensational, scien- 
tific—the improved product 
of experience and sound en- 
Gineering. 








A SMASHING HIT 


KOL-GAS—the heater that will boost your business—make you 


bigger profits—with no back-firing. 


Perfected where other heaters have been found faulty—developed 
in efficiency, convenience, cleanliness and safety to meet the demands 


of today’s discriminating public. 
KOL-GAS is a self-feeder. 


larger size 180 lbs. 


all night or longer, 
delivers extra heat without extra cost. 


KOL-GAS has vital and exclusive features that defy competition. 
The HEAT BOOSTER and AIR INTAKE construction, both ex- 
clusive with KOL-GAS, increase heating capacity and save fuel, at 


Fuel magazine holds 110 lbs. of coal; 
You fill magazine from top: adjust drafts. The 
coal is quickly coked, then feeds down by gravity. Heats all day, 
without refueling. Saves fuel; 


the same time add to safety. 


Study KOL-GAS construction—see how this sensational heater is 
built—why it saves fuel; saves work; delivers more heat .. . then 
you'll know why KOL-GAS will make MORE MONEY for you. 
Write Dept. H, for full details of dealer proposition. 





















saves work; 

















KOL-GAS HEATER COMPANY 


NASHVILLE, TENNESSEE 


ALS 


MODERN HOME APPLIANCES 
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ILLUSTRATED 


The Kawneer Company, Niles, Michigan 
i Please send free copy of your new illustrated store front booklet. 


NAME 


Qa2 ee See See SSS SSeS See See 


50 


BOOKLET 
SB PENG GEN NE PROVO SSSOSeR 


ON NEW 


ADDRESS 


STORE 





CT STORE FRONTS 


FRONTS 


HA-6 









RESULTS 
COUNT! 


—READ WHAT THIS 
MERCHANT 
SAYS see 


“ 





..our new Kaw- *s 
neer Store Front 
has proven a most 


profitable invest- 





ment. ..gained for 


C.W.A. Elis, own- 
er, Al’s of Hunt- 
ington, NewYork 


us admittance to 
and acceptance by 
that ‘circle’ which had seemed out 
of reach. These patrons are profuse 
in their praise of the beauty and 
excellence of the new front, and 
we are more than pleased with the 
prestige it has added to our busi- 
ness.’’ A new Kawneer Store Front 
of bronze, stainless steel or alumi- 
num can bring you similar results. 
Write for free illustrated booklet! 
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Stock-sales ratios are percentages obtained by dividing the cost value of stocks by sales 


of an identical group of firms. 


made. Steel shortage has put the mak- 
ers of blocks months behind in their 
deliveries. 

* * * 

Electric washers—-Late in May 
list prices on some makes and types of 
electric washing machines were ad- 
vanced from $5 to $10. 


os at a 


Butts and hinges Some 
manufacturers of butts and hinges ad- 
vanced prices about 10 per cent as of 
June 1. Cumulative increases, since last 
summer, have averaged about 25. pet 
cent. ; 

bad oe aoe 

Firearms — Revised schedules, 
issued recently by O. F. Mossberg & 
Sons, Inc., New Haven, Conn., show in- 
creases of about 9 per cent on repeat- 
ing and automatic rifles. The new 
schedules do not affect single-shot rifles 
or shot guns. Last month Marlin Fire- 
arms Co., New Haven, Conn., advanced 
its entire line about 5 per cent. Pre- 
vious markups on Mossberg and Marlin 
lines had been made in November, 1940. 

ae 2K % 

Sweat pads, etc. — Late last 
month a leading maker advanced prices 
on its line of collar and saddle pads, 
back bands, etc. On the deer-hair 
quality pads former prices continue un- 
changed. Mark-ups on popular com- 
petitively priced numbers are reported 
as about 7'% per cent and about 5 pet 
cent on the higher quality numbers. 
Some makers have increased prices on 
webbing and. back- bands averaging 
about 10 per cent. 


* * + 


Wire and cut nails — Prices 
quoted by nail and wire mills are firm 
but subject to change without notice, 
and it is believed that moderate mark- 
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ups cannot long be deferred. Some 
leading makers of steel cut nails have 
advanced the base price 15 cents per 
keg. Extras, except the recent increase 
in the extras for galvanizing, remain 


unchanged. 
7 7 * 


Heavy tools Late in May 
prices on heavy tools—picks, sledges, 
etc. — were advanced approximately 5 
per cent. Advances, of about the same 
percentages, had been reported twice 
since May, 1940. 


* * oa 


Wheelbarrows — Advances of 
about 10 per cent were recently an- 
nounced by one maker on lower priced 
numbers. Price advances on the better 
quality numbers averaged about 5 pet 


cent. 





Makers ot 
minnow buckets and_ tackle boxes, 


Tackle boxes, etc. 


prices of which average about 744 per 
cent higher than last year, are urging 
the trade to place orders for delivery 
for next fall. Supplies are becoming 
less certain. 


* * & 


Sports supplies — All sources 
report extra heavy retail sales, preced- 
ing the Memorial Day holiday. Sales 
of baseball, tennis and croquet thus far 
are at least up to a normal with de- 
liveries fairly satisfactory. Golf equip- 
ment sales are well ahead of last year, 
with leading factories 3 to 4 weeks be- 
hind on deliveries. 
* * a 

Flashlights, etc. —— National 
Carbon Co., New York City, advanced 
prices on its Nos. 1251 and 1351 flash- 
light cases about 10 per cent. Advances 
of 10 to 20 per cent were also an- 
nounced on the company’s displays of 
flashlights and batteries—Nos. 21, 68 
and 95. 

a * * 

Steel washers—Jobbers report 
standard steel washers as very difficult 
to obtain, with the mills short of plate, 
and loathe to accept any non-defense 
business at definite prices, even though 
substantial advances have already been 
effected. 

* * ” 

Kraft paper and board 
Sharply higher prices and delayed de- 
liveries are general throughout the en- 
time kraft paper field—wrapping and 
lining and building papers alike. The 
price of kraft liner board, used in mak- 
ing corrugated shipping containers, is 
expected to advance about $5 a ton on 
July 1, leading producers state. 

(Continued on page 84) 





Collection percentages are obtained by dividing the collections on accounts during the 
month by accounts receivable outstanding at the beginning of that month for an identical 
group of firms. 
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NEWS OF 


CLARENCE F. BENNETT, STANLEY BOARD CHAIRMAN, 
COMPLETES HALF CENTURY WITH THE COMPANY 





Clarence F. Bennett, second from the left, Stanley's board chair- 


man who celebrated his 50th anniversary with the company. 
With him are E. N. Stanley, A. W. Stanley, and E. H. Cooper, 
all directors of the company. 


At a dinner held at the Shut- 
tle Meadow Club on May 14, 
Clarence F. Bennett, chairman of 
the board of directors of The 
Stanley Works, New Britain, 
Conn., was feted by company of- 
ficials and old friends, honoring 
his 50 years of service. The Stan- 
ley Works has manutactured 
hardware since 1843, and is well- 
known for its many products, in- 
cluding hand tools, electric tools, 
steel, magic doors, etc. 

In 1891 Mr. Bennett, then a 
young man of 19 years, became 
an employee in the shipping 
room at The Stanley Works. Be- 





fore long he joined the produc- | 


tion department and, at the early 
age of 25, was made production 


superintendent... Within a few 


years he became assistant gen- | 


eral superintendent and_ then | 


general superintendent. 

In 1912 Mr. Bennett became a 
director of the company and four 
years later he was elected second 
vice-president, and in 1918 he be- 
came first vice-president. In 
February 1923, Mr. Bennett be- 
came president of The Stanley 
Works and held that position un- 
til March of this year when Rich- 
ard E. Pritchard succeeded him 
as president, and Mr. Bennett be- 
came chairman of the board of 
directors. 

Mr. Bennett, well - known by 
the trade, is regarded by thou- 
sands of Stanley employees not 
only as the efficient “big boss” 
who has successfully guided the 
destinies of The Stanley Works 
and its several divisions for many 
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years, but as a man intensely in- 
terested in the affairs of his em- 
ployees, and civic matters. He is 
at present leading a campaign 


to raise $700,000 for the New 
Britain General Hospital, of 
which he has been president for 
many years. This, as well as his 
connection as director in several 
manufacturing companies and 


which Mr. Bennett is held in thi: 
community. In 1940 the New 
Britain Press Club dedicated its 
sixth annual dinner, which was 
attended by 250 representative 
citizens, in recognition of Mr. 
Sennett’s achievement in leading 


the successful revival of the Com- 
munity Chest. 

Mr. Bennett has been elected 
a member of the Harpware AGE 
Fifty-Year Club in recognition of 
| his 50 years of service to the 


| 


| - 
| hardware industry. 


GEORGE H. ISCHE LEAVES 
LUTHER GRINDER & TOOL CO. 


George H. Ische has disposed 
of his interests in the Luther 
Grinder & Tool Co., Fond du 





GEORGE H. ISCHE 


Lac., Wis., and has terminated 
his connections with the com- 
pany. He was vice-president at 
the time of his resignation. 

Mr. Ische after a short vaca- 
tion plans to associate himself 
with a manufacturing organiza- 
tion in a position to produce tool 


| grinders and hydraulic jacks. At 
| present Mr. Ische resides at 2474 
| N. 88th St., Wauwatosa, Wis. 


| cal 


NEW SALES MANAGER 
DIAMOND EXPANSION BOLT 


Carlton H. Bunker has been 
appointed vice-president and 
sales manager for the Diamond 
Expansion Bolt Co., 48 W. Broad- 
way, New York City. He suc- 
ceeds the late J. Adam Schweit- 
zer. 

Mr. Bunker has been associ- 
ated with the company for about 
10 years, for the first 9 years 
as New Jersey sales representa- 
tive and previous to his new ap- 
pointment, as secretary. 


DIRECTORS, DISTRIBUTORS 
TRANSPORTATION LEAGUE 


At the recent meeting of 
the Distributors Transportation 
League in Memphis, Tenn., the 
election of the following direc- 
tors to serve for a two-year pe- 
riod, beginning May, 1941, was 
announced by F. P. Willette, 
manager-secretary: 

E. W. Hardin, president, Ama- 





banks, all indicate the respect in | 


| and G. E. 


IT IN HARDWARE 


HARDWARE AGE FOR 











rillo Hdwe. Co., Amarillo, Tex.; 
J. J. Wallace, sales manager, 
Clemson Bros., Inc., Middletown, 
N. Y.; Sheldon Coleman, general 
manager, The Coleman Lamp and 
Stove Co., Wichita, Kan.; C. F. 
Reynolds, Eberhard Mfg. Co., 
Cleveland, Ohio; W. S. Knapp, 
president, Knapp & Spencer Co., 
Sioux City, Iowa; W. F. Barnes, 
secretary, New York Wire Cloth 
Co.. New York City; J. W. War- 
ren, general manager, The 
Schoellkopf Co., Dallas, Tex., 
Jennings, president, 


| Wright & Wilhelmy Co., Omaha, 





Neb. 

Those new directors will serve 
with the following carry-over di- 
rectors for one year: M. E. 
O’Neil, chairman of the board, 
Richards & Conover Hdwe. Co., 
Kansas City, Mo.; E. H. Mil- 
ler, vice-president, Miller-Jackson 
Co., Oklahoma City, Okla.; J. A. 
Hurty, secretary, Frank Colladay 
Hdwe. Co., Hutchinson, Kan.; 
D. N. McGregor, treasurer, Mc- 
Gregor Hdwe Co., Springfield, 
Mo.; T. F. Williams, vice-presi- 
dent, Williams Hdwe. Co., Fort 
Smith, Ark.; G. C. Black, vice- 
president, Southern Supply Co., 
Dallas, Tex.; M. O. Newby, sec- 
retary, Stowe Hdwe. & Supply 
Co., Kansas City, Mo.; E. M. 
Nelson, traffic manager, Wm. 
Volker & Co., Kansas City, Mo., 
and L. M. Pinkston, secretary, 
Wyeth Hdwe. & Mfg. Co., St. 
Joseph, Mo. 

Headquarters of the Distrib- 
utors Transportation League are 
in the Key Bldg., Oklahoma City, 
Okla. 


OFFICERS REELECTED 
BY BARCALO MFG. CO. 


At the recent annual meeting 
of the board of directors of the 
Barcalo Mfg. Co., Buffalo, N. Y., 
Charles Vallone, formerly vice- 
president, was promoted to the 
position of first vice-president, 
and Alban W. Kirton, secretary 
to the position of vice-president 
and secretary. All other officers 
were reelected, namely: chair- 
man of the board, E. J. Barcalo; 
president, N. M. Graves; trea- 
surer, F. A. Chandler; assistant 
treasurer, G. J. Letchworth, Jr., 
and assistant secretary, G. N. 
Abt. 
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AGE WHILE IT’S NEWS 


THE TRAD 


PACIFIC COAST APPOINTMENTS 
MADE BY PROCTOR ELECTRIC CO. 


The following Pacific Coast 
territories and personnel were an- 


nounced recently by R. E. Imhoff. 





A. W. PATERSON 


general sales manager, Proctor 
Electric Co., Philadelphia, Pa. 

A. W. Paterson, Washington, 
Oregon, Idaho and Montana: 
west of and including the coun- 
ties of Liberty, Chouteau, Judith 
Basin, Wheatland, Sweet Grass 
and Park. Mr. Paterson’s head- 
quarters are in Seattle, Wash- 
ington. 

V. M. Harris, Utah, California 
(north and west of and exclud- 
ing counties of San Luis Obispo, 
Kern and Inyo), Nevada (except 
counties of Mineral, Esmeralda, 





Vv. W. HARRIS 
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GEORGE NEWLIN 


Nye, Clark and Lincoln). Head- 
quarters are in San Francisco. 
George Newlin, Arizona, Cali- 
fornia (south and east of and 
including counties of San Luis 
Obispo, Kern and Inyo), Nevada 
(counties of Mineral, Esmeralda, 
Nye, Clark and Lincoln). Head- 
quarters are in Los Angeles. 





Cc. P. CULBERT 


All three territories are under 
the direction of C.- P. Culbert, 
western sales manager, 704 South 
Spring St., Los Angeles, Cal. 

ATLAS-ANSONIA CO. 

ELECTS NEW PRESIDENT 

At a recent meeting, the di- 
rectors of the Atlas-Ansonia Co., 
New Haven, Conn., _ elected 





| Thomas T. 
| that corporation. Mr. Logie comes 


| ager, 









Logie president of 


to his new duties direct from the 


Bassick Co. of Bridgeport, Conn., | 


having resigned as vice-president 
and works manager of that com- 


pany to assume his new position. | 


Mr. Logie has been engaged in 
diversified manufacturing inte. 
ests for several years and is es- 
pecially well known in the hard- 
ware and automotive fields. 


| AMERICAN HDWE. SUPPLY | 


CO. MEETING, JULY 21-22 


H. Leslie Gould, 
American 
41-43 


sales 


ply Co., Terminal Way 


South Side, Pittsburgh, Pa., deal- | 
er-owned wholesale hardware} 


firm, has announced that the 
company will hold its semi-annu- 
al convention and toy and gift 
show, July 21-22, at Pittsburgh 
headquarters. 


We comme WHEN) 
USLISHZO 1 HARARE Ags - 


man- | 
Hardware Sup- | 
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| DUTTON-LAINSON CO. 
| HONOR EMPLOYEE 


Recently, one of the veteran 
employees of Dutton-Lainson Co., 
| of Hastings, Neb., completed 50 
service with the 


| years of com- 


| pany and its predecessors. In 
celebration of this event, a meet- 
ing of all office, house and fac- 
tory employees was held on May 
29, and H. A. Lainson, president 
lof the company, presented Mr. 


| Cutler with a copy of a resolu- 
| tion of the board of directors of 
expression of 


long 


| the company, in 
| their appreciation of his 
| years of faithful service. 

| Mr. Cutler also was given a 
| watch, suitably engraved, and a 
| cash purse, in further recognition 
of his half-century of association 
with the company. He started in 
the harness department but is 
now employed in the hardware 
stockrooms, and is still doing a 
good day’s work, every day. 


| 
| 


Sheet Metal Men Discuss National Defense 


At the 30th annual meeting of 
the National Association of 


Sheet Metal Distributors, May 
20-21 at the Hotel Cleveland, 
Cleveland, Ohio, considerable 


time was devoted to the defense 
program, H. F. Seymour of the 
Office of Production Management 
speaking on “The Distributor 
and the Defense Program,” and 
R. C. Allen, also of OPM, talk- 
ing on “The Role of Minerals in 
National Defense.” General Met- 
als Order No. 1 was discussed 
at length and the secretary was 
instructed to obtain full and com- 
plete information on the Order 
and place it before members in 
bulletin form in order to elimi- 
nate the many conflicting inter- 
pretations. 

The secretary was also in- 
structed to call to the attention 
of the Priorities Division the 
fact that considerable _ nickel 
bearing steel of lighter gages is 
frozen because of restrictions on 
its sale to other than defense 
plants. 

Following the report of Eugene 
Foley, Bayonne Steel Products 
Co., Newark, N. J., chairman of 
the prepared roofing committee, 
it was suggested that the secre- 


‘tary obtain figures as to the ton- 
nage sold by members and com- 
pile a list of unsatisfactory prac- 





THOMAS A. FERNLEY, JR. 


tices surrounding the distribution 
of prepared roofing. 

At the opening session, it was 
announced that Thomas A. Fern- 
ley, Jr., was selected secretary- 
treasurer, George A. Fernley serv- 
ing as advisory secretary - trea- 
surer. 
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Left to right: F. L. Stellwagen, Stellwagen & Kunz, Inc.; Roy L. 
Rogers, salesmanger, Payson Mfg. Co., Chicago, Ill.; Frederick 
Pfeifer, Payson Mfg. Co., guest of honor; Charles J. Heale, 
editor, Harpware Acer, toastmaster; O. B. Surpless, Surpless, 
Dunn & Co., Inc.; and H. A. Cornell, former Brooklyn hardware 


merchant. 


Hardware Men Fete Fred Pfeifer 
On 80th Birthday Anniversary 


More than 50 long-time friends 
and associates of Frederick 
Pfeifer, New York representative 
for the Payson Mfg. Co., and the 
Paine Co., Chicago, Ill, observed 
his 80th birthday with a lunch- 
eon, May 21, at the George 
Washington Hotel, New York 
City. The festivities brought to- 
gether many close and old 
friends, practically all of them 
having known Fred for 30 years 
or more. Distance was no barrier 
for some traveled several hundred 
miles to join in the toasts and 
birthday greetings for one of the 
finest and best liked figures in 
Metropolitan hardware circles. 

Charles J. Heale, editor, Harp- 
ware Acer, and toastmaster for 
the luncheon set the stage for the 
many honors that were accorded 
Mr. Pfeifer by proposing a toast 
to Fred’s 80 years, 58 of which 
have been in the service of the 
Payson Company. This was set 
off by the presentation of a deco- 
rated birthday cake, glowing with 
lighted candles. Fred attested to 
his hardiness and fitness by ex 
tinguishing them with one breath, 
demonstrating that he is still able 
to do a thorough job. 

During the luncheon Toastmas 
ter Heale read numerous tele 
grams and letters from friends 
of Mr. Pfeifer, who though ab- 
sent, did not wich his 80th birth- 
day to pass without honor. Next, 
he received a pair of tickets for 
the theatre from those friends at 
the luncheon and they also sent 
a large bouquet of flowers to his 
home. 

Short talks were made during 
and after the luncheon and Roy 
L. Rogers, sales manager, Payson 
Mfg. Co., read a letter of con- 
gratulations from E. Preble Har- 
ris, vice-president of the Payson 


company. Others who spoke were: | 


L. M. Edwards, American Saw & 
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Mfg. Co. H. A. Cornell, former 
Brooklyn hardware dealer; Saun- 
ders Norvell, contributing editor, 
Harpware Ace; F. L. Stell- 
wagen, Stellwagen & Kunz, Inc.; 
O. B. Surpless, Surpless, Dunn | 
& Co., Ine.; Charles C. Haselton. 
the James Swan Co.:; Morris 
Weinstock, Weinstock Bros., Inc.; 
E. T. P. Penman, Neil & Brinker | 


Co., and R. S. Cornell, the Stan- 
ley Works. 

Arrangements for the luncheon 
were under the direction f 


Ralph S. Allen, Diamond Ex- 


pansion Bolt Co., and secretary 
of several of the metropolitan 
hardware organizations. 


THANKSGIVING RESTORED 
TO TRADITIONAL TIME 
(Washington Bureau 
of HARDWARE AGE) 
President Roosevelt has admi! 
ied that one experiment spon- 
sored by the New Deal just 
hasn’t worked out. The earlier 
Thanksgiving date suggested by 
retail groups as a means of 
stimulating business didn’t make 
much difference with pre-Christ 
mas busine-s, according to a sur- 
vey of retail stores given the 
President by the Commerce De- 
partment and the United States 
Conference of Mayors, so Mr. 
Roosevelt is abandoning the idea 

in 1942. 

He told newsmen at his regu- 
lar semi-weekly press conference 
on May 20 that the earlier date 
will be followed this year, that 


Thanksgiving will revert to the | 


traditional last Thursday in No- 
vember in 1942. 


REPRESENTS RAWLPLUG 
IN INDIANAPOLIS 


The Rawlplug Co., Inc., with 
general offices at 98 LaFayette 
St.. New York City, has an- 
nounced that J. Edwin Aspinall, 
135 W. Hampton Drive, Indian- 
apolis, Ind., has been appointed 
by the Rawlplug Fort Wayne Co. 
to have charge of the Indian- 
apolis territory. He was for- 
merly associated with the Crane 
Co. for about 15 years. 


JOINS “EASY” SALES STAFF 

R. O. Fitzgerald has been ap- 
pointed a district sales manager 
of the Easy Washing Machine 
Corp., Syracuse, N. Y., to have 
charge of a newly established 
direct outlet territory comprising 
the counties of Delaware, Greene, 
Columbia, Sullivan, Ulster. 
Dutchess, Orange, and Rockland 
in New York State, and Wayne 
and Pike Counties in Pennsy]l- 
vania. Before joining the “Easy” 


| organization, Mr. Fitzgerald was 


associated with Peaslee-Gaulbert 
Corp., Inc., Louisville, Ky., 
wholesale hardware distributors. 
He has also served with other 
branches of that organiaztion in 
Dallas, San Antonio, Oklahoma 
City and Amarillo. 


HONORED FOR 50 YEARS’ SERVICE WITH SCHLAFER 





Fifty years of continuous service with the same company stands to the credit of Albert A. 
W ettengel, president, Schlafer Supply Co., Appleton, Wis. Here Mr. Wettengel poses with his 
certificate of membership in the HARDW ARE AGE Fifty-Year Club and a copy of “Schlafer’s 
Tattler Extra”, specially printed on gold paper in commemoration of his anniversary. Sixty 
employees and firm members of Schlafer’s gathered on April 23 for a banquet in tribute to 
Mr. Wettengel, who began his business career on that date in 1891. His entire business life 
of the same company. Now, though 69 years old, he continues 
to tend to his work as usual and for his hobby enjoys traveling with his family. 


has been spent in the service 
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CHICAGO ASSOCIATION'S 








Seated are newly elected directors of The Chicago Retail Hard- | 
ware Association, Merchandise Mart, John W. Weiss, Olson & 
W eiss, 1910 Central St., Evanston, Ill., at the left, and at the right, 
John J. Burkhart, Burkhart’s Hdwe., 13445 Brandon Ave., Chi- | 
cago. Standing are: (left to right) M. B. Silverman, 718 S. Fifth 
Ave., Maywood, Ill, Walter Switalski, 4310 Milwaukee Ave., 
Chicago, reelected directors, James Cihak, 1942 W. 51st St., Chi- | 
cago, and Edward V ondrak, 5937 Cermak Blvd., Cicero, Ill., re- 
elected president and vice-president, respectively, and J. C. Amis, 
secretary-treasurer of the Association. Charles A. Chouffet, Oak 
Park, Ill., and Richard Hesse, 5830 N. Clark St., Chicago, direc- 
tors, were not present. 

Approximately 150 members of the association attended the 
election meeting, May 23. Joseph T. Meek, managing director, | 
Illinois Federation of Retail Associations, was guest speaker ad- | 
dressing the gathering on current legislation affecting retailers 
and which has been brought up before the present Illinois | 
Legislature at Springfield. } 





N.R.H.A. CONGRESS PROGRAM 


Rivers Peterson, managing | M. Nelson, director of purchases, 
director of The National Retail | Office of Production Manage- 
Hardware Association, 333 N.| ment,, Washington, D. C., and | 
Pennsylvania St., Indianapolis, | “Who Will Defend America,” 
Ind., has announced the follow- | Dr. A. P. Haake, managing direc- 
ing subjects and speakers at the | tor, National Association of Fur- 
Association’s Congress, July 14-| niture Manufacturers, Chicago, 
17, at New Orleans, La.: Til. 

“Changed Competition,” George | 





These subjects will not appear 
W. Green, association president, | on the program in the order 
Long Beach, Calif.; “Meeting | listed. 
the Challenge of Competition,” —— 
Joseph M. Kennedy, sales man-| EDUCATIONAL PROGRAM 
ager, Bigelow & Dowse Co., Bos- TO TRAIN HDWE. MER- 
ton, Mass.; “Facts, Fancies and 
Fallacies in Jobber-Dealer Mer- ? venmesaae 
chandising Programs,” Paul M. | pd pore ope ay er 
Mulliken, executive secretary, 
National Retail Farm Equipment 
Association, St. Louis, Mo.; “The | 
Dealer-Owned Jobbing House as 
a Means of Meeting Existing 
Competitive Conditions,” Sam E. 
Hunt, president, Hall Hdwe. Co., | : — 
Minneapolis, Minn.; “The Tech- | subjects as merchandising, store 
layout, advertising, display, stock | 
control, management, personnel 
| problems and accounting. Nego 





Representatives of trade asso- 
ciations in the retail hardware | 
field are expected to confer with | 
the United States Office of Edu- 
cation soon on a program of edu- 
cation in distribution on such 


nique of Traffic Building,” speak- 
er to be selected: “What Hard- 
ware Retailers Can Learn from 
Our Experience in Meeting Syn- 
Frank | in the preliminary stage. 

The distributive trades division 
of the Office of Education has a | 


tiations were described as being 


dicate Competition,” J. 
Grimes, president, Independent 
Grocers’ Alliance of America, | 
Chicago, Tll.; “Hardware Retail- | 
ing Yesterday — Today, and | ; 
Tomorrow,” Herbert F. Murphy, | @™@ms in a number of fields 
Sears, Roebuck & Co., Chicago, under the provisions of the 
Ill.; “The ABC’s of Planned | George-Deen Act. States partici- 
Merchandising,” speaker to be | pating in the program are re- | 
selected: “Hardware Retailing quired to match Federal funds | 
Under War Conditions,” Donald | up to 50 per cent. 


current authorization of $1,200,- | 
000 for sponsoring training eq 
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*,.. brought new trade 
to our store” 


SAYS HARDWARE MERCHANT CHARLES W. McCONNELL 
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This Gilmer “Eye-Ful"’ Tower Belt Assortment purchased from Supplee Biddle Hardware Co. 
has brought new customers into McConnell & Bro.’s hardware store at Ashland, Po. 


Hl ere’s a letter that speaks for itself... and glow- 
ingly for Gilmer Belts! A successful hardware mer- 
chant makes a small investment, puts a Gilmer 
“Eye-Ful” Tower Belt Assortment in his store... 
and things start happening. 


This belt assortment includes the 35 most popular 
f.h.p. V-Belts and services 887 models and makes of 
appliances such as electric refrigerators, as well as 
oil burners, stokers, washing machines, beer pumps, 


| coolers and air conditioners. 


Use the coupon below to order a Gilmer “Eye-Ful™ 
Tower Belt Assortment today. Set it up in your store 
... the belts sell themselves. ' 


( Sr 929°) 0 elem 45% ) 
L. H. GILMER COMPANY 


TAECERT « PHRF A CEA P RETA ¢ F Re 











] ' 
; Send me complete Gilmer "Eye-Ful” Tower as follows: : 
1 1.35 Assorted V-Belts for household appliances. 2. Gilmer Handi- 1 
; meter (patented) for quick measuring of belts. 3. Display Stand, : 
} Sign and Inventory Form. 4. Useful Gilmer Catalogue—"America’s 
1 Belt Bible” i 
; Bill me $23.07 through your nearest jobber. : 
i ! 
: ee ae ee ane a : 
1 Address— oi wigninidimmbinietiin. 
1 1 
| a a Tie ieee eee ! 
a — — $$ — ! 
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TOMAJAN NAMED WASHBURN HEAD 


John S. Tomajan has been] was elected in 1939 and prior to 


a ° 
For Daily Profits Every Month elected president of The Wash. | that he was general sales man- 
are ; 


burn Co., Worcester, Mass., and | ager. 





O. F. MOSSBERG NOW 
UNDER FAIR TRADE 


O. F. Mossberg & Sons, Inc., 
New Haven, Conn., has furnished 
| its distributors and dealers in all 
| states having Fair Trade laws 
with Fair Trade agreements on 
its complete line of sporting 
| rifles, shotguns, telescope sights 
and accessories. “Targo” targets, 
however, are not under Fair 
Trade, because of the varied 
prices throughout the country 
which have resulted from freight 


costs. 





JOHN S. TOMAJAN FRANK SPINK HEADS 
LOCAL ROTARY 
| Rockford, ll. He  succeeds| Frank H. Spink, president of 
Reginald Washburn who resign-| the Bunting Hardware Co., Kan- 
Panther & Dragon Tapes ed the presidency to become | sas City, Mo., and secretary-trea- 
| chairman of the company’s board | surer of The Western Retail Im- 
0 | of directors. | plement and Hardware Associa- 
First to be Wrapped Mr. Washburn had previously | tion of that city, has been elected 
and SEALED in Cellophane been vice-president and general) president of the Kansas City 
2) manager to which position he | Rotary Club. 


Perfect Adhesiveness 
and Tensile Strength 





3) 
Strong Distinctive Green Core COMPLETE 50 YEARS WITH SARGENT 


Colorful Attractive Boxes 


A Company in the Insulation 
Business Since 1878 








Fifty years’ service with Sargent & Co., New Haven, Conn., is 
| the record of Fred L. Brewster, left, and Herman Fritts, who 
jointly celebrated their anniversary at a dinner given by their 
associates, at Gasner’s Restaurant, New York City, May 23. Mr. 
| Brewster and Mr. Fritts are salesmen connected with the New 
| York office. Company officials who joined the festivities and paid 
| tribute to the veteran salesmen were P. E. Barth, president, 
Sold Exclusively Through | George F. Wiepert, vice-president, W. H. Spencer, export sales 
manager, F. G. Hammer, contract sales manager, H. J. Crawford, 
Distributing Wholesalers New York contract and trade sales manager, and F. W. Robbins, 
manager of Sargent’s New York office, who was toastmaster for 
a the evening. Gifts were presented by both the New Haven and 
{ TEWAVOMI MUG RIDE La. 6) New York offices, commemorating the many years served by Mr. 
ME Res Pennvyivenia Brewster and Mr. Fritts and both were presented with HARDWARE 
DIVISION OF THE OKONITE COMPANY Ace Fifty-Year Club diplomas by Mr. Crawford. 


Offices in principal cities 





56 HARDWARE AGE 














aid: 
Har 
the 
Frai 
of | 
cess 
to | 


sell 


F 
INT 

G 
den 
193 
wor 
and 
turr 
of 
he 1 
gua’ 
opel 
Ltd. 
Mar 
Aire 

be 
peo] 
muc 
goo 
chai 
thot 
met! 


Li 
Con 
lette 
Mas 
grea 
inte! 
netv 
cast 
Gill 
seriy 
all 1 
Jun 
Frit: 
weig 

0 
Gill 
new 


JU 








in- 


od 
all 
Am 
mn 


its 
is, 
ir 
od 
ry 
ht 

















BETTER HARDWARE SELLING VIA SLIDE FILMS 


a | SQUARES - BRACES - PLANES 





This still is from a talking slide film, one of a series of sales 


aids in the 


Handy Organization, 2821 E. 


“Selling in America” 
Grand Blvd., 


sales plan created by The Jam 
Detroit, Mich. At 


the core of the plan are five slide films, one for each of Benjamin 


Franklin’s rules. 


They apply Franklin’s ideas to many varieties 


of products and business and in the course of dramatizing suc- 
cessful and dangerous sales methods, they show salesmen how 
to find out what the customer wants, how to bridge from one 
selling point to another and how to turn objections to advantage. 





FINDS LATIN AMERICA 
INTERESTED IN U. S. GOODS 


George John Leewitz, presi- 


dent of Markt & Hammacher Co., | 


193 West St., 
world-wide exporters of hardware 
and allied products, recently re- 
turned from a three-month tour 
of South America during which 
he visited all markets save Para- 
guay and Venezuela. Mr. Leewitz 


New York City, | 


change has eliminated many of 
the evils found in other markets.” 

Mr. Leewitz, who succeeded his 
father as managing director of 


the Paris office of Markt & Co.. 
Ltd., in 1933, was elected presi 


| dent of Markt and Hammachet 


| Co., on Jan. 16, 1941, succeeding 
| Edward J. 


Vintschger, who was 


| elévated to the chairmanship of 


operated through Markt y Cia. | 


Ltda. of Santiago, Chile, and 
Markt y Cia. 
Aires. 

Said Mr. 
people very 


Agencia in Buenos 


Leewitz, “I found 
friendly and very 
much interested in American 
goods everywhere I traveled. Ex 
change remains a _ problem. 
though in the 


method of 


Argentine the new 


‘auctioning’ dollar ex 


the board. 


A. S. BOYLE TAKES OVER 
“SILVER LABEL” GERMICIDE 
The A. S. Boyle Co., 
City, N. J., has purchased the 
Keefe of Boston. 
Mass., and is now producing 
“Silver Label” 


Jersey City plant. 


Jersey 
Chemical Co. 


germicide at its 


GILLETTE SCOOPS MAJOR BOXING BOUTS 


Leading off with the 
Conn bout on June 18, the Gil- 
lette Safety Razor Co., Boston, 
Mass., will broadcast all of the 
great boxing contests of national 
interest over the coast-to-coast 
network of the Mutual Broad- 
casting System. From then on 
Gillette will sponsor ringside de- 
scriptions by ace sportscasters of 
all the top-flight ring bouts. On 
June 25 Gillette broadcasts the 
Zivic-Al Davis 


weight championship contest. 


Fritzie welter- 

On these important June bouts 
Gillette will feature the brand 
new “Blue Blade 25-Pack,” this 


JUNE 12, 1941 


Louis- ; 


of 25 Gillette 
Blue Blades representing a value 
of $1.25 for 98 cents. Gillette 
dealers, while offering a 27-cent 
saving to their customers with 
this package, will 
profits. 

By obtaining the broadcasting 
rights to the major bouts Gillette 


economy package 


receive full 


has secured its position as sports 
broadcasting headquarters, hav- 
ing now in its sports portfolio 
the Worlds Series, the Profes- 
sional Football 
Game, the New Year’s Day Bowl 
Games and America’s racing 
highlight, the Kentucky Derby. 


Championship 


t Hardware stores wishing to test the quick selling pos- 
bilities of Cheney Nailers, we have designed the Junior 
les Maker d: trator-display, shipped with a dozen 
; of Cheney Nailers. This compact, friendly demon- 
“strator-display gives your customers a chance to fry a 
Cheney Nailer in actual work and trying means buying. 
_All the Junior Sales Maker wants is a small place on your 
counter to do its work. There is no better hammer made 
than a Cheney Nailer—the only hammer with a nail hold- 
ing device. There is only one practical hammer demon- 
strator-display—the Sales Maker. Stock this perfect com- 
bination and sell more hammers than you have ever sold 
before. 













Order o Yo dozen Cheney 
Nailers today and be sure and 
ask for the Junior Sales Maker. 


The Silver King, is a builder 
of sound, good, quality 
business in hardware stores 
everywhere. The SilverKing, 
the precision hammer ap- 
peals to all lovers of fine 
tools. 


_ HENRY CHENEY HAMMER CORPORATION 
Factory: Little Falls, N. Y. 
i, _ Sales Office: 302 Broadway, New York City 








































Modern 
and sear firing me- 
chanism. Short, clean 
triggerpullandlight 
ning fas! hammer 
fall 


| frCALL 


PREPARE 


for this No. 94 
SPRINGFIELD 


Brand 


SINGLE BARREL 


SHOTGUN 


cB ‘9 30 
ot 


Broad, beveled locking 
block draws barrel 
tight to frame and 
outomatically takes up 
weor. Will 
loose. 








hand 





coil spring 





Walnutstock handsome- 
ly finished, well propor- 
tioned with correctly 
shaped grip for natural, 


Top lever easily oper- 
ated to right or left, well 
forward on grip... no 
not shoot “back-slap”’ 


against 








easy position of hand 
Precisely fitted to case- 


hardened frame 


These Modern 
QUALITY FEATURES 
to be widely Advertised 


ever before. 


& 








MADE BY 


STE 


You can expect a substantial 
increase in the ca//s you'll get 
for this unequalled “single” 
value. It will be advertised far 
more extensively in 1941 than 


Be sure to stock it. Available 
from jobber’s stock near you. 


J. STEVENS ARMS COMPANY 
Division of Savage Arms Corporation 


Dept. L-57, Chicopee Falls, Mass. 



















OBITUARIES 





J. GILBERT HEATH 


J. Gilbert Heath, 60, Pacific 
Coast sales manager of Reming- 
ton Arms Company, Inc., Bridge- 








J. GILBERT HEATH 


port, Conn., died May 24 im San 
Francisco. 

Mr. Heath had a long and 
distinguished career with the 
Remington organization. He was 
first employed in 1895 by Hartley 
& Graham of New York, owners 
and selling agents for Reming- 
ton Arms Union Metallic Cart 
ridge Company. In 1905, at the 
age of 24, Mr. Heath was ap 
pointed district manager for New 
York and Pennsylvania, and in 
1910 he was appointed manager 
of the Pacific Coast territory. la 
1925 Mr. Heath became head of 
the Remington Cash Register Di- 
vision at Ilion, N. Y., and then in 
1926 went to New York City to 
take charge of sales of all prod- 
ucts of the company. In 1928 
he returned to the Pacifie Coasi 
to be in charge of all territory 
west of Denver, El Paso, and 


western Montana. Mr. Heath was | 


widely known in the arms and 
ammunition industry and among 
jobbers, dealers and sportsmen 
throughout the country. 


He is survived by Mrs. Heath | 


ind two daughters. 


HERBERT O. FORKER 


Herbert O. Forker, salesman 
| of the American Chain and Cable 
| Company, Ine.. who has rep 
| resented the chain division of the 
company in the Southeast for the 
| past 20 years, passed away, May 

18. 
“Herb,” as he was familiarly 
| known to a host of friends in the 
| jobbing hardware, mill supply. 
| and automotive accessory trade. 


| was stricken in Richmond, Va., 


about a year ago with a seriou- 
heart ailment. 


PAUL FRANKS 

Paul Franks, manufacturer’- 
representative of Louisville, Ky., 
died Saturday, May 10, of in 
juries sustained in an automobile 
accident the day before near 
Hendersonville, North Carolina. 
Mrs. Franks, also hurt in the ac- 
cident, died on May 11. Their 
only child Mary Alice, seven 
years old, who was riding with 
her parents, survives uninjured. 
Mr. Franks, who was 39 years 
old, had been in the hardware 
business all his adult life. Born 
and educated in southern Mis- 
souri, he had his first hardware 
experience in Wichita Falls, Tex., 
after which he was associated 
with various manufacturers. For 
the past seven years he had rep- 
resented the Norton Lasier Co. 


j}and other hardware — specialty 


manufacturers, with headquarter: 
first in St. Louis and later in 
Louisville. 


C. WORCESTER BOUCK 

c. Worcester Bouck, 61, vice 
president, controller, and a di 
rector of the Lionel Corp., New 
York City, passed away recently 
of a heart attack in his New York 
office. Mr. Bouck became a 
sociated with Lionel in 1934 
when the company went into 
voluntary bankruptcy. At that 
time he was appointed a receiver 
with Mandel Frankel. They did 
so well that the firm was dis- 
charged from receivership in 
1935. Mr. Bouck was also a past 
president of the Toy Manufac 
turers Association of America. 


HENRY ALTORFER 


Henry Altorfer, 81, a founder 
of Altorfer Bros., Co., Peoria, Ill.. 
passed away May 31 at his home 


| in Roanoke, Va. He leaves seven 


children, including Alpheus W.., 
president of the Altorfer com 
pany and Henry W. Alltorfer. 
vice-president and general man 
ager of the company. 


JOHN WESLEY THOMAS 


John Wesley Thomas, 76, for 
mer hardware man in Texas and 
California, passed away at his 
home in Covina, Calif. His widow 
and a son, Hugh Thomas, and a 
daughter survive. 
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WILLIAM T. GAVIN, SR. 
William T. Gavin, Sr., 80, 
treasurer of the Gavin Hdwe. 
Co., Leominster, Mass., passed 
away May 7. A resident of 


Leominster for 40 years, 


Copies Commercial Standard Covering 
Anthracite Burners Available 


The National Bureau of Stand- 
ards, Department of Commerce, 
has released a pamphlet entitled 
“Domestic Burners for Penn- 
sylvania Anthracite (Underfeed 
Type), Commercial Standard 
CS48-40,” which records the 
minimum requirements for ma- 
terial, design and construction, 
installation, coal storage, convey- 
ing and ash removal systems, 
bearings, lubrication, draft, fans, 


controls, capacity, workmanship, | 


and flue connections. Operating 


requirements are set forth, to- | 


gether with methods for deter- | 


mining ratings and efficiency. 
The purpose of the standard is 


to provide a nationally-recognized | 
basis for certification of quality | 


and performance by the manu- 
facturer, the installing contrac- 
tor, or by an independent inspec- 
tion agency or testing laboratory. 
Buyers may also use it as a basis 
for performance criteria and 


tests. It is believed that the ap-| Government Printing Office. 


plication of this standard will 
protect users from receiving in- 


| 
| 
| 


| 


the Damon and Gould Hdwe. Co., 
in Fitchburg, Mass., for 20 years 
until 1901 
Leominster to open the Gavin 
Hdwe. Co. 
sons, Roland, N. B., Charles D., | 
Mr.| Fred, and William T. 


Gavin had been associated with | survive. 





when he went to 


HOW Lucas, 


His widow and four | 


HELPS DEALERS 
SELL MORE PAINT 


1) page. F color 


Gavin, Jr.. 





ferior equipment, and the indu 

try as a whole will be protected 
against destructive effects follow 
ing the sale of burners that may 
cause dissatisfaction as a result 
of over-rating or other improper 





claims. 

The standard records the word 
ing of the manufacturer's certifi- 
cate and an installer’s or con- 
tractor’s certificate, which are 
to be placed with each anthra- 
cite burner installation and 
which give certain data and test 
results pertinent to the particu- 
lar installation. 

The pamphlet also records the 
membership of the standing com- 
mittee of manufacturers, dis- 
tributors, and users to facilitate 
revision of the standard to keep 
it abreast of progress. The 
standard became effective for 
new production on November 30, 
1940. Copies are obtainable from 
the Superintendent of Documents. 


Washington, D. C., at five cents 
each. 





Lucas scooped the entire 
Paint Industry with this sen- 


ANOTHER LUCAS 





KITCHENS ON DISPLAY 





The new exhibit and sales room, showing 11 modern, model 
kitchens, of the St. Charles Mfg. Co., St. Charles, Ill., opened | 
by the company, 122 S. Michigan Ave., Chicago. The II types 
of kitchens include a special compact arrangement with cooking, 
storage, refrigeration, and sink combined in a single 29-inch unit; 
various apartment layouts, and model kitchens and _ butler’s 
pantries for large and small homes in U, L, 
arrangements. The exhibit is open daily. 


sational new handbill! It’s the 
biggest, richest, most elabo- 
rate you've ever seen! But it's 
more than a beauty! It packs 
a whale of a selling punch! 


EXCLUSIVE! 
“Paint Patterns” 


The newest .. . the fastest 
selling paint idea the in- 
dustry has ever seen. Shows 
customers exactly how every 
finished job will look. Scores 


This exciting new handbill is 

only one of many forceful, 

of beautiful Paint Patterns new merchandising helps. 

for interiors and exteriors Meet all these Lucas mer- 

chandising helps. Meet all 

these Lucas merchandising 
\ salesmen. 
















a Great Name in PAINTS 
SEND COUPON TODAY 





t JOHN LUCAS & CO., 41-H6 
: 322 Race St., Philadelphia, Penna 
| Please send me a copy of the Lucas 12-page Handbill and complete 
; facts about Lucas Merchandising Plan for Dealers 
| | NAME 
| ! ADDRESS 
' CITY STATE 





JOHN LUCAS & COMPANY, inc. 


ADMINISTRATIVE OFFICES, PHILADELPHIA, PENNSYLVANIA 
OFFICES. FACTORIES, WAREHOUSES IN PRINCIPAL CITIES 


and _single-wall 
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ELECTRIC SHAVERS DRAFTED BY SELECTEES 


bridal 


Private Harry 





i) au Schick Dry Shave Co Inc.) 


Turner demonstrates that electric shavers are 


not taboo at training camps. The impression of a ban on elec- 


tric shavers has beer; created in part by comment discouraging 


the sending of electricol appliances to soldiers because of the 
electrical load problem: but that relates only to certain appli- 


ances. On the other hand. it 


shavers is encouraged in army 


is said that the use o/ electric 


camps. This is a plus sales 


appeal that can be used by hardware dealers in increasing their 
electric shaver sales. 


NATIONAL DEFENSE COMMITTEE NAMED 
BY MILL SUPPLY ASSOCIATIONS 


At the recent joint mill supply 
convention in Chicago of the 
American Supply and Machinery 
Manufacturers’ Association, the 
Southern Supply and Machinery 
Distributors’ Association, and the 
National Supply and Machinery 
Distributors Association, the fol 
lowing National Defense Com- 
mittee was appointed: 

Chairman, H. K. Clark, Norton 
Co., Worcester, Mass.; W. E 


Caldwell, The Cleveland Twist | 
Drill Co., Cleveland, Ohio; A. J. | 


Glesener, A. J. Glesener Co., San 


Francisco, Calif.; J. Robert Kel- | 


ley, Manning, Maxwell & Moore, 
Inc., Jersey City, N. J.; H. H. 
Kuhn, The Hardware & Supply 
Co., Akron, Ohio; H. F. Seymour, 
The Columbian Vise & Mfg. Co., 


60 


Ohio, and A. M. 
Smith, Smith-Courtrey Co.. Rich 
mond, Va. 

The Office of Production Man- 
agement will select one manufac- 


Cleveland, 


turer and one distributor not 
members of any of the three as- 
sociations to sit on the commit- 


tee. 


“BETTER RETAILING” BOOK 
REVISED IN NEW EDITION 
The National Cash Register Co., 

Dayton, Ohio, has announced the 
llth edition of its book, “Better 

Retailing,” which sells for $2.50 

per copy. This handsomely-bound 

volume covers nearly every phase 
of retailing and among its chapter 
headings includes, “Establishing 


NEW STANDARD SET FOR 
INDUSTRIAL ACCIDENT 


a Retail Business,” “Buying to 
Sell Profitably,” “Retail Sales- 
manship,” “Credit and Collec- PREVENTION SIGNS 
tion,” “Controlling Merchandise | 

and Expenses,” and “Efficient| A new standard for industrial 
Management and Store Opera-| accident prevention signs which 
provides for uniform colors and 
wording is announced by the 
American Standards Association. 
The purpose of this standard is 


HERCULES POWDER CO. 
to increase the effectiveness of 


Following the regular meeting f ; P P 
; : safety signs in preserving human 
of the board of directors Charles | ,. 
“she ; life. 
A. Higgins, president of Hercules 
Powder Co., Wilmington, Del., 


tien.” 


MEYERINGH, VICE-PRES. 


For maximum safety, it should 
not be necessary to stop, read, 
and analyze the meaning of each 
particular warning sign. Reac- 
|tion to such signs should be 
automatic, particularly in work- 


announced the election of Petrus 
W. Meyeringh as a vice-president 
and member of the company’s ex- 


Albert E. 


ecutive committee. 


Forster general manage of 
sige as cs a | places where employees cannot 
Naval Stores Department, and | 


fead English readily. 

It is with this thought in mind 
that the committee developing 
the standard has divided all ac- 
cident prevention signs into five 
major groups: danger signs to be 
used to warn about specific dan- 
gers only and removed as soon 
as the danger they warn against 
no longer exists; caution signs 
possible 


Luke H. Sperry, chief engineer 
of the company, were elected di- 
rectors of the company. 

These new appointments con- 
tinue in effect the policy of Her- 
cules Powder Co. of placing the 
management in the hands of a 
working directorate. With the 
new appointments, the board now 
consists of 17 members, under the 


: ; used to warn against 
chairmanship of R. H. Dunham. 


danger or unsafe 
safety instruction signs providing 
regarding general 
directional signs 


practices; 


SOMETHING “DIFFERENT” 
IN GROUP MEETINGS 
The lowa Retail Hardware As- 
sociation, Mason City, lowa, de- | cases, fire escapes, exits,” etc.; 
parted from custom at its recent- | informational signs used to carry 
ly concluded series of 10 group | messages of a general nature 
meetings throughout the state by | such as rules and regulations. 
presenting Professor Fitzgibbons | The standard sets forth the best 
in a combined program of enter- | current practice in color, design, 
tainment and education. Profes-| application, and use of all ac- 
sor Fitzgibbons in his talk on] cident signs classified in these 
“Applied Psychology” drove home five groups. American Standard 
common sense suggestions. He | Specifications for Industrial Ac- 
concluded his lectures with a|cident Prevention Signs—Z35.1- 


demonstration of hypnotism. An-| 1941 has been published in 


other feature of the meetings was | pamphlet form and is now avail- 
the presentation of the Reming- | able at 35 cents from the Ameri- 
ton Arms Mfg. Co. film, “One|can Standards Association, 29 
Man Listens.” West 39th St., New York City. 


information 
safe practices; 
used to point the way to stair- 





7 


“MISS SPIRITS OF TURPENTINE” 


Crowned “Miss 
Spirits of Turpentine” 
at the fifth annual 
convention of the 
American Turpentine 
Farmers Association 
Cooperative, Valdosta, 
Georgia, is Miss Ann 
Barrow of Georgia, 
chosen from a bevy of 
beauties representing 
gum turpentine pro- 
ducing states of the 
Southeast. 
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HARDWARE BRIEFS 





Name and Address 


CALIFORNIA 
Oakland, 
B. Simon Hdwe. Co. 


Pomona, 
Miller Bros. Hdwe. 


INDIANA 


Hammond 


IOWA 


Linn Grove 


KANSAS 
Burns, Burns, Hdwe. 


VICHIGAN 
Waldron, 
Gleason Bros. Hdwe. 


VUISSOURI 

Illmo, 

Townsend Furn. & 
Hdwe. 


VEBRASKA 
Haigler, 
O’Brien Hdwe. 


NEW HAMPSHIRE 
Rochester, 
Rochester Hdwe., 

N. Main St. 


Portsmouth, 
Glazier & Fox 


NEW YORK 

Marathon, 

Courtney Hdwe. 

New York City, 

W. E. Pruden Co., 
Inc. 


OHIO 
Springfield, 
Ronald Hdwe. Co. 


PENNSYLVANIA 
Renovo, 
Claster’s 


WASHINGTON 

Camas, 

W. Swank & Co. 
Hdwe. & Furn. 
Store 


Feature 


Has installed a new appliance 
department with Richard Leh- 
man as manager. 

In new and larger quarters at 
105 S. Garey Ave. 


J. J. Ruff, Sr., is discontinu- 
ing his hardware business at 
5248 Hohman Ave. and is re- 
tiring from business. 


Fountain has sold his 
hardware business in Linn 
Grove to E. C. Buckley of 
Winnebago, Neb., who has 
moved it to that city. 


Ira 


D. T. Smith will continue the 
business as the D. T. Smith 
Hdwe. Co. He was partner in 
the firm with the late J. L. 
Crawford. 


Business sold to Heacock and 
Snyder of Pioneer, Ohio. 


New business opened as a 
branch of the Townsend Fur- 
niture Co. of Cape Girardeau. 


Sold to Hartley Bryan of 
Haigler by Peter E. O’Brien. 


Has been remodeled and en- 
larged, providing approxi- 
mately 2,500 ft. of additional 
floor space. 

Has moved to a new location. 


Purchased by Clifford Mitch- 
ell and son, Richard Mitchell. 
Business has been dissolved 
and stores in New York City, 
Poughkeepsie, N. Y., and 
Hackensack, N. J., have been 
sold. 


Opened new neighborhood 
store at 1720 N. Limestone St. 


In new builders’ supplies and 
hardware store at 340 Erie 
Ave. 


Is having an addition built 
for hardware and appliances. 


Owner or 
Manager 


James L. and 
Kenneth C. 
Miller, 


owners. 


L. O. Town- 
send, Jr. 


Murry H. 
Novins, 
owner. 


A. H. Sachs, 


owner, 


Allen Claster, 


Mer. 
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for Gun Implement 


SALES... 


With interest in firearms at a new high, 
due to great emphasis being placed on 
national defense, you can readily make 
extra sales by having Union Hardware 
Gun Implements conveniently displayed 
so that your gun and ammunition cus- 
tomers have access to them. Point out 
to gun users the obvious—yet often overlooked—need for proper 
cleaning equipment in keeping gun barrels free from dirt, rust, 
lead, caking and foreign matter of every kind. Customers will be 
quick to appreciate the low-cost protection and assurance of better 
gun performance offered by Union Hardware cleaning accessories. 
Every rod and brush is durably constructed of best quality mate- 
rials to do a thorough cleaning job time and time again. The line 
is complete and includes types for all standard gauges and calibres 
of shotguns, rifles and revolvers. Your jobber can supply you. For 
a description of implements other than those shown, write for your 


copy of Catalog No. 8. 


NO. 141B 
BRASS RIFLE 
CLEANING ROD 
Slotted, with remov- 
able threaded tip to 
take brush. .22 to 

50 cal. 


| 


NO. 246 RIFLE CLEANING BRUSH 
Made in two styles—bristle or brass wire brush. 
Twisted core and shank. .22 to .50 cal. 


ae 


NO. 248 SHOTGUN CLEANING BRUSH 


Adaptable to all shotgun cleaning rods. Made 
with bristle or brass wire brush. 8 to 28 and 
410 gauge. 


ee ————————e 











dU 
NO. 95 SHOTGUN CLEANING ROD 


Hard wood, shellacked three-jointed rod with brass 
fittings. Complete with wool swab, wire brush and 
wiper. 10 to 28 and 410 gauge. 


mEWVEE OE 
HARDWARE COMPANY 


J1.§. PAT. 


OF F 1654 


RINGTON, CONN. 


ISI CHAMGERS STREET 


ESTABLISHEO 


TOR 


NEW YORK OFFICE 
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Presenting Our Guest Editor 


GEORGE V. GETCHELL 
Rice & Miller Co., 
Bangor, Me. 


Whose Subject Is 


My Job as a Wholesaler’s Salesman 


S a wholesaler’s 
salesman, my first and most im- 
portant job is to assist you, as a 
dealer, in making a success of 
your business. This is so simple 
a fact that it hardly needs mention- 
ing, but like most important things 

“the more simple the least un- 
derstood.” To me, your business 
is my business, and when your 
business prospers so do I. So it 
is up to me to do all I possibly 
can in assisting you in every possi- 
ble way. 

Perhaps you are one of those 
skeptical dealers who think that 
every salesman is trying to “put 
one over,” and of necessity feel 
that you must be hard to all who 
call. As owner or manager of 
your store you can, of course, take 
any attitude you wish. But if it is 
cooperation and success you are 
seeking, I would suggest you give 
the salesman credit for some in- 
telligence and extend to him the 
same courtesy and attention you 
would to any customer entering 
your store. It is imperative that 
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I have your confidence. To merit 
this confidence I am obliged to 
fulfill every promise I make. I 
must have a good understanding 
of your problems, and use my dis- 
cretion in making decisions affect- 
in those problems. 

To a certain extent, you will be 
obliged to take me into’ your con- 
fidence. If and when you dv so 
I am, in turn, obligated to respect 
such confidence and consider these 
confidences as your business and 
your business only. Regard for 
your time is a very important fac- 
tor. However, after two or three 
calls at your store I have a pretty 
good idea as to how you value time 
and endeavor to work accordingly. 


The Connecting Link 


I am supposed to be the con- 
necting link between my house and 
you. And I appreciate your re- 
quests for catalogs, displays and 
other sales helps. Whatever I can 
do to increase your business is to 
my advantage. 

My one request to all dealers is 


GEORGE V. GETCHELL 


that they be reasonable in their 
requests and not mistake my co- 
operation for weak-kneed philan- 
thropy. Most wholesalers’ sales- 
men are continually seeking new 
merchandising ideas and_ these 
ideas are at times very valuable 
to a dealer. Do not misconstrue 
a salesman’s desire to pass these 
ideas on to you as a means of 
showing superiority. He is just 
trying to do you a good turn. 
When we become so experienced 
we cannot be taught new tricks, we 
know that we have “arrived” and 
are all set for that well known slide 
into oblivion. I feel that my job 
as a salesman is a real job requir- 
ing constant effort and attention. 
Like all wholesale salesmen calling 
on the hardware trade, I know I 
am calling on a group of real men 
unsurpassed in any other line of 
business. Knowing this makes my 
job a pleasure and a lot of fun. 

By cooperating with your whole- 
saler’s salesman you are helping 
him and yourself. And you are 
welding a bond between his house 
and yours that can weather almost 
any gale of adversity that blows 
your way. 
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Have Kester Metal Mender in stock always. It’s the 
solder most people know and like, because it’s the 
solder most people can use successfully! 


But keep it in sight, out on the counter, where the 
attractive display carton will sell it for you. More 
customers will buy solder on impulse than ever will 
ask for it .. . and sales of Kester Metal Mender are 
profitable sales! 


The acid core of Kester Metal Mender does away 
with messy fluxes, and the purity of the virgin alloys 
insures clean, satisfactory work. Kester Metal Men- 
der is America’s Standard Home-Shop Solder! 


KESTER SOLDER COMPANY 


4207 Wrightwood Avenue Chicago, Illinois 


Eastern Plant: Canadian Plant: 
Nework, N. J. Brantford, Ont. 





Compect, attractive, the 
green Kester display 
carton suggests many 
profitable impulse sales. 
Keep it in plain sight. 
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Most New Oil 
Heater Lines 
Have this 


Added Scales 
Geatunre 


to offer... 
- 





MANUAL 
CONTROL 


SERIES 240-U 


The new 1941 Oil Controls put new meaning 
into the A-P reputation for DEPENDABILITY 
and “long years of trouble-free service”. 
They embody new features never before 
achieved — features such as TEMPERATURE 
COMPENSATED OIL METERING, and 
FUEL COMPENSATOR, that mean a great 
deal to YOU in customer satisfaction and 
increased heater sales. 


An A-P DEPENDABLE Control is always a 
powerful sales feature on any Heater — and 
THIS year more than ever before. Use this 
extra selling force — insist that Your Heaters 
have A-P Controls in order that you, too, 
may offer their advantages to your customers. 


K Write for latest bulletins on the new A-P Manual Control 
— Series 240-U... And on the new A-P AUTOMATIC 
CONTROL ACCESSORIES. 
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WHEN ‘eae 
YOU SELL “= 
MYERS HAY UNLOADING TOOLS 


@ You don’t have to tell your farm customers about Myers 
Hay Unloaders. Every farmer knows Myers reputation for 
dependability. That’s why so many of them depend on Myers 
Unloaders to unload their hay or grain from the wagon into 
the mow or onto the stack. Sturdily built, easy to operate, 
large of capacity—they don’t let your farm friends down 
at a rush time when delays prove serious. 


Yes, haying time is paying time, when you sell Myers 
Hay Tools. They pay you generous profits with quick easy 
sales that also frequently lead to additional profits from the 
sale of other Myers Products—Hand and Windmill Pumps, 
Water Systems, Sprayers and Door Hangers. 


We are prepared to serve you promptly. Write or wire us 
your orders. 


} 


efie 
—, 


FORKS, 
SLINGS, 
PULLEYS, 
TRACK 
FIXTURES 
AND 
HAY RACK 
CLAMPS 


Seger W)C trina) We UNLOADERS, 


© Ott YourHat— 3 
MYERS  & 


PUMPS WATER SYSTEMS - MAY TOOLS - 


THE F.E.MYERS & BRO.co. 


ASHLAND, OHIO 


PUMPS-—WATER SYSTEMS-HAY TOOLS -DOOR HANGERS 
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J. A. MAHONEY, presi- 
dent and owner of J. A. Ma- 
honey, Inc., of Deming, N. M.., 
celebrated his 77th birthday 
on April 4 and has been iden- 
tified with the hardware busi- 
ness for the past 52 years. Mr. 
Mahoney, originally a native 
of Indiana, was born in 1864 
and in 1882 established a gro- 
cery business in Deming. In 
1889 he entered the hardware 
field and has remained in it 
continually since that time. He 
has occupied the same _busi- 
ness location since 1885—a 
total of 56 years. Mr. Mahoney 
has never been identified with 
any business save his own 





J. A. MAHONEY 


which, as he says, “required the development and acquisi- 
tion of new ideas in the mercantile world as the years 
passed and business methods changed and progressed 
from the ox-team and wagon train and early railroad 
building to the modern methods of today.” He has been 
exceedingly active and has held positions in fields foreign 
to his own business. He has been a bank president, past 
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Hardware Age 
Fifty Year 
Club 


p:esident of the local chamber of commerce and _ the 
Rotary Club, territorial representative in the legislature 
before New Mexico acquired statehood, a member of the 
State Highway Commission and a member of the Board 
of Regents of the State College of Agriculture and 
Mechanical Arts. His hobby, he states, is his business 
and no one can deny that he has pursued that hobby 
successfully. 


CLARENCE A. NEW- 
PORT, who occupies an 
advisory position to the 
Hand Saw Division of E. 
C. Atkins & Company, In- 
dianapolis, Ind., reached 
the age of 75 on November 
18 and has been connected 
with the hardware business 
and the same firm for 55 
years, April 4, 1886 mark- 
ing his entrance into the 
business and into the E. C. 
Atkins organization. He 
was at first assistant to the 
supe:intendent of the Cross 
Cut Saw Division and in 1899 was transferred to the 
position of head time keeper. In 1904 he became super- 
intendent of the Hand Saw Division. As a result of an 
illness, he was relieved of active supervision of that de- 
partment in 1916 and transferred to the main office to 
a clerical advisory position over the department. Mr. 
Newport has been secretary of the Atkins Pioneers, the 
20-Year Service Club, since shortly after its organiza- 
tion in 1906. At that time the club had 62 members but 
it now has a membership of 291, the oldest member 
having 62 years of service. Mr. Newport is the oldest 
inactive member of the local Y.M.C.A. and was tendered 
a banquet by that organization in 1933 when he com- 
pleted a half-century of membership. He has been firm 
chairman of the City Community Fund and was a charter 
member of the Fellowship Group representing all indus- 
trial institutions of Indianapolis. Reading is his hobby. 
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“YOUR SHIPMENTS HAVE WINGS 
WHEN YOU USE AIR EXPRESS! *’ 


... says George H. Griffiths, 
President and Publisher of Hardware Age 


Mr. Griffiths has had forty years’ experience in publish- 
ing—thirty of them with Hardware Age. Small wonder 
he. is widely known in the hardware iedmetry and that 
his views are recognized as authoritative. He knows that 
for fast shipping service, you can’t top Air E xpress 3-mile- 
a-minute speed, for salesmen in the field, for retailers or 
wholesalers, for your business. Air Express transports 
samples, stock refills or displays, articles large or small 
...and makes special pick-up and special delivery at no 
extra charge within our regular vehicle limits in all cities 
and principal towns. Co-ordinated air-rail service. For 
service, phone Rartway Express, Aik Express DIVISION. 


‘Fastest Way’ Means 
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New and Improved Merchandise—Di1s play Helps—Sales Literature— 


Washer Time Control 

Automatic time control, as special 
equipment for any wringer-type washer, 
has just been announced by the Edison 





General Electric Co., Inc., Chicago, Ill. 
The timer itself may be set for any 
predetermined washing time from one to 
15 minutes. When washing time has 
elapsed, it automatically stops the 
washer and sounds a chime. An outer 
dial indicates the correct washing time 
for various type clothes and fabrics. 
The timer is available to retailers in a 
special accessory package. It can be 
easily installed, in ten minutes, on any 
wringer-type washer in the “Hotpoint” 
line, 


Drawer Slide 

A new three-point roller bearing slide, 
which is said to eliminate all sag and 
meets every condition of load and posi- 
tion, is now available as optional equip 
ment, at a small additional cost in 





kitchen cabinets, hospital cabinets, and 
other steel cabinets produced by the S¢. 
Charles Mfg. Co., St. Charles, Ill. This 
new drawer slide has two roller bear- 
ings attached to the drawer slide at the 
rear, and one bearing attached to the 
case slide at the front. Whatever the 
position of the drawer, there are al- 
ways at least two full roller contacts at 
all times, maker states. When the 
drawer is pulled out and passes its cen- 
ter of gravity, the stress passes from 
the front bearing and top rear bearing 
to the front bearing and the lower rear 
bearing. This stress transfer is claimed 
to be perfectly smooth and said not to 
affect the easy movement of the drawer, 
whether empty or fully loaded. 
Vanishing Door Hanger-Track 
R-W No. 719—for hanging of interior 
light weight house doors and residential 
parallel wardrobe doors. Hanger is 





small and noiseless with a single wheel 
and special “Oilite” bearing.. Track is 
formed of sheet steel with heavy wood 
runway for silent operation. Leaflet 
L-177 gives complete description and 
drawings. Richards-Wilcox Mfg. Co.. 
Aurora, Ill. 





**Vise-Grip” Wrench 
Demonstrator 

The Petersen Mig. Co., DeWitt, Neb., 
announces the development of a special 
“Grip-O-Meter” to demonstrate that 











with the “Vise-Grip” wrench it is pos- 
sible to apply a pressure of one full ton 
with the grip of one hand. The instru- 
ment is built for display purposes. The 
illustration shows the wrench compress- 
ing the heavy spring steel member to 
force the indicator over the “one-ton” 
position. Maker states the same hand 
pressure applied to a pair of 10-in. 
pliers moved the indicator to “300 Ib.,” 
indicating that the “Vise-Grip” has 
seven times as much gripping power. 


Toy Outboard Motorboat 


No. 346—14 in. long, all metal. Hull 
drawn from one piece steel to keep it 
free from leaks. Detachable outboard 
motor with parts of aluminum. Motor 
is wound by pulling “starting cord.” 
Runs approximately 90 ft. on a single 
winding. Finished in bright green with 
red deck and gunwales. Packed in indi- 
vidual box. Suggested retail selling 
price, 98 cents. Kingsbury Mfg. Co., 
Keene, N. H. 
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Window Trims—New Packages—New Colors—Catalogs 


Glass Rack 

For handling, displaying, and cutting 
window glass. Designed to take a small 
but complete stock of glass in sizes up 





to 30 by 36 in. 


Rack has 25 openings 
for glass and three openings for kindred 


items and one drawer to receive broken 
glass. Has hole in base ledge to permit 
cuttings to drop in drawer. Solid oak 
ends and base ledge finished in antique 
flat varnish. Seven feet 1% in. high and 
occupies floor space, 50% by 36% in. 
Shipped in two parts. This No. 3236 
rack, net, $59.50. Company also offers 
folder describing new line of display 
tables. W. C. Heller & Co., Montpelier. 
Ohio. 


New Book For Shippers 


A new book, “How Research Can Save 
Dollars for You,” has been announced 
by the General Box Co., Chicago, Ml. 


Actual dollars and cents savings of 
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manufacturers in many industries—as 
well as reduction in weight and mate- 
rial, are presented. In this well-illus- 
trated book, it is pointed out how pack- 
aging research can save valuable man- 
hours for the shipper—an important 
factor as the 
more speed is put 
Excessive shipping weight is anothe1 
liability which raises havoc with ship- 
ping costs. A method of circumvent- 
ing this problem by reducing the tare 


more and 
industry. 


demand for 
upon 








weight of the shipping container is em- 
phasized in the booklet. Damage claims 
also come in for their share of atten- 
tion. The features of the General All- 
Bound Box are told in story and pic 
ture, how they save time and space, 
their facility in assembling, and their 
maximum protection qualities. Several 
pages are devoted to the new General 
cleated corrugated containers, which 
are classified as crates but are closed 
on all faces. 





NOW! 
A STEEL TAPE RULE 


A SPARE BLADE 





sisit KALA 
DOUBLE ITEM 


SALES... 
DOUBLE PROFIT 


Sell a ‘‘spare”’ blade, with 
every Master Steel Tape 
Rule — make a double 
item sale. Get increased 
business the easy way 
and double profits. On 
the spot “spare” blade 
sales saves your customer 
time and expense of 
sending to the factory in 
case of blade replace- 
ments. Make your store 
headquarters for Master 
“Spare’’ Blade Business. 
Blades come in 6 and 8 
foot lengths, graduated 
on one or two sides. 
Double profits are well 
worthwhile. 
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A Natural for Profitable Selling 


*% Here are the fastest-selling features in steel tape 
rules in years. 

First, they are features that every user wants— 
second, they are exclusive with Master. 

Only Master “Streamline” Steel Tape Rules make 
outside, inside, length and depth measurements a 
one hand job. They can be used as calipers; can be 
easily taken apart and cleaned; have pistol-butt shaped 
case for easier handling; and precision lock to retain 
all measurements, A “spare” steel blade—can be easily 
snapped into place when needed; and special “No- 
Jam” tape mechanism to check kinks and curls. 

Here’s a selling combination for long useful life 
and extra profits—a Master Streamline Steel Tape Rule 
plus a “Spare” blade. Write or wire for your stock 
of tapes and “spare” blades today. 





1 am intereste? in “Streamline’’ MASTER 
TAPE RULE. with spare blade. Send all 
details on MASTER Dealership for my 


iter 


Co. Nome. 





Address. 





City. State. 





Jobber Nome 


Moster Rule Mig. Co., Inc., 815 E. 136th St., N.Y.C. Dept. A 









































Year in and year out, carpenters 
and other wood workers use more 
Stanley Tools than any other 
brand. This preference is built 
on sound tool performance. Use 
it as your guide to faster turning 
tool stocks that pay a profit. 
Your jobber will supply them. 





MEASURING TOOLS 
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New Britain, Conn. 








Sink And Cabinet 


“Senior” model—built entirely of 
selected hardwood, with especially de- 
signed, plated and finished hardware. 





Synthetic white enamel finish said to be 
impervious to usual wear, water, and 
kitchen vapors. All joints tongued and 
grooved and braced with triangular 
anchor blocks, glued and nailed. Lipped 
type door construction to eliminate door 
sticking and warping. Accessories in- 
clude six drawers, two partitioned for 
cutlery, one metal for bread; one pan 
rack, one soap tray, one cutting board, 
one sliding wire shelf, one towel bar 
and one lamp (the latter two, extra). 


Overall length is 60 in., overall height, 
40 in. Mutschler Brothers Co., Nap- 


panee, Ind. 


Dump Wagon And Team 


No. 4121—a toy dump wagon with a 
hinged bottom that is released by a 
lever made of cast iron. Length, 13% 
in.; width, 4 in.; height, 5% in. Driver 
is removable. Team, tongue, tugs and 
turn can be detached from wagon. A 
3-in. nickeled pickaxe and shovel in- 
cluded. Dump box is green trimmed in 
gold bronze; driver, red with flesh col- 
ored hands and face; tongue with front 
chassis is red; one horse black, other 





white; nickeled chain simulates tugs. 
Black rubber wheels with silver color 


centers. Retails for $1. Arcade Mfg. 
Co., Freeport, Ill. 





Gillette Display Cabinet 
And Free Goods Deal 


A new natural wood finish stream- 
lines the deluxe display cabinet being 
offered by the Gillette Safety Razor Co., 
Boston, Mass., in conjunction with a 
special money-making free goods offer. 
This merchandiser is finished in natu- 
ral wood and neutral gray metal, the 
display cabinet using only 14 sq. ft. of 
counter space. A window of acetate, 
displays a “Tech” razor and the new 
Gillette “Blue Blade” 25-pack retailing 
for 98 cents. This new “Blue Blade” 





25-pack is to be featured on Gillette’s 
broadcast of the Joe Louis-Billy Conn 
bout June 18 and the Fritzie Zivic-Al 
Davis bout on June 25. The Gillette 
“Blue Blade” 25-pack represents a sav- 
ing of 27 cents. The deal will cost the 
retailer $13.98 and will include Gillette 
“Blue Blade” 5’s and 10’s, “Valet 
Blade” 5’s, the new Gillete “Blue 
Blade” 25-pack and “Tech” razor set, 
plus 2 “Tech” 49-cent sets free. The re- 
tailer will realize $19.85 on this mer- 
chandise. A post card is enclosed in 
the cabinet which will bring the dealer 
the two free “Tech” razor sets. The free 
goods offer expires Oct. 1, 1941. 
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Bond Flashlight Merchandiser 


For flashlights and batteries for coun- 
ter, window or island display. Planned 
as a supplementary display to the Bond 


floor merchandiser. Semi-hexagon in 
shape, it holds nine flashlight cases in 
full view in pilferage-proof sockets, and 
has a battery display tray at the base. 
Occupies 1% sq. ft. Printed in red, 
yellow, blue, black and white. It is 25 
in. high, 16%4 in. wide and 10% in. 
deep. Background card carries vacation 
message and is reversible with year- 
round sales message on other side. Dis- 
play is free with purchase of No. 41 
counter merchandiser assortment. -Bond 
Electric Corp., Division Western Car- 
tridge Co., New Haven, Conn. 


Victor “After Sale” Tag 


Victor Electric Products, Inc., Cin- 
cinnati, Ohio, now have “after sale” 
tags for its complete line of “Miracle 
Breeze” fans. An attractive gold foil 
tag, bearing a short sales story, is 
fastened to every fan. The “after sale” 
tag lists the outstanding features of 
Victor fan construction and design. 

The outside of the tag, in addition 
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to identifying the fan to which it is 
attached also informs the buyer that 
the fan he has just purchased is a 
“genuine Miracle Breeze manufactured 
by Victor Electric Products, Inc., Cin- 
cinnati, Ohio.” 

Turning inside, the fan buyer finds: 
an assurance that “the Miracle Breeze 
fan is manufactured under the most 
rigid standards of quality,” instructions 
for oiling, and a description of the 
Victor motor. A _ five-year guarantee, 
applying to the Vortex and Viking, is 
also carried on the inside. 


**Lucite’>’ House Numbers 


Made of “Lucite” methy methacry- 
late, a du Pont plastic, are visible at 
night. Maker states light from street 
lamps in usual village arrangement il 
luminates them in clear outline, and 
that numerals can be seen from a wide 





angle as well as in direct front view. 
Numerals are packed individually in 
sealed envelope of “Cellophane” cellu- 
lose film or display cases. To retail for 
approximately 10 cents each. Lumelite 


Co., 261 Fifth Ave., New York City. 


Revolving Lantern Holder 


No. 43-A-60—holds lantern to deck 
or side of boat or on wall or ceiling of 
building. Lantern is easily slipped in 





or out of “cross arms” which revolve 
freely so that lantern can*be turned in 
any direction. Cross arms move on a 
pivot attached to a steel base plate 
which is screwed into wall or deck. 
Suggested retail selling price, 75 cents 
in steel, cadmium plated for use on 
fresh water; $1 if made of brass, for 
salt water. Justrite Mfg. Co., 2061 N. 
Southport Ave,, Chicago, Ill. 














The needs of every skilled work- 
man-wood worker, metal worker, 
machinist, electrician—can be fully 
met with work-tested Stanley 
Tools. It is good business to fea- 
ture the tools your customers 
know best. Your jobber stocks 
world-famous Stanley Tools. 





‘ 








GENERAL UTILITY TOOLS 


STANLEY 
TOOLS 


c IN OF HE STANLEY WORK 


New Britain, Conn. 
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8 QUICK FACTS 
EVERY GOOD DEALER 
SHOULD KNOW ABOUT 


UF KIN 
“RED END” RULES 


(1) Solid brass joints, rust-proof, 
smooth working. (2) Solid brass 
strike plates that prevent wear. 
(3) Lock joints thet reduce end play 
and help maintain accuracy. (4) Sec- 
tions of finest hardwood, straight 
grain, tough and flexible. (5) Grad- 
uations both edges of both sides. 
| (6) Durable enamel finish, snow 
white or cream. (7) Striking and at- 
tractive appearance. (8) Wide range 
| of graduations. 
| Put Lufkin “RED END” rules on dis- 
play now! Cash in on the world’s 
most popular folding wood rule. 


Md thst 


»INAW. MICHIGAN . New York Cit 


TAPES . RULES PRECISION TOOLS 
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“Transport” Stake Wagons 


“L tility” model of the “Rolls Racer” 
line is said to have exclusive features 
for coasting and quickly removable rack 





sections for all kinds of hauling. Rack- 
are of single-section construction. Hard 
wood stakes and steel stake pockets are 
used. Panel section has new star and 
eagle emblem in colors. Bodies are 
bolted, hardwood; king bolt to provide 
rigid front end hook-up and easy steer- 
ing. Heavy non-skid tires. O. FE. 
Thompson & Sons, Ypsilanti, Mich. 


*“Serva-Snack” 

No. 150RW—server and humidor for 
sandwiches, cakes, etc. In attractive 
colors, modernistic design, chromium 

~ 





inset. Tray is of heavy gage metal, 
15! in. in diameter, cover diameter, il 
in.: clearance inside, 3% in. U. S. Mfg. 
Corp., Decatur, Il. 


Automatic Timer For 
Miller Paint Mixer 


For accurately timing each paint 
mix. Timer is housed in an aluminum 
casting and may be fastened directly 
to mixer. Graduated in half minutes up 
to 15 min. maximum. Indicator may be 
set at the desired time within scope of 
the dial, then shuts off automatically 
when mix is completed. Maker also 
states this timer may be used with elec 





trical appliances. Also available in 
1%4-min. minimum to 30-min. maximum 
size. Miller Mfg. Co., 3238 Bryn Mawr 
Ave., Chicago, Ill. 


Mop Stick 


“Arrow Great Duty’—said to be 
lighter and stronger and to enable 
changing mops quicker and easier with- 
out pinching fingers. Has large opening 
for two or three mop: if desired. Made 





of high grade steel with hardwoed 
handles. Comes in three sizes. Green- 
view Mfg. Co., 2557 Greenview Ave., 
Chicago, Ill. 


Hot Water Heaters 


The Hotstream Hecter Co., 8007 
Grand Ave., Cleveland, Ohio, has issued 
an illustrated price catalog No. 41 on 
its water heaters for natural, mixed and 
manufactured gases; for liquefied petro- 
leum gases: for kerosene and fuel oil; 
for water heaters for use with elec- 
tricity; for use with steam or hot water 
hoilers; floor furnaces and room heaters 
for all types of gas; humidifiers, hu- 
midistats, and humigraphs; draft con- 
trols and combustion testing equipment; 
repair parts, and information pertain- 
ing to “Hotstream’ heaters. 


“Kindle-Lite” Display Box 


No. 96—contains four packages of 24 
cubes each (96) cubes in a three color 





display box, to retail for $1.00. “Kindle 
Lite” take the place of paper and kin- 
dling. Kindle-Lite Corp., 160 West St., 
Brooklyn, N. ¥. 
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Three-Way Personal Radio 


Operates on battery or a.c. or d.c. 
It is a 5-tube superheterodyne about 
the size of a camera, weighing approxi- 








mately 4 lb. Complete with batteries. 
Receiver operates on two small flash- 
light “A” batteries and a tiny “B” bat- 
tery. Permanent magnetic speaker, self- 
contained antenna, automatic - volume 
control, on and off switch and door 
combined. Plug-in line cord disconnects 
from radio when not in use. Made of 
tan marble “Tenite” trimmed in grained 
“Detrokoid” to match. Four and three- 
quarters inches wide, 8% in. high and 
4 in. deep. Retails for $19.95 complete. 
Detrola Corp., Detroit, Mich. 


*“*Unisteel”’ Kitchen Sink 


Model *S-5425—of all-steel construc- 
tion. Sink size, 54 in. long, 25 in. deep; 
7-in. deep bowl; 4in. paneled back 
splash; 36-in. work surface height. Has 
grooved double drain board; soap dish; 
level deck for goblets; 22 cu. ft. cabinet 
storage space; four drawers; three 
storage compartments; utility basket; 


linoleum-lined cutlery drawer. Cabinet 
recessed for toe space. Non-ferrous 
metal 
330 E. St. Joseph St., Indianapolis, Ind. 


Flexible Spray Heads 


“Faucet-Queen”—-Model A with flex- 
ible spray head combined with strainer 
and anti-splasher. Fits and holds fast 
to any size or shape of faucet in com- 
mon use. Easily attached. All rubber 
casing also serves as dish protector. 
One dozen, assorted green, white, red, 





and blue colors packed in display box. 
Faucetqueen Co., 4541 N. Ravenswood 
Ave., Chicago, III. 


Storm Sash And Screen 
Hanger 


All parts cadmium plated. Hanger in 
full view when hung. Hanging is sim- 
plified so that all work can be done 
from inside without using a_ ladder. 
Only four screws are needed and these 
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are on the inside. Sugge:ted retail sell- 
ing price, 15 cents per set, two for 25 
cents. Metal Vent Corp., 1333 W. Bur- 
Jeigh St., Milwaukee, Wis. 
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drawer runners. Shirley Corp., 








Repair Work, 
is starting. 


MAKE SALES 


and PROFITS 








Wear and tear on school buildings and 
equipment calls for overhauling and re- 
pairs during the vacation months. YOU 
can step into a lot of profitable business 
with Macklanburg-Duncan Quality Pro- 
ducts on the private and public school 
buildings in your community. Let’s go 
with: 


WEATHER STRIP 


The old reliable patented Numetal Weath- 
er Strip—the most popular, practical and 
efficient type of permanent strip. ‘‘Cut to 
dimension” for every job at no extra cost. 


o/Via-WAY 


Nu-Way Felt and Bronze Coil strip—the 
easiest strip in the world to apply. Also 
Nu-Way screen door grilles; push bars, 
plates; special window and door equipment. 


Nu CALK 


CALKING COMPOUND 
The standard of quality. Meets every gov- 
ernment test. Furnished in bulk or Nu-Calk 
Speed Loads for pressure guns—the load that 
saves 40% on every calking job. 


Mu-Glaze 


’ 

The original, dependable compound for 
glazing wood sash and all general patching 
purposes. Applied like putty, but clean to 
handle. Does not dry out, crack or peel off. 


(I 
Cast or stamped numbers and letters for 
every interior and exterior purpose. Also 


DeLuxe cast signs in more than 400 titles for 
every school use. 


* 





Spring bronze coil weather strip that me- 
chanics can apply in half the time as ordi- 
nary coil—due to exclusive, patented fea- 
tures. Each roll in patented dispensing car- 
ton. 


* 


Nu-Gard automatic door bottoms and draft 
eliminator. Applied without removing doors. 


* Trade Marks Registered U.S. Patent Office, 


MACKLANBURG-DUNCAN CO. 


Manufacturers 


OKLAHOMA CITY, OKLAHOMA 
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VLICHEK TOOLS 


PHILLIPS ALLOY 
SCREW DRIVER 


RuildA RETAIL VOLUME 


* An expertly made 
Vichek quality screw 
driver for the popular 


Phillips screws. 


It has an excellent alloy steel 
lhele(-Melale Male ac Mm delete Me) (eld. 
aUlolel-taelfoMialtial-temalelalel iM aelt la 


sizes to fit all Phillips screws. 


A good item to carry and 
display for quick turnover 


and more volume. 











“Eveready” Flashlight 
Color Assortment 

The No. 125 display package contains 
six No. 2251 automatic spotlights in 
three colors, red, ivory and blue. Two 





in each color. Display is silvered and 
is 14 in. high, 10% in. wide and 5% 
in. deep. Suggested dealer price (with- 
out batteries) $3.36. National Carbon 
Co., 30 E. 42nd St., New York City. 


Glove Merchandiser 


The Edmont Mig. Co., Coshocton, 
Ohio, is introducing an attractive coun- 
ter merchandise display which accom- 
modates 12 “Handy-Man” gloves. This 
display is easily set up. The “Handy- 
Man” glove can be used around the 

















hose, garden and garage. It is gaunt- 
let-type, made of soft fabric lining in- 
side and rubber coating outside. Comes 
in two colors, red and black, and in 
two sizes. Retails for approximately 49 
cents a pair. 


Plastic Knife 


The “Aer-Flo” fruit and cake knife, 
made of du Pont “Lucite,” is pliable 
and chip-proof. Has small holes in the 
blade designed to end the vacuum or- 





dinarily caused when cutling cake with 
a flat blade, and hence, maker states, 
knife will not stick to the cake. Can be 
cleaned by washing in hot or cold 
water. Comes in colors, crystal, blue, 
rose and green. Plastic Creations, At- 
lantic City, N. J. 


Steel Mouse Trap 


Now furnished with the same auto- 
matic mechanism used in the self-set- 





ting “Better” trap and is easily set or 
released by light presstife on rear of 
trap. Furnished with “Bait-Safe” holder. 
Suggested retail selling price, 5 cents. 
McGill Metal Products Co., Marengo, 
Ill. 


Toy Circus Cage 
No. 3444, length, 14% in. Removable 
driver and out-riders. Cage door opens 





so that animal figure may be removed. 


The Kenton Hdwe. Co., Kentén, Ohio. 


Storm Sash Adjuster Set 


No. 86 “Nois-Less”—holds screen or 
storm sash in any desired position from 
completely closed to completely open. 
Made of heavy gage cold rolled steel 
and has a solid brass disengaging lock. 
When closed adjuster locks sash se- 
curely in position. Top window sash 
can be lowered all the way down with- 
out interference from adjuster. Made 
right and left hand and so marked. 
Size, 12 in. overall. National Mfg. Co., 
Sterling, III. 
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Primeless Sheen Coater 

A new type of sheen coater said to 
eliminate the use of a priming coat 
over plaster board, “Celotex,” “Mason- 





ite,” “Upson Board” and practically all 
other surfaces used in interior architec- 
ture, is announced by Great Lakes Var- 
nish Works, Inc., of Chicago, Ill., and 
marketed under the trade name “Bi- 
Kote.” In addition, “Bi-Kote” is recom- 
mended for use over casein painted sur- 
faces where not more than one or two 
coats of casein are underneath. Wall 
paper can be safely painted with “Bi- 
Kote” and in such use, one coat usually 
dries to a beautiful soft sheen finish, 
maker states. 


Lunch Boxes 


These attractively lunch 
boxes for the fall school season are 
made of tinplate throughout and stur- 


designed 


l 
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dily constructed. Suggested retail sell- 
ing price, 10 and 25 cents. The Ohio 
{rt Co., Bryan, Ohio. 


New Kind Of Cleaner 
“Coldfoam,” an entirely new kind of 
cleaner for washing paint, automobiles 


and all general cleaning, has “been an- 
nounced by The Savogran Co., India 
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Wharf, Boston, Mass. Described as a 
soapless soap powder, “Coldfoam” is 
said to dissolve instantly in cold (or 
hot) water, hard or soft, to make suds 
without soap, fats or oils of any kind, 
and to clean by a new spreading, pene- 
trating action that removes dirt, grease 
and surface film so completely that it 
leaves no streaks and puts a glossy 
lustre on painted surfaces. 

“Coldfoam” also said to be harmless 
to hands, clothing, paint, varnish, and 
the surface cleaned, to cantain no acid, 
caustic, ammonia, soap or grit, and to 
dry four times faster than water, leave 
no water spots, streaks or film. One 
pound makes 40 gallons of solution at 
a list price of 20 cents per pound in one 
pound cans. 


2 In 1 Razor Blade Offer 
Clix Razor Blade Co., Long Island 

City, New York, announces a limited 

time, special 2 in 1 offer. This special 






ki 
A 
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consists of a modern, genuine Bakelite 
blade vault and one package of 25 
“Clix” quality double-edge _ blades. 
Vault holds 50 new double-edge blades 
and 200 used double-edge blades. 


“Power King” Band Saw 

This 12-in. band saw saws to cente? 
of 24-in. circle; cuts full 5 in. thick and 
is of new three-wheel design. Table 


tilts to 34-deg. angle. Table and exten- 
sion, 12 by 18 in. Net weight 100 Ib. 
Suitable for wood, plastics and light 
metals. Operating mechanisms are com- 
pletely enclosed. Power King Tool Co., 
Warsaw, Ind. 








Today Sherman offers you 
the means of putting your 
plumbing department on a 
new profit basis. Now you 
don’t have to sell cheap fau- 
cets on price alone. For here 
is a line with quality that 
you can see and demonstrate 
—a line that sells more 
readily, at better prices, and 
better profits. 

Our national advertising of 
these amazingly improved 
faucets is creating strong 
public demand. Get set to 
make money on this demand. 
Stock Sherman Ball Bearing 


Faucets now. 
H. B. SHERMAN MFG. CO. 
Battle Creek Michigan 





BALL BEARING FAUCETS 


Now 
Advertised 


in the 
Post 
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“1/12 of aD 


“There is one crying abuse 
that should be corrected by 
cooperation between retail- 
ers and traveling salesmen 
. . . the unreasonable and 
outrageous abuse of retail- 
ers buying fractions of a 
broken boxes 
very small dollar units.” 


dozen, 


l \ SHORT tine ago I 


visited a large self-service chain 
store on a busy afternoon. Cus- 
tomers took the wire, double- 
decked, rubber-tired cars, pushed 
them around and picked out what 
they wanted. All merchandise was 
priced in plain figures. There was 
no salesmanship used. Price was 
all that counted. 

There were numerous prominent 
signs saying—‘“Please check your 
shopping bags at check counter.” 
They were not taking any chances 
on goods slipping into shopping 
bags! 

When a customer had pushed 
her cart around and picked out all 
she wanted she came to the narrow 
exit where two employees stood. 
One of them who knew all the 
prices checked each item, rang the 
prices up on an adding machine 
and passed the purchases to the 
outside man. This man placed the 
goods in bags or cartons and 
passed them to the customers to 
carry away or take out to their 
parked automobiles. 

A narrow strip was placed in 
each package. On this the ma- 
chine had printed the day of the 
month, the hour, the minute and 
the price of each item and the 
total. Cash was paid. No cash 
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ozen Assorted” 


By 
SAUNDERS 
NORVELL 


SAUNDERS NORVELL 


discount, no books, no collection 
charges, no delivery charges, no 
letter writing. I noticed that a 
pamphlet was placed in the larger 
packages. This was a catalog of 
goods listed with prices. 

I observed that employees did 
little talking. There was no oral 
salesmanship. As empty carts 
came out they were placed at the 
revolving entrance to make an- 
other round. 

There were employees who filled 
tables and shelves as stocks were 
depleted. 


“Personal Service” 


There was a meat department 
and only at that was there per- 
sonal service. Back of the meat 
sellers was a great refrigerator 
where the meats were stored. I 
heard a woman give an order for 
a “chuck steak.” She wanted the 
fat cut off and the lean meat run 
through the cutting machine twice. 
The meat employee rang a little 
telephone and passed along the 
order. In a few seconds the re- 
frigerator door opened and a man 
in white passed out the “chuck 
steak” as ordered. As the door 


opened I saw a number of men 
in the refrigeration room cutting 
up and preparing meats of all 
kinds. Wouldn’t you love to work 
in a refrigerator? 

Now, this is probably an old 
story to most of my readers, but 
what I saw struck me with par- 
ticular force. Jt is the last word 
in economical distribution. Part 
of the saving is divided with the 
customers. In these days when 
pennies count, is it surprising that 
this store was doing a land office 
business? 

The windows were plastered 
with paper signs quoting prices. 
The daily local paper contained 
full-page advertisements of goods 
and prices. 

Strolling around to the back 
alley, I saw a number of large 
trucks unloading goods—all in 
case lots. There were no broken 
cases, or cartons. 

Most homes now use fuel oil. If 
your tank holds 500 gallons, the 
oil tanker calls, say every six 
weeks, and fills your tank. Now 
I’m sure if you wanted your fuel 
oil delivered in 50-gallon lots, your 
patronage would not be desirable. 
Why? Because 10 deliveries in- 
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stead of one would make the cost 
of. delivery too expensive. 

I might continue such illustra- 
tions indefinitely. They are all 
familiar. 

You know that the cost of mak- 
ing goods in the United States is 
37 cents on the dollar and the cost 
of distribution is 63 cents. This 
distribution cost is too high. I/t 
must come down. It can only be 
reduced by cooperation between 
manufacturers and _ distributors. 
New selling systems like that of the 
self-service chain stores will come 
into being in other lines besides 
foods and will force economical 
distribution. 

In buying I know Americans 
are the most wasteful of all people. 
If the amount is small (the unit), 
we don’t care. The other day | 
bought a stick of well known shav- 
ing soap. The price was 25 cents. 
This is an exorbitant price for the 
amount of soap delivered. With 
safety blades down to 10 for 25 
cents, soap must come down too! 


The Most Wastetul 


Of all lines of business, the hard- 
ware and drug lines are the most 
wasteful in the matter of cost of 
distribution! This is true because 
in years past the profits in hard- 
ware and drugs were large and so 
no one thought much of econom- 
ical distribution methods. 

But now the shoe is beginning 
to pinch. With higher wages and 
greater taxes and with all the gov- 
ernmental additional accounting, 
it is harder and harder for whole- 
salers and retailers in these lines 
to make even a reasonable profit. 
Wholesalers are trying various 
plans to help the independent re- 
tailer. Some are good, other plans 


are expensive and only palliatives. 


Now there is one crying abuse 
that should be corrected by co- 


operation between retailers and 
traveling salesmen. I mean the 
unreasonable and _ outrageous 


abuse of retailers buying fractions 
of a dozen, broken boxes, of very 
small dollar units. 

Were you ever a stock clerk in 
a wholesale hardware or drug 
house? Let us just review-—in 
hardware alone. I was such a 


clerk. How well I remember how 
we clerks dreaded the orders of 
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certain salesmen. They came all 
in broken packages. 

We had to climb a ladder and 
open a box of one-half dozen. Our 
instructions were to scratch the 
label of this box (as a warning the 
box was not full) and then replace 
the scratched box on the top of 
the pile. Then we placed the loose 
items in our basket or truck (good 
chance for losses) and finally we 
tied these broken lots up in paper 
and marked in ink or pencil the 
contents of the paper. There was 
a lot of lost time and work on 
items from 50 cents to a $1.00 a 
dozen. 


Most of the grief of broken 
packages can be laid at the doors 
of the salesmen. They haven’t the 
“guts” to ask the retailer to buy 
full packages. I can remember 
some salesmen who almost invari- 
ably sold full packages. It was a 
delight to fill their orders. Be- 
sides, when the goods arrived in 
the customer’s store they opened 
up beautifully, nice, clean box- 
es, nice labels—-not a mass of paper 
packages with almost unreadable 
writing on them. 

One western customer often 
complimented my house on how 
well our goods were packed. He 
didn’t know our goods came in 
fine shape because I insisted on 
full packages and my competitor 
didn’t. Business is better now and 
if a salesman will only try to tact- 
fully persuade customers to buy 
full boxes, he will increase his own 
sales, reduce the cost of handling 
his orders, and save the dealer 
many a dollar in profits by not be- 
ing short of goods. 


A Matter of Habit 


Of course, one must handle such 
cases with a little common sense. 
There are times when a dealer 
only needs a few of an item or 
maybe a special order. But I con- 
tend that in buying and selling the 
usual run of hardware items 
broken packages are largely a mat- 
ter of habit! 

Now—by way of illustration, let 
me tell just two true stories. 

Years ago at Downs, Kansas, I 
had a customer who had the “one- 
third of a dozen” habit. I stood 
for this trip after trip, and then | 
struck! He was buying pocket 








ATME CORRUGATED 


FASTENERS 


RING UP 








HER why this extra-sales item can 
be such a profit-maker for you. Acme 
Tack-Point Corrugated Fasteners are used 
by nearly everyone who works with wood 
—homeowners, carpenters, cabinetmakers, 
etc. The attractive display carton acts as 
a reminder to your customers—and will 
prove a source of extra sales. 

Acme Tack-Point Corrugated Fasteners 
provide strong joints—easier and faster. 
Available in two types: parallel and di- 
vergent, they can be used for repairing 
furniture, making screens, cabinets and 
other wooden articles. 


If your jobber can’t supply you, 
write us direct. 





Available in 100 Ibs. Kegs 


Acme Tack-Point Corrugated Fasteners are also 
stocked in 100 Ib. kegs—a real profit item for bulk 
sales. There are also standard cartons of 250, 500 
and 1000; boxes of 100 fasteners, 10 boxes to « 
carton. Also in boxes ining 50 f s 0 
one size—% x 4, 4% x 5, % x 5. Display cartons 
contain 12 such boxes. 


ACME STEEL COMPANY 


General Offices: 2838 Archer Avenue, Chicago, Ii. 
Branches and Sales Offices in Principal Cities 





MAIL THE COUPON FOR 
FREE SAMPLE BOX 





Acme Steel Company, 

2838 Archer Avenue, 

Chicago, Illinois. 

Send me, without charge, a sample box of 
Acme Tack-Point Corrugated Fasteners. 
Name 
































Bassick 
CASTERS 
on display at the 


NEW ENGLAND 
MODEL STORE 





This display is free with a small order 
for casters. Write for the Bassick Booklet 
“HOW TO SELL CASTERS” 


Ask your distributor for Bassick 
Casters. Sell the leading brand. 


THE BASSICK COMPANY 


State lefstelelal Connecticut 
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knives—he pulled the one-third of 
a dozen stuff. “Nothing doing” | 
gently remarked, “house won't 
stand for it.” Finally he bought a 
nice line of pockets all in 4% 
dozens. Having broken the ice, I 
would kid him when he wanted 


- one-sixth of a dozen by saying: 


“Well, I see you are buying for the 
family 
the store!” 


now buy something for 


Years afterwards on the U.P. 
R.R. between Denver and Kansas 
City as I passed down the aisle a 
man reached out, grabbed my arm 
and said “Hello ‘Sank!’ / want to 
buy some goods for the family!” 

I shall never forget when as a 
stock clerk on the express desk | 
received an order of two items 
here they were: 

One-twelfth of a dozen steel 
squares No. 3 

One-twelfth of a dozen tubular 
lantern globes No. 0 

When I got out the items the 
question was how to pack them. | 
had to do some heavy thinking. 
Here’s what I did. First, | wrapped 
the square in heavy paper. That 
was an artistic masterpiece—round 
and round—then turn the corner 
of the square. Then I nailed two 
pieces of light wood at right 
Next, I securely tied the 
paper wrapped square to the wood. 
I found a paper carton—placed 
the lantern globe in it, filled in 


angles. 


corners with crumpled paper and 
tied this box at corner of square 
with heavy twine. It was a great 
job. I never had a complaint, so 
| suppose the assortment arrived 
safely. For years I have remem- 
bered that job and have been 
proud of it. 

But—after paying for my time 

even at $5.00 a week—I don’t 
think my house made any money 
on the sale. 

At the present time cartons and 
cardboard are used with gummed 
paper strips. 

It is a common thing to receive 
packages—books, etc.—-in which 
the packer seemed to use up all 
the material he could. 


I used to ask a salesman who 


was doing a very fair business for 
us—‘“Say Bill, if you just tried, 
and thought, and remembered, 
couldn’t you, by increasing your 





sales a few items every day, by 
selling a little larger quantity, by 
saving in expenses, in gasoline and 
oil, couldn’t you make or save 
$1.00 a day?” 

“Yes—of course I could”—he 
usually answered. Now I added 
that $1.00 a day seems a very 
small amount, but if I could get 
just 100 salesmen out of our force 
to do that simple thing, it would 
work out as follows: 100 salesmen 
$1.00 a day—$100.00 added profit 
a day. Now just say 300 working 
days a year. Just $30,000 a year. 
Which will pay 6 per cent interest 
on 500,000 of preferred stock. Or, 
if there is a profit sharing arrange- 
ment with the salesmen, this little 
saving would mean at least $10,- 
000 extra for the salesmen! 
($100.00 each for Christmas). 

For the love of Mike 


—and quit selling one-third of a 


wake up 


dozen. 








THE HOUR WAS EARLY. THE DAY WAS 
YOUNG-THE STARTING BELL HAD JUST 
BEEN RUNG - 











THE HEAD OF THE FIRM WAS FREE FROM 
CARE - NOTHING HAD HAPPENED TO GET 
IW HIS HAIR- 


Q 






AIS MIND WAS FRESH AND HIS SOUL 
SERENE -AND JUST AT THIS MOMENT IN 
CAME Bie Keen- 


CH-0-5 








A CHAP WHO KNEW THAT AVOIDING 
STALLS. CAN BEST BE ACCOMPLISHED 
BY EARLV is 


BILL HAD HIM SOLD AND WAS ON His WAY 
SALESMAN HAD STARTED THE 





HARDWARE AGE 























Georgia Dealers Study 


Modern Merchandising 


B. SECKINGER, of Glennville. 

e vice-president of the Georgia 
Retail Hardware Association, was 
advanced to the presidency of the 
organization on Wednesday, May 21, 
at the conclusion of a two-day ses- 
sion. He succeeds Alvin B. Wight, 
of Cairo. Other officers elected at 
the close of the second annual con- 
vention of the association were 
E. L. Hearn, of Gainesville, vice- 
president; W. W. Howell, of Way- 
cross, re-elected secretary, and M. G. 
Mitchell, of Quitman; Harvey L. 
Alexander, of Atlanta, and E. A. 
King, of Covington, directors. Alvin 
Wight and H. Kirkpatrick, of Thom- 
aston, were named as an advisory 
committee. 

The convention was opened at the 
Hotel Ansley, in Atlanta, on Tues- 
day afternoon, May 20. In his presi- 
dent’s address, Mr. Wight urged the 
hardware dealers to adopt the 
budget plan and other modern meth- 
ods of handling merchandise, par- 
ticularly higher-priced merchandise, 
stating that modern competition 
could only be successfully met by 
using modern methods. 

Secretary Howell next delivered 
his report and then the Remington 
Arms Co. film. “One Man Listens,” 
was presented by Lon E. Davis. 


Modernization 


The high-light of the opening ses- 
sion, however, was an address by A. 
C. Kammeier, of the N.R.H.A., "who 
stressed the importance of modern- 
ization and standardization in the 
hardware store. 

“Tear down those high wall 
cases,” he advised the dealers, “and 
put your merchandise out in the 
store on standard-sized tables, where 
it can be easily seen and reached by 
your customers. Seven- foot wall 
cases are more easily reached by 
salesmen and display your merchan- 
dise much better than the old-fash- 
ioned cases can. Standardize your 
tables into 5 and 7-ft. lengths, 30 in. 
wide and of the same height. Such 
tables can be arranged in many dif- 
ferent ways, yet put the merchandise 
down where it will sell.” 


Such modernization, he declared, 
would not cost the average hardware 
store more than $1,500 to $1,800, 
with three years in which to pay for 
it, and would pay for itself many 
times over in the course of that time. 
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Mr. Kammeier also talked on the 
arrangement of merchandise in the 
store. “Put all merchandise which 
will especially appeal to women en 
one side of the store.” he said, “and 
your seasonable merchandise near 
the center. on either side. 

“If you are selling heavy mer- 
chandise. such as electric refrigera- 
tors, washing machines, oil burning 
equipment or coal stokers, elevate 
the platform in sections devoted to it 
4 or 5 in. off the floor, and note how 
much better it will look, and sell. 
And locate your office at the rear of 
the store and elevate it a foot or 
more off the general floor level.” 

In the evening there was a “dutch 
luncheon” at the Hotel Ansley for 
the members of the association. with 
special entertainment put on by the 
Atlanta hardware jobbers. 


Service Your Goods 


Wednesday morning’s session 
opened at 10 o'clock with an address 
on “Advance with the Hardware 
Business,” by Thomas K. Ruff, of 
Columbia, S. C., N.R.H.A. vice-presi- 
dent, who declared that hardware 
had always played an important 
part in the life of a community and 
under present conditions was more 
important than ever. “Service what 
you sell,” he advised the dealers 
present. “And if you can’t... or 
won't. . . service it, don’t sell it. 

“Take lawn-mowers, for example. 
the average customer knows little or 
nothing about caring for, tightening. 
adjusting and sharpening a lawn- 
mower. If you attend to these things 
for him, with or without a nominal 
charge, you accomplish two impor- 
tant things . . . perhaps three. You 
keep him a satisfied customer. You 
bring him into your store at more 
or less regular intervals and so may 
make him other sales. And when his 


- lawn-mower finally wears out, you 


can make a replacement sale. 

“TI know one hardware man who 
had made even so simple a thing as 
the servicing of lawn _ sprinklers 
profitable. His store is the center for 
all sorts of sprinklers.” 

The final speaker on Wednesday 
morning’s session was Alex Hall, 
who urged dealers to consider the 
debt they owe to the community in 
which they live. “Your community,” 
he said, “is what you help make it. 
Pick out some good work. therefore, 






and cooperate in it. No one man, it 
is true, can be a member of every- 
thing and do everything. But every 
man, if he wills it. can take an in- 
terest in and further the cause of 


some good work. If you owe some 
of your time to the business in which 
you are engaged, you owe some, too, 
to the community in which you live.” 

The morning session 
with a quiz session, with Mr. Kil- 
patrick taking the part of “Prof. 
Quiz” and B. W. Brannan, W. W. 
McManus and C. A. Moody, all of 
Atlanta, answering the questions 
which he propounded. 

On Wednesday afternoon, hard- 
ware dealers listened to a summary 
on market conditions and 
trends made by W. A. Parker. presi- 
dent of the Beck & Gregg Hardware 
Co., Atlanta. in which he quoted 
from manufacturers all over the 
country. 

“My advice to hardware dealers,” 
he said, in conclusion. “is (1) to 
keep your feet on the ground and 
your head level: (2) to indulge in 
no ‘speculative buying’; (3) to 
watch stocks carefully. and neither 
allow them to get too low or too high 
on any line of merchandise, and (4) 
to follow the market when it ad- 
vances and lay something away for 


concluded 


price 


the future because. sooner or later. 
the bubble will burst and you will 
have to follow the market down, 
whether you want to or not!” 

Mr. Parker said that advances in 
the price of materials and the cost 
of labor would inevitably 
gradual price advances for some 
commodities, but that no one ex- 
pected a “run-away” market such as 
was experienced during the last 
war. 

The final speaker on the program 
was H. K. DeWees, district man+- 
ger for the General Electric Appli- 
ance Co., who addressed the hard- 
ware men on “The Merchandising o! 
Major Electrical Appliances.” 


cause 


ANSWER THE PHONE 
WITH A SMILE IN Your 
VOICE 


BE CHEERFUL 
1T PAYS 











Sale of Refused Goods 


OMETIMES a purchaser _re- 
fuses to take and pay for goods 
bought, although there is nothing 
wrong with them. In this situation 
the seller has his choice of several 
remedies under the Uniform Sales 


Act. 


the goods for the purchaser and sue 
him for the entire price.” 

Discussing the situation in which 
the seller plans to resell the goods 
and hold the original purchaser 
liable for the difference between the 
contract price and the price on re- 














JUST PLAIN HOOKS... 
but we can furnish anything from Banana 
Hooks to Bird Cage Eyes! 


Our regular line of Bright Iron 
and Brass Wire Goods comprises 
standard items in a wide range of 
types and sizes. 
WE ALSO SPECIALIZE 
in “made to order” wire forms for every con- 
ceivable purpose .. . including Special “MILL” 
Wire Goods. 


Catalog on request. 


“BROGKS HOOKS” 





SINCE 1848 
M. S. BROOKS & SONS 
Box ‘*B"’ Chester, Conn. 














Da-N-Ite House Numbers 


Clearly Legible In Any 
Reflected Light 


Ask your jobber for samples and 
special prices on the season’s big 
seller—an attractive House Number 
that can be used on house, porch or 
lawn. Free display with assortment 
of figures and mounting frames and 
posts. 


Fremax Froducts 


DIV. CHISHOLM-RYDERCO., INC. 

4101 Highland Ave., Niagara Falls, N. Y. 

Se Tall 
Se 
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“The seller,” explained a Georgia sale, the court continued: 
court, “in such a case may retain the “However, before the original pur- 
goods and recover the difference be- chaser shall be liable for such dif- 
tween the contract price and the ference, it must appear that he was 
market price at the time and place notified of the seller’s intention to 
of delivery; or he may sell the goods resell at the original purchaser’s 
and recover the difference between risk. Such notice of intention to 
the contract price and the price on resell is essential to the exercise by 
resale; or he may store and retain the seller of the right of resale.” 
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“ WAVENT ‘YOU ONE WITH MORE FEELING LIKE, 
GET THE HELL OFF THE Grass ” 
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JACKSON SUPERIOR PRODUCTS 
Will Meet Every Demand 


Since 1876 Jackson Manufacturing Company has taken pride in the qual- 
ity, design and fair price of our products. Today, tomorrow and months hence 
there will be no change in that policy. 


Throughout the years we have kept well ahead of the time and now as in 
the past our modern plant is meeting the heavy demands that have been put 
upon it. Today, as always, Jackson Superior Products are the finest obtain- 
able and priced so as to make it the volume and profit line of Hardware Deal- 
ers everywhere. 


Write for Catalog No. 42 H—Illustrated in color. 


JACKSON MANUFACTURING CO. HARRISBURG, PA. 


Manufacturers of 
BARROWS—LAWN ROLLERS—CONCRETE CARTS—DRAG SCRAPERS—MORTAR PANS—MIXING BOXES 

















RIVETLESS SOCKET | 
Scoons & Coal Shovels 


Another Exclusive ‘““Ames” Improvement 


FEATURES: 


1—Smooth Socket..no sharp or rough edges. 

2—Less chance of handle breakage. 

3—Easy to rehandle. 

4—Handle securely fastened to shovel by a 
rivet at frog. : 

5—Lower end of handle covered with metal 
cap which protects handle. 


Furnished in All Grades 


AMES”’ PRODUCTS 


SHOVELS... SPADES 
SCOOPS... FORKS 
HOES... RAKES 
POST HOLE DIGGERS 
AGRICULTURAL HANDLES 


AMES BALDWIN WYOMING CO. 


PARKERSBURG, W. VA. ° NORTH EASTON, MASS. 
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Three to Four Turnovers on a $2000 Paint Stock 


(Continued from page 32) 





All items in this de- 
partment may be 
reached without dif- 
ficulty with the ex- 
ception of plaster 
and other bulky 
items which are on 
the top of the wall 
fixtures. Paint 
brushes and other 
accessories are ar- 
ranged upon the 
ledge having price 
cards which are eas- 

















ily seen. 
imental 
( 
ineluc 
and 
doing 
where. 
bakes, 
126 
| . . . Se 
designs, floor wax. scotch tape and on the sides of the supports of the | soap powders and cleaning mate- 
similar items. Graduated shelving unit are used for displaying soap, rials. The fronts of the supports P 
are used for displaying glass sam- = 
Ss ples, price lists and other data and 
for dispensing rope. S 
Loss of Fixtures | 
HERE’S a reminder in a re- 
cent Federal court decision that 
a business man operating in a 
rented building may lose his fixtures 
to the landlord when he removed 
from the place. 
“Where a lessee is given the right 
to remove fixtures,” says the Federal 
court, “he must exercise that right 
within a :easonable time. When the 
lessee fails to remove the fixtures 4 


within a reasonable time he loses his 


right thereto.” OF 


To be safe in this matter, the busi- 
ness man renting a building for his 





. in « 
business should make sure that the ones 
lease gives him the right to remove w 
ar ; a 
: ‘ , his fixtures. It should also specify oO 
Many roofs in your locality need the Coating that sets new standards of definitely the time within which he PE 
protection of roof coating. “Cashin” durability and service. Actual tests ba aahaleiadt te seins teen en tak mer 
on the demand...sell CAREYCLAD have demonstrated that it wears | F = ’ eh ee see) 
—with satisfaction for your custom- 100% (or more) longer than ordi- nore mney — — cy Sr Sen 
ers and PROFITS for YOU! nary roof coatings. how long is a “reasonable time. i 
S » 2ases j g 1 2S 
CAREYCLAD — developed by Order from the nearest Carey jome leases provide that fixture 








CAREY research—is a better Roof Branch or address Dept. 66. must be removed before the end of 
the term of the lease. In the Fed- 


THE PHILIP CAREY COMPANY - Lockland, Cincinnati, Ohio eral case cited, the lessee lost his 


Dependable Products Since 1873 fixtures for failure to remove them 
IN CANADA: THE PHILIP CAREY COMPANY, LTD. Office and Factory: LENNOKVILLE, P.Q “within a reasonable time.” 
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PULL PICNIC STOVE PROSPECTS 
UP TO HIGHER-PROFIT LEVELS 


uth Lhe 


OUTDOOR PORTABLE FIRE-PLACE 






Everyone who wants a camp 
stove is a prospect for the new 
“Yard Chef.” Dozens of ap- 


levels: 
for all kinds of outdoor, open- 
fire cooking ; easy to move; safe 
and clean to use; will not harm 
the lawn; collapses flat for stor- 
ing and carrying. 


Stock Up Now 


“Yard Chef” Portable Outdoor 
Fireplaces are ready now. Sells on 
first demonstration. From there on 











“YARD CHEF" 
OUTDOOR FIREPLACE 


includes open grill solid griddle, oven 
and spit for barbecue — everything for 
doing any kind of outdoor cooking any 
where. Broils, barbecues, roasts, toasts 


bakes, fries, boils with anazing efficiency your customers sell them for you. 
UNION STEEL PRODUCTS CO. 
126 Berrien St. * Albion, Mich. 














Stop, Look and Listen— 
" 


It is said: “Opportunity | 
That 


“door’’. 


knocks but once!” 
depends upon the 
Opportunity is constantly | 


knocking at the door labeled 


CLASSIFIED 
OPPORTUNITIES DEPARTMENT 


in every issue of Hardware Age. Here the advertise- 
ments under Positions Wanted, Help Wanted, Accounts 
Wanted, Sales Representatives 
Opportunities are proving real opportunities for hardwae 





men who are looking for help as well as those who are | 


seeking positions. 
Send your copy with remittance to— 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St. + New York, N. Y. 
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New ITEM! FRESH | 
NEW SALES APPEAL 


pealing features make it easy to 
step sales up to longer-profit | 
Many heat adjustments | 





TURN MOISTURE into MONEY 
| ...With ‘WATER-SORBER’ 


Hundreds of homes and commercial 
building owners suffer loss from damp- 
ness and high humidity in basement 
rooms, closets, food storage rooms, 
lockers, record vaults, photo develop- 
ing rooms, stock rooms, warehouses, 
etc. 


The WATER-SORBER uses, as a me- 
dium for dehumidifying, a patented 
water absorbing chemical, thus re- 
moving moisture from the air and pre- 
venting mildew, rot, dampness, and 
mold. 


WATER-SORBERS are made in two 
sizes: 


Retail price—Complete with Chemical 
$3.50 and $12.50 F.O.B. Cincinnati 





Territory open for Jobbers and Dealers 
Write Dept. HA Today for In‘ormation 
on the WATER-SORBER 


THE GENERAL AIR CONDITIONING CORPORATION 


Appleton Street — Cincinnati, Ohio 











TAKE ADVANTAGE OF THIS NOW! 





THIS SMART DISPLAY FREE 
ALSO A MDSE. “BONUS” 


| This deal contains 10 bits costing you $7.59, an extra bit FREE, also 
| the above counter and window display fixture AT NO CHARGE. The 
Wanted and Business | bits include an Expansive Bit, an Electric Drill Bit, Plumbers’ and Elec- 
tricians' Bits, and regular bits always in demand. The display fixture 





| is of metal and maple, beautifully finished in color—a "salesman" you 
| will be proud to put out! Write for detailed description now. 


YOUR JOBBER CAN SUPPLY YOU 





| The 

| Kursell RUSSELL JENNINGS 

| MFG. CO., 

\: age aie AUGER BITS 


$l 





























No. 1616 
Mirror is set in Stainless Steel 


Frame, polished and buffed to a 
chrome finish. 


Sell THIS 


MIAMI 


BATHROOM CABINET 
that MEN prefer... 


Men go for this handy, stainless-steel 
framed unit. An abundance of storage 
space behind the door plus the open 
shelf below which accommodates shav- 
ing and toilet articles. 





Many other models. Nationally adver- 
tised. Address Dept. HA for Catalog. 


CASCADE ACCESSORIES 
Another MIAMI Profit-Making Line 


Thirty-one items; chrome plated; recessed and 
projection types. Easy to display; fast selling. 
Ask your jobber. 


1 oye LI 
= 2 
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MIAMI CABINET DIVISION 
THE PHILIP CAREY COMPANY 
Middletown, Ohio 
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Beloit Clamps Down on Donations 


(Continued from page 21) 


is a wise move, for if donations 
are made first under the plan, then 
the Commercial Club participants 
will be bearing the whole load. 
All soliciors are told that upon 
their return they will be dealt with 
in exactly the same degree of liber- 
ality displayed by non-members. 

“Advertising schemes are far 
more difficult to handle than direct 
requests for donations,” says Oscar 
Nelson, “although they amount to 
the same thing. Because of the 
wide variety of advertising ideas, 
we have divided them into groups 
and handle them separately. 

“With college and high school 
yearbooks, we enter into contracts 
for exactly the same amount of 
space our members have been sub- 
scribing to in former years, and 
we take advantage of the number 
of pages saved by using only one 
page to list all contributions. For 
instance, our members formerly 
used 16 pages of advertising which 
actually cost the senior class $10 
a page. By eliminating 15 pages 
at $10 a page, the class nets exact- 
ly the same amount from our 
members as before, and our mem- 
bers save $150—the printer’s bill. 

“We will positively not pur- 
chase space in a program for any 
event if proceeds are to be divided 
between a sponsoring group and 
a promoter. We will furnish the 
programs in any numbers neces- 
sary, but if that offer is refused, 
we wait until final settlement be- 
tween promoter and sponsors, and 
then mail a check as_ previously 
explained. In case the sponsors 
only aim to sell enough advertising 
to pay for expenses, we offer to 
provide the program or pay a gen- 
erous part of the costs. 

“When approached on a time 
book proposition, we offer to make 
outright donations to sponsoring 
organizations, which is always ac- 
cepted, although promoters do not 
like it. Show and dance tickets 
are not purchased. 

“Savings made from elimination 
of racketeers makes it possible to 
be liberal with churches and or- 
ganizations in our territory. 

“But the fact that we have op- 


erated more than three years with- 
out an appeal from those we fa- 
vored; the fact that we have scores 
of letters of congratulation and 
appreciation; the fact that not one 
member has violated the agree- 
ment; the fact that not once has an 
outsider with a racket succeeded 
in Beloit after having been rejected 
by the trustees; the fact that we 
have cut the annual donation and 
advertising expenditures of every 
member in half, gives us the right 
to believe we have solved one of 
the oldest and most troublesome 
business problems.” 


Gadget Shop Draws 
Traffic to the 
Back of the Store 


(Continued from page 25) 


the display and account for ap- 
proximately 25 per cent of the 
sales enjoyed by the department. 
Prices range from 10 cents to 
$2.50, with the best sellers being 
priced at 89 cents, $1 and $1.19. 

The gadget display is made of 
fibreboard and two by fours and 
comprises a rounded corner, en- 
closed front table with a circular- 
shaped background panel. The 
panel is topped off with a canopy. 
also made of fibreboard, and open 
at the top and bottom to permit 
the rays of a concealed lamp to 
illuminate the merchandise. The 
word “Gadgets,” which is made of 
cut out letters, is also lighted by 
means of this lamp. 

Items displayed on the panel are 
mounted on colorful cards which 
describe and illustrate the purpose 
of the articles. These carded dis- 
plays are frequently changed in 
order to stimulate the interest of 
gadget lovers and gift hunters. 
Prices are plainly indicated on 
each item and stock is kept inside 
the table which has an open back. 

That this method of display has 
proved to be successful is em- 
phasized by the comment of a 
member of the firm who said, 
“Gadgets move faster when they 
are displayed this way.” 
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Retiatle FOR EVERY FIELD & USE 
Wall Cordage is specially constructed for par- 
ticular uses in a wide variety of sizes and 
types, but only one standard .. . the highest, 
GENERAL HARDWARE AND SPECIAL USES. 
Pile Driver * Hoisting » Hammerfall + Transmission + Drilling Cable 
¢ Bolt Rope + Shovel Rope + General Contracting ¢ Structural Re- 
quirements * Marine Stevedoring * Dredging + Oil & Water:Well. 
WALL ROPE WORKS, Inc. 


48 South St., New York, N.Y. + Factory: Beverly, N. J. 


Boston * Philadelphia * San Francisco * Houston © Tulsa 
Baltimore * New Orleans * Norfolk © Pittsburgh 

















HEY!! WAIT A MINUTE. 


Can you tell us where we can find 
some good additional lines to 
represent? 











SURE— 
THAT’S EASY!! 


OVER 6,000,000 READING ABOUT IT! 


VISE-GRIP 


WRENCH 









Sx Jon-Grip’ 


— 


World's Greatest 
Hand Tool -+- 
Impressive National 
Advertising — 
Superb Dealer Sales! 


You are bound to be the winner when you han 
dle VISE-GRIP—the wrench that will do more 
things easier, quicker than any other tool. Exclu 
| sive double-lever action locks jaws to the work 

with Ton-Pressure ! 

Unlimited Market! Has hundreds of uses in 
homes, farms, garages, sefvice stations, factories 
printing plants—every place where tools are used! 
Now—NATIONALLY ADVERTISED to reach every 
potential user! 

VISE-GRIP is actually a vise, clamp, super-plier, 
open-end wrench, locking wrench, pipe-wrench, tog 
gle-press—-ALL IN ONE! Holds anything, any 
shape. Never slips. Works in close quarters, any 
angle. Finest alloy steel. Nickel finish. Light, 

| trim, handsome. Two sizes—7” and 10”. Guaran 
teed. 


7”—$1.65 
10”—$1.95 





| FREE! UNIQUE COUNTER DEMONSTRATOR 
® DISPLAY that makes sales easy! 

| Given with first order of dozen or more Vise-Grips. 

| 4sk your TOOL SALESMAN or SUPPLY 

HOUSE for demonstration, or write us for 


Free Folder today! a CHING OVER 


PETERSEN MFG. CO. bept. Ha-6 ‘vex Sidhe 
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Nationally adver- 
tised in Sixteen 


Magazines! 











You'll find them listed under "Sales Representatives 
Wanted” in the Classified Opportunities Section of Hardware 
Age. This section reaches the greatest number of Hardware 
readers of any hardware paper and is noted for securing 


COOKERS MEAN PROFIT TO YOU! 
Designed to sell and priced for profits, these two 
profit-producing pressure cookers are backed by a PE 
powerful advertising and merchandising. Ask ' ait we 
your jobber about Presto and “E-Z" Seal Profits. jas> 


NATIONAL 


oe 


quick, tangible results for its advertisers. 


Send your copy with remittance to— 


HARDWARE AGE 


Classified Opportunities Dept. 


100 East 42nd St., New York City 





PRESSURE COOKER CO. 


| DEPT. 3 | EAU CLAIRE, WIS. — 
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A popular buy-word 


National 


HARDWARE 














HE score of years that these fine 

products of builders’ hardware 
have been offered to the trade have 
been marked by dependability in 
service always. 


It is little wonder that the endorse- 
ments of the many users of National 
Hardware have created the popular 
demand that exists today. Discrim- 
inating builders ask for these prod- 
ucts by their trade 
name and insist 
on the genuine. 


If you do not car- 
ry this hardware, 
you should write today 
for full particulars. 






National Manufacturing 
Company 
STERLING - - - ILLINOIS 

















( CATALOG 
COMPILING 
TROUBLES 


Are Over 
for Us! 


ninsneeetiesilll 











“We Turn the Job Over 
to the SPECIALISTS at 
NORAMPRESS’’ 


That's the story you'll hear from the 
country's leading Hardware Jobbers 

"NORAMPRESS" specialized 
compiling methods take the detail 
off your hands — and assure you of 


a Catalog that brings in ORDERS! 


Specimen cat- 

alogs and full 

information 
upon your 
request. 








The WORTH AMERICAN Pre44 


MILWAUKEE, WIS. 











How’s the 


Hardware Business? 
(Continued from page 51) 


Cocoa mats, ete.—On May 24 
a 10 per cent increase was announced 
on cocoa mats, by* leading manufactur- 
ers. Delays and difficulties in securing 
cocoa fibre from India caused the ad- 
vances. On May 15 a 15 per cent mark- 
up was ieported on Akromats (floor 
mats woven from wool and wire). 


* * ae 


Sewing machines——Last month 
one manufacturer of sewing machines 
advanced prices on all of its models 
approximately 5 to 7 per cent. Re- 
placements for distributers’ stocks are 
The de- 


livery situation will likely be worse be- 


reported some weeks behind. 


cause of the right-of-way being extended 
to defense orders. 


. * * 


Electric refrigerators —~ List 
prices on some sizes and makes of eilec- 
tric refrigerators were advanced $5.00 
or $10.00, others remaining unchanged. 
Manufacturers are shipping units with 
only half the usual number of aluminum 
trays, at the request of the government. 

. * au 


Linoleum binding — Stainless 
steel linoleum binding prices advanced 
about 75 per cent on May 20. Brass 
linoleum binding advanced from 10 to 
25 per cent last month and advances 
of about 20 per cent were made on zinc 
binding. Wholesalers report 
deliveries are very uncertain and that 
stock orders placed last fall are not yet 


linoleum 


in their hands. 
- * - 


Hooks and eyes—-Some makers 
of bright steel and brass wire hooks 
and eyes advanced prices about 10 per 
cent, as of June 1. Cadmium plated 
prices were advanced about 20 per cent. 
As compared with figures of a year ago, 
the cumulative advance on bright and 
brass totals from 20 to 25 per cent and 
about 40 per cent on the cadmium 
plated items. 
* * * 


Toys, games — Manufacturers 
of toys, games and wheel goods report 
buyers are placing orders for Christmas 
merchandise 90 to 120 days ahead of 
schedule. Changes include 10 per cent 
increases in prices of metal goods and 
advances of from 5 to 10 per cent on 
other lines. April sales totals were 28.9 
per cent over March, and 36.3 per cent 
ahead of April, 1940. 


x * > 


Paint, enamel, etc. — Because 
of increased labor costs and raw mate- 
rials prices, The Sherwin-Williams Co., 


Cleveland, Ohio, announced new list 








IDEAL SAVES MONEY 
ON INSTALLATION! 





Here is a plug-in cabinet that has all 
wires insulated and incased so that it 
can be quickly and easily installed. Its 
two 60 watt lumiline lights give more 
than ample illumination for the 
whole bathroom. Ideal, now offers 
FLORESCENT lighted fixtttres for all 
cabinets with plate glass mirrors. Send 
for prices today. 


WRITE FOR 1941 CATALOGUE 


IDEAL CABINET CORP. 


8841 CENTRAL AVE., DETROIT, MICHIGAN 














DEALERS 
Have Made Profits 
For 30 Years 
With PAINE 
wine Loggle Bolts 


WING 








NATIONALLY ADVERTISED TO OVER 
500,000 TOGGLE BOLT USERS 


Electricians, carpenters, plumbers, sheet metal 
workers, maintenance men, handy men and other 
mechanics who know toggle bolts have specified 
PAINE Spring Wing Toggle Bolts for 30 years be- 
cause they go in faster, hold better and meet 
every requirement efficiently at low cost. There is 
no better anchoring device for use in hollow mate- 
rials including Wood, Gypsum, Machalite, Lath 
and Plaster, Tile and Sheetrock. 

Ask your jobber today for PAINE Spring Wing 
Toggle Bolts and Write for Complete Catalog of 
Drills and Anchoring Devices. 


THE PAINE CO. 


2963 CARROLL AVE. CHICAGO, ILL. 
NEW YORK WAREHOUSE & SALES: 48 Warren St. 
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MARLIN GUNS 


are being consistently advertised 
in all leading Outdoor Magazines 
with hard-hitting copy as below 







Ilustrated— 
Marlin’s depend- 
able, bolt action, 
clip magazine re- 
eater. Features 
NEW trigser and sear 
mechanism of proved su- 
periority, special military 
type one-piece buttstock, 
famous Ballard 
rifling. A big $40.80 
TERE BF 50005 
THE MARLIN FIREARMS CO. 
catalog to—»> 107 Willow St., New Haven, Conn. 

















The Warning Lantern 
... with the 


SAFETY 





Most modern of warning 
lights! Ruby Fresnal, self- 
magnifying safety lens. Burns 
three days and nights ona pint 
of oil. Non-tipping base. New 
type adjustable bail. Strong. 
Leak-proof. Storm tested. 


BETTER PROTECTION 


AT LOWER COST 











Embury Mfg. Co., Warsaw,N.Y. 
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| troublesome. Manufacturers reserve the | 





prices, as of May 15. Advances pet 
gallon were: SWP white, colors and 
undercoater, 13 cents; Commonwealth 
barn red, 15 cents; family paint, white 
and colors, 15 cents; floor enamel, porch | 
and deck, 5 cents; interior gloss, 10 
cents; semi-lustre, 5 cents; enameloid, | 
15 cents, and varnishes, 5 to 10 cents. 


* a * 


Bolts, nuts, ete. 
reported in these pages, mark - ups 


averaging 742 per cent were made on 


As previously 


carriage, machine and lag bolts and 
nuts. Possibly no universally staple | 
item in a hardware stock is so definitely | 
affected by the current situation as 
bolts. Mills are requiring that orders 
shall be surveyed in detail before quot- 
ing, and shipments of new business are 
promised as much as 3 to 4 months 
ahead—longer if the specifications are 


right to change current quotations with- 
out notice, and on deliveries which run 
into the future, prices ruling at time of 
shipment will govern. 


1 os 


Industrial indices —- The June 
5 issue of The Iron Age reported steel 
ingot production for the week had risen 
a half point to 9914 per cent largely 
due to a five-point gain in the Detroit 
district. According to a current report 
of the United Business Service, machine 





tool output so far this year is double | 
the volume for the same period in 1940 
and exceeds full year 1939 shipments. 


with carloadings at a new high and 
factory employment 15 per cent above 
a year ago. Electric power output for 
the week ended May 24 climbed above 
3,000,000,000 kilowatt hours, touching 
the highest level since last December 
when the all-time peak was established. 


* © cs 


Electric washers, ironers 
Joseph R. Bohnen, Chicago, Ill., execu- 
tive secretary-treasurer, American Wash- 


er & lIroner Manufacturers’ Associa- 


tion, has announced that the industry’s | 
factories shipped 213,611 units in April, | 
1941, an increase of 58.02 per cent over | 
the 135,179 shipped in April, 1940. The 
total for the first four months of this | 
year was 693,893 units or 26.98 per cent | 
above the 546,455 units shipped during 
the same period in 1940. Portable iron- 
ers shipped in April aggregated 11,427. 
or 314.17 per cent above the April, 1940. 
total of 2,759. 
10,362, compared to 9,225, an increase 
of 12.33 per cent. Portables for the four | 
41,135, compared to 


Cabinet models were | 


months totaled 
11,195 in the same period of 1940, or | 
an increase of 267.44 per cent. Cabinet 

types aggregated 39,298, or 17.68 per 

cent ahead of 33,393, a, year ago. 


Retail Sales Chart-—page 86 














LARGE STOCKS... 
UNIFORM HIGH QUALITY 
IMMEDIATE SHIPMENT 


Principal products include — Alloy 
Steels, Tool Steels, Stainless Steel, Hot 
Rolled Bars, Hoops and Bands, Beams 
and Heavy Strueturals, Channels, 
Angles, Tees and Zees, Plates, Sheets, 
Cold Finished Shafting and Screw Stock, 
Strip Steel, Flat Wire, Boiler Tubes 
and Fittings, Mechanical Tubing, 
Rivets, Bolts, Nuts, Washers, etc. Write 
for Stock List. Joseph T. Ryerson & 
Son, Inc., Chicago, Milwaukee, Detroit, 
Cincinnati, Cleveland, Buffalo, Boston, 
St. Louis, Philadelphia, Jersey City. 


ASK YOUR 
JOBBER 


g 
ya a 
CTT Ta 
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“INTEREST” 


ON YOUR INVESTMENT 


To be sure your new, high-speed, 
high-production equipment will 
repay you for its installation, give 
your operators the benefit of 
highest quality cutting tools at 
the workhead, where production 


is determined. 





TWIST DRILL AND 
MACHINE COMPANY 


MEWBEDFORD, MASS., U.S. A. 


MEW YORK STORE: 130 LAFAYETTE STREET 
CHICAGO STORE: 570 WEST RANDOLPH STREET 





86 





























SALES OF 1,571 INDEPENDENT RETAIL HARDWARE 
DEALERS IN UNITED STATES ( 
April, 1941 
Dollar Sales 
Percent Change aA 
Number Apr., Apr., 
of 1941 1941 
Firms US. vs. 
Report- Apr., Mar., April, April, March, W 
States by Regions ing 1940 1944 1941 1940 1941 ‘ Car 
Vew England 80 +30 +42 $ 635,735 $ 490,893 $ 447,057 cak 
Maine 12 420 +32 65,428 54614 49,553 iw 
Vermont & N. H. ll +21 +56 86,222 71,272 55,139 Cai 
Massachusetts 40 +29 +38 357,041 276,648 259,070 
Rhode Island ° a ; vases mo 
Connecticut 12 +45 +55 94,769 65,499 61,029 on 
Viddle Atlantic 194 +25 +61 1,303,907 1,039,075 811,100 locl 
New York 24 +18 +80 163,825 139,228 90,838 sec 
New Jersey ) +20 +58 87,520 73,152 55,336 oes 
Pennsylvania 161 +27 +58 1,052,562 826,695 664,926 tigt 
East North Central 437 25 45 2,644,008 2,109,465 1,820,451 
Ohio .. 123 35 51 776,816 575,468 515,749 enti 
Indiana 71 +24 434 434,857 351,146 325,089 fres 
Illinois 102 +15 +39 702,363 612,377 506,854 of { 
Michigan 45 +28 +54 279,746 218,794 181,471 cole 
Wisconsin 96 +28 +55 450,226 351,680 291,288 a 
West North Central.. 252 +11 +30 997,606 898,672 769,407 
Minnesota 28 +7 +45 177,363 166,482 122,633 
lowa 63 +9 +24 309,490 285,133 250,484 1 
Missouri 51 +18 +23 170,567 144,169 138,465 
North Dakota 9 + 5 +37 26,858 25,640 19,655 RK 
South Dakota ° ee ‘ 
| Nebraska 46 +11 +32 108,764 98,074 82,171 
Kansas 50 +14 +30 193,313 169,968 148,144 
South Atlantic 68 +11 +12 448,195 403,596 400,924 
Delaware ° Rea 
Maryland od 
Virginia 10 +16 +28 103,186 89,036 80,529 Z 
West Virginia = 
North Carolina ‘in 
South Carolina 1] +22 — 3 87,783 71,952 90,740 
Georgia 18 +15 +15 110,216 95,972 95,841 
Florida 19 — 3 —2 80,923 83,669 82,490 
E«st South Central 30 +23 +26 279,607 227,845 222,603 
Kentucky ° a 
Tennessee _... 9 +12 +29 113,416 101,313 88,102 
Alabama 14 +36 +21 119,017 87,256 98,302 
Mississippi ° 
West South Central 115 +18 4-18 723,155 614,327 611,032 % 
Arkansas as 19 +20 +7 116,998 97,382 109,033 c 
Louisiana ° Kia y 
Oklahoma as +19 +22 155,343 130,077 127,385 . 
Texas 57 +17 +21 431,649 368,664 357,371 
Vountain 4 100 +5 +11 670,604 635,952 603,578 
Montana 27 +11 +25 221,172 199,884 176,893 
Idaho = 17 -3 —7 127,328 131,245 136,573 
ee . Risk 
Colorado 7% 28 +2 + 5 106,27 104,137 101,337 
New Mexico 5 i Hels 
Arizona 7 NEw- 
Utah .. . Light 
Nevada * NEW 
wheels 
Pacific 295 +19 +11 — 1,788,339 1,501,931 1,604,656 po 
Washington 39 +49 +43 247,622 166,553 173,751 easier, 
Oregon 34 +32 +13 235,652 178,082 208,813 new 
California 222 «= +13) + 7~—«(1,305,065 1,157,296 1,222,092 —" 
TOTAL 1,571 +20 +30 $9,491,756 $7,921,756 $7,290,808 ware 
| Chicago, Illinois .. 16 +13 +42 87,385 77,573 61,533 Felte | 
| Los Angeles, Calif. 32 +24 +11 254562 205,899 220833 SPEEI 
| Portland, Oregon ll +53 +21 37,980 24,863 31,404 
St. Louis, Missouri ° 
San Francisco, Calif. 23 +15 — 2 99,168 86,130 100,746 
Seattle, Washington ag -— 
*Note while stores from these states are included in grand total, figures for these 
states are not shown on this chart because of insufficient data. Compiled by the 
Bureau of the Census, U. S. Department of Commerce. 
HARDWARE AGE JU! 











Women are buying 
Carlton hand decorated 
cake savers, for picnic 
days are here again. 
Carlton Cake Savers are 
most convenient to carry 
on picnics, with one-piece 
locking handle that snaps 
securely in place and 
stays there. Also, air 
tight flavor - saving pat- 
ented edge seal insures 
freshness and cleanness 
of foods. Many beautiful 
colors to choose from. 
See your jobber. 


The Carrollton 
Metal Products 
Company 
Carrollton, Ohio 








SPEED-0-LITE is the “BUY” for 
SANDER RENTAL PROFITS— 


PROVEN Longest On The Market! PROVEN 
MOST in USE Today! PAYS you HIGHER EARNINGS! 








* Yours is not an easy job, amid claims and counter 
claims, to select the FLOOR SANDER that will PAY 
you most to own and rent. 


important factors of weight, 
size, balance. Consider appearance value, sim 
plicity of operation. You'll PICK a SPEED-O 
LITE, and the wisdom of your choice is proven 
by THOUSANDS of DEALERS who have used 
it—praised it—and rented it with surprisingly 
profitable results! 


Risk-Free Trial Offer — Merchandising 
Helps — Special Easy Terms To Dealers! 


NEW—8-inch SPEED-O-LITE— 
Light Weight; Greater Capacity 
NEW — Self-aligning knee action 
wheels keep drum level with floor at all 
times. No adjustments 
NEW — Zipper Dust Bag 
easier, closes more securely. 
NEW Comfort-designed handle for 
easy operation 
Take Your Choice -Furnished in the 
Great 8” or 7” size, 
WRITE for “GOOD BUSINESS” 
fact-and-figure circular 
Telis how to make MORE with a 
SPEED-O-LITE! Liberal Time- 
Payment Terms! 


But, consider the 










empties 


More than 
50 Models 
in Serubbing 
and Sanding 
Machines in 
the Lincoin 
Line 


Representatives in All Principal Cities 


INCOLN- 


SCHLUETER 


ANY 
eben 


MA H |W Mm P 


SOUTH PEORIA STREET * CHICAGO 





Wortd’s Manufacturer of the Most Complete Line of Floor Mai Equi t 


JUNE 12, 1941 

















“CORY 0 Seal Gift 


because of |] perfecting FEATURES 





BREWS MARVELOUS COFFEE AND TEA 
Untouched by Metal 


is outstanding for beauty and value. 
Over 11 patented and exclusive features. 


WRITE FOR NEW CORY CATALOG 


The CORY line is full of profit opportunities, including the “Bride 
Special” Deal—the new selling sensation (Dollar CORY Rod-Funnel 
Holder Combination)—and many others. Remember: only 3 CORY 
sizes—big profits from small stock. 


GLASS COFFEE BREWER CORP. 


325 No. Wells St. Chicago, Ill. 


The CORY Completely 


equipped! 





UST OUT! EW 


ECONOMICAL CIRCULATING 
RADIATING 


OIL HEATER 


@ Designed especially to celebrate our 
20th anniversary in the oil heating 
field, this brilliant new PF-10A heater 
is a real triumph in beauty . . . in per- 
formance... in value. Delivers 43,000 
B.T.U. per hour... with tremendous 
heat radiating and circulating capacity * 
that makes it in big demand where cold 
floors and drafts are prevalent. Attrac- 
tive combination top and front grill. 
Finished in chocolate brown, hammer- 
tone smooth finish. 






Exclusive design. 
Transparent flame. 
Highest fuel recov- 
ery under all types 
and varying draft 
conditions and oils. 
Actually overcomes 
all draft conditions . . . . gives highest 
efficiency. 


MONEY MAKING DEALER 
FRANCHISE. This model is but typi- 
cal of the complete outstanding Silent-Sioux 
Line of Air Conditioning Furnaces, Pot-type 
Furnace Burners, Hot Water Heaters, and 
Room Heaters. No wonder dealers report 
bigger sales, more profits. So todav write for 
complete details. Address Dept. 4. 


Sold Only Through Independent Distributors. 


th IVE Y CELEBRATION 
Treat de! NTi94t 4 


PIONEERS /N O/L HEATING 


SILENT SIOUX OIL BURNER CORP. °**owa” 
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STEELGRIP—the 


ing is easily applied 


flat belting with a bammer 





stronger belt lac 
to any type ef 
Clinches 


amoothly, will not slip or pull out 


Prevents frayed belt 
boxes, handy package 


ends & sizes it 
or long lengths 


BELT HOOKS 


WIREGRIP the 


are easier to handl 





belt hooks that 
easier to use 


Patented blue aligning card prevents 
! 


waste, makes every hook usable 
every hook Fit 


fect alignment on 
WIREGRIP or any 
lacers 

Write jor cataloz 






ther standard 


and circulars. 


ARMSTRONG-BRAY & CO. 
“The Belt Lacing People” 


304 N. Loomis St. 


Chicago, U. S. A 











4,314,032 readers scan 


in which Victor Mouse 
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the pages of magazines 
and Rat Traps are na- 
tionally advertised every month. Display these 


traps On your counters 

where your share of 

8,628,064 eyes can 

see them. 

ANIMAL TRAP COMPANY 
OF AMERICA 


Eastern Hardware Golf 
Assn Tournament 


(Continued from page 42) 


Co. and L. A. Hoeflich, Supplee-Bid- 
dle Hdwe. Co.; secretary-treasurer, 
H. L. Gilliam, The Wood Shovel & 
Tool Co., and tou nament manager, 
Ned Fraim, E. T. Fraim Lock Co. 
Directors elected for three years 
were: E. H. Talmon, Imperial Knife 
Co.; Stanley Woodward, Ruberoid 
Co., and C. C. Butts, Butts & Ord- 
way Co.; for two years, J. O. Find- 
eisen, American Fork & Hoe Co.; S. 
A. Russell, J. Russell & Co., and 
Lloyd Vander Horst. Wm. H. Cole & 
Sons; for one year. Leo C. May, May 
Hdwe. Co.; E. W. Heymann, Edw. 
K. Tryon Co., and R. O. Recknagel. 
Corbin Cabinet Lock Co. 

First low medalist, Percy Jenkins, 
Wickwire Spencer Steel Co., received 
a silver flower bowl and second low 
medalists, John Ora, Mill Supplies 
and Stanley Woodward, Ruberoid 
Co., who tied, each received a large 
Sheffield tray. Other winners were: 
fi st flight. winner of the defeated 
eight, G. J. Campbell, International 
Chain & Mfg. Co.: runner-up. S. 
A. Russell, J. Russell & Co.; first 
consolation round winner, ET. 
Fraim, E. T. Fraim Lock Co.; run- 
ner-up, S. Woodward, Ruberoid Co.: 
second consolation round winner. 
W. L. Brown. F. C. Feise Co.; run- 
ner-up, M. R. Peck, The McKay Ce. 

Second flight winner. Sherill She - 
man, Roberts Hdwe. Co.; runner-up. 
R. Hoehl, Russell Burdsall & Ward 
Bolt & Nut Co.: winner of the de- 
feated eight, W. Withington, Ameri- 
can Fork & Hoe Co.; runner-up. W. 
J. Brodesser, R. F. Willis & Bro.: 
winner first consolation round, L. B. 
Jackson, Wickwire B-os.; runner- 
up, Lloyd Vander Horst. Wm. H. 
Cole & Sons; winner second conso- 
lation round, H. C. Tilley. Jr.. Re- 
public Steel Corp.; runner-up J. 
Hanson, Hanson & Yorke. 

Third flight winner, F. M. Willis. 
R. F. Willis & Bro.; runner-up. H. 
Cunningham. Ames Baldwin Wyo- 
ming Co.:; winner. defeated eight. F. 
W. Berdan. National Carbon Co.:; 
runner-up, E. M. Welty. Oliver [ron 
& Steel Co.; winner first consolation 
round. Keen Markey. Ames Baldwin 
Wyoming Co.: runner-up, C. P. Bal- 
linger. Landers. Frary & Clark: win- 
ner second consolation round. D. 
D. Strite. Celluloid Co-p.; runner- 
up. E. C. 

Fourth flight winner, J. Kennedy. 
Bigelow & Dowse Co.: runner-up. 
S. G. Russell. Columbian Rope Co.; 
winner defeated eight. J. J. Wallace. 


Griswold. 










- with the New 
HANSON 5070 


for the canning season 





HIS is the big season for kitchen scales. 
Be sure you have them on hand for 
your customers. 

Known as America’s finest low priced 
household scale. The 5070 has — Unbreak- 
able plastic covered dial — Never wear-out 


spring — Tested accuracy. Finished in 
white with red or black platform. 
Order today 


HANSON SCALE CO.., 525 N. Ada, Chicago 







SpeedWay, for 30 years lead- 
ing manufacturers of indus- 
trial electric tools, now brings 
the hardware trade its first 
complete line of quality electric tools 
for the home workshop that: Is Priced 
to sell in volume in every community 
... is widely advertised... carries a 
full profit margin . . . of which each tool 
is correctly designed, of correct speed, 
full capacity and powered by a specially 
wound high torque SpeedWay tool motor 
(110 v. universal). Streamlined and 
finished in 2-tone (blue and lacquered 
white metal) actually thousands in use, 


No. 69 Drill has 4” capac- 
ity in steel, handle and gear 
housing die cast, operating 
speed 1000 R.P.M 

No. 129 Grinder operates at 20,000 
8.P.M (has high speed essential to 
efficient grinding with small stones) 
and collets for %” and 3/32” arbors 
No. 250 Kit consists of No. 69 Drill 
No. 129 Grinder and 5 accessories in 
attractive steel display carrying case. 
Router Frame converts Grinder into 
free router or shaper. 

Drill Stand takes either Drill or 
Grinder. 

Bench Grinder complete with mo- 
tor, 2 wheels, rubber feet, carrying 
handle, cord and plug. 















COMBINATION 
STAND 

















Circulars, displays, counter sheets. 
furnished. Write for catalog sheets. 


SPEEDWAY MFG. CO. 
1836 S$. 52nd Ave., Cicero, Ill. 
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1101 W. Monroe St. 


Feature Handee—the original tool of 
its type and the largest seller. More 
Handees in use today than all other 
makes combined. 


Favored in industry, also a year- 


around gift item for mechanics, crafts- 


men and hobbyists. 
National advertising sends buyers to 


you. This attractive Counter Demon- 
strator will sell them a Handee which 


means repeat business for accessories. 
De Luxe Model $18.50 with 7 Accessories. 
Ultra De Luxe Set (De Luxe Handee and 45 


most popular Accessories in metal carrying 
case), $25.00. 


Demonstrator requires only 2 sq. ft. of space. 


Send for yours today, also Special Deals and full 


information on Accessory Counter Case. 


CHICAGO WHEEL & MFG. CO. 


Makers of Quality Products for 40 Years 


Dept. HA Chicago, Il. 

















“VISIBLE” GLASS 
MAIL BOX 


EVERY ONE SOLD BECOMES 
A SALESMAN FOR YOU... 


Every Purchaser a Proud Owner 
: Every Neighbor, Friend 
and Relative a Live Prospect. 








FEATURES 
@ Contents Are Visible 


@ Saves Time, Unnecessary Trips and 
Exposure in Bad Weather 


@ Body is Heavy Crystal Glass in 
Attractive Stippled Design 


@ Harmonizing Rust-Proofed Hardware 
@ Large Capacity, 12 in. Deep 


@ Distinctive On Any Home 





For Quick Sales and Good Profits, the ‘Visible’ Glass Mail 
Box creates and supplies an important new year ‘round 
market on a handsome, useful new Household Specialty which 
has no competition 

“Glass Retains Its Beauty Always 
Dealers everywhere report increased sales. Don't overlook this 
profitable business. Stock and display now. National adver- 
tising in leading home magazines is rapidly increasing the 
already large demand 

ORDER THROUGH YOUR JOBBER TODAY 


GEO. F. COLLINS & CO. 


SAPULPA OKLAHOMA 


1941 


JUNE 12, 


Clemson Bros.. Inc.; runner-up, E. 
S. Norvell, E. C. Atkins & Co.; win- 
ner first consolation round, George 
L. Earle, North Wayne Tool Co.; 
runner-up, Frank L. Campbell, Fay- 
ette R. Plumb, Inc.; winner second 
consolation round, R. S. Rauch, 
North Bros. Mfg. Co.; runner-up, 
Joseph T. Hughes, Warwood Tool 
Co. 

Winner fifth flight, A. P. Henricks, 
manufacturers’ representative; run- 
ner-up, T. P. Lowere, American Steel 
& Wire Co.; winner defeated eight. 
C. P. Barry, National Carbon Co.; 
runner-up, R. O. Recknagel, Corbin 
Cabinet Lock Co.; first consolation 
round Eckhardt, 
John H. Graham & Co., Inc.; runner- 
up, H. H. Snow, Decatur & Hopkins 
Co.; second consolation round win- 
ner, A. May, May Hdwe. Co.; run- 
ner-up, N. D. Pe:ine, Pennsylvania 
Lawn Mower Works. 

Sixth flight winner, Eugene Foley. 
Bayonne Steel Products Co.; runner- 


winner, George 


up, John Theriault, Samson Cordage 
Works; defeated eight winner, Alex 
L. Darby, J. M. Warren Co.; runner- 
up, H. E. Jenkins, Nicholson File Co. 


The Temporary Employee 
Due to the Draft 


(Continued from page 22) 


employee, the address from which 
he registered, his draft number, age 
when called, where assigned, what 
branch of the service and all details 
in connection with his contemplated 
and future military service, possible. 
These facts should be made a perma- 
nent record. 

If you wish to fill the vacancy 
caused, then in order to safeguard 
your position so that you will be 
protected when restoring this em- 
ployee upon returning to the posi- 
tion occupied when called into the 
military service, and so you may dis- 
charge without risk of any claim, a 
temporary employee. or to furthe: 
safeguard your position in the event 
the so called substitute employee 
may subsequently and likewise be 
called into military service and 
thereafter claim the same rights and 
so that you may not be called to re- 
instate this substitute employee, it 
would be well when employing eny 
temporary or substitute employee, to 
have him sign a formal statement 
somewhat as is shown on page 22. 

This plan is recommended, for it 
may save confusion. 





| 
| 


| 





best ... 
BETTER BRAND 


MOUSE AND RAT TRAPS 





McGill Metal Products Co. 


Marengo, Illinois 








STEARNS 


LOW COST FAUCETS 


Be sure to stock Stearns Faucets. It is a 
profit-making line. Low in price but high 
in dependable quality. Leak-proof. Guar- 
anteed to hold all petroleum products 
and other non-corrosive liquids. Made of 
close-grained grey iron—cadmium-plated. 


“ s as 
Self-Closing 
Faucet No. 60 

%” U. S. Std. Pipe 

Thread, %” Flow. 

Special impregnated, 

permanent leather 

No. 60 valvefacing. Tapered 

thread sealing plug to yermit cleaning valve. 
>) aa 
Lock-Lever 
Faucet No. 50 

% uU. S. Std. Pipe 

Thread. %” Flow. 

Plug ground to each 

barrel. Spring wash- 

er holds tight joint. 


OIL AND 3 MOLASSES GATES 


A full range of sizes and styles—for im- 
mediate de- 
livery. Lock- 
fast and Perfec- 
tion patterns. 
Sizes %” to 6”. 
Pipe thread, 
wood _ thread, 
flanged and por- 
celain lined. 

Write for circular, price list 

and discounts. 
E. C. STEARNS & CO. 


Estab. Syracuse, N. Y. 1864 
SRR ESE AEE ERI AT SA RERAY AI 
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Look for the 










Improved 


PIPE 
CUTTERS 


The Drop-Forged and 
“Combination” Pipe Cut- 
ters can be used as a 1 or 
3 wheel cutter. All are im- 
proved cutters, accurately 
made with hardened steel 
pins and rollers. Thrust 
rods of “Saunders” type 
cutter are hardened at the 
point and bear on embed- 
ded, hardened steel block 
On “Barnes Type’’ the 
thrust is taken up bv 
drop-forged steel sections. 
Parts are interchangeable 
with other standard makes. 
All are Cadmium Plated. 


ARMSTRONG BROS. 
Knife Blade Cutter Wheels 
cut much faster and cas- 
ier, hold their keen cut- 
ting edge for they are 
made of Vanadium Tool 
Steel, heat treated, hard- 
ened, and cadmium plated. 























Write today for Cat- 
aleg C-39, showing 
fhe most complete line 
of Pipe Tools made. 





ARMSTRONG BROS. TOOLCOM PANY 
**The Tool Holder People'’ 
314 NM. Francises Ave., CHICAGO, U.S.A. 
Eastern Warehouse & Sales 
199 Lafayette St.. New York 






SEND US YOUR 
INQUIRIES 


Stewart Chain Link Wire Fences are 
available from low lawn types to high 
industrial styles with barbed wire over- 
hang arrangement. Stewart Iron Fence 
is manufactured in a wide range of de- 
signs to meet all requirements. Other 
Stewart Products comprise: Railings, 
Window 

Guards, 

Wire Par- 

titions, 

Chairs, Set- 

tees, Iron 

Lanterns, 

etc. 





Let us tell you about the Stewart dealer 
plan. Send for literature, mentioning 
products in which you are interested. 
THE STEWART IRON WORKS CO., INC. 
837 Stewart Block Cincinnati, Ohio 
Fence Builders to America Since 1886 





Arm-and-Hammer 






























Retail store of R. F. Willis & Bro., Inc., Penns Grove, N. J. 


R. F. Willis & Bro., Inc., 
in 40th Year 


R F. WILLIS & BRO., INC, 
e wholesale and retail hard- 
ware company of Penns Grove, N. 
J.. recently celeb: ated its 40th busi- 
ness anniversary with a party at the 
Wilmington Country Club. The 
event marked the growth of the firm 
from a little two-man business in 
1901 to an organization of over 40 
employees, serving the hardware 
trade in five states. 

At the turn of the century R. F. 


Willis & Bro., Inc., was a coal and 
hardware business. Today it is a 
wholesale and retail hardware firm 
and, in addition, a lumber, coal and 
building materials business, incor- 
porated into three departments re- 
spectively. 

The first which now represents the 
major part of the business, is the 
“baby”. It is only 23 years old but 
it now extends into all of south- 
ern New Jersey, a section of the 





Officers and directors of R. F. Willis & Bro., Inc., are, 

left to right: F. Marion Willis, treasurer; Robinson F. 

Willis, president; Ralph P. Willis, vice-president; Wil- 

liam J. Brodesser, secretary, and Robinson B. Willis, 
director. 


HARDWARE AGE 
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POWER TOOLS 


At Compelling Prices 


If you are not selling these high 
quality power tools at popular 
prices, you’re missing a real profit- 
making opportunity 


Arcade Tools are nationally adver- 
tised scientifically designed 
for accurate workmanship and 
long service .. . and priced to give 
quick turnovers. 

The tools illustrated here represent 
only a small portion of the Arcade line 
Send for a free catalog of all Bench 
Tools, Model Makers and Accessories. 





ARCADE MFG. CO. 


1201 Shawnee St., Freeport, fil. 
Order from your Jobber 


RETAIL PRICES 


Bench Saw 

O Te nc2 $12.50 
Bench Saw 

8 blade ..... 25.00 
Band Saw 10”... 21.00 
Drill Press 

NS oak wave ach 25.50 


Belt Sander 
4” x 4 drums 


AKCADE 


HARDWARE & TOOLS 


9.50 




















Milford hacksaw blades are easier to sell because they are 
easier to use. It's as simple as that! Once your customer 
has Saved time, Saved work, Saved money with Milford’s 
Easy-Starting Teeth, he'll never go back to an old-fashioned 
blade. Only Milford blades have Easy-Starting Teeth. 
Made in all types. 








WE PROTECT you Milford blades are not sold to 


chain stores and mail-order houses. They are the only hacksaw 
blades sold under a Fair Trade Contract. Packed in several attrac- 
tive stock assortments. Pick the one you can handle to best 
advantage. Ask your jobber or write to 


THE HENRY G. THOMPSON & SON CO. 


MILFORD 


HACKSAW BLADES 


1941 





JUNE 12, 















por PROFITABLE BUYING 
Come to the 


BIGGEST TRADE SHOW in History/ 
m>THE BEST VALUES! 
m>THE NEWEST And SUREST SELLERS! 
m>THE BEST PRICES! 


OVER 500 EXHIBITS IN HOUSEWARES 
MAJOR and SMALL APPLIANCES 
CHINA — GLASSWARE — POTTERY 


HOUSEWARES SHOW 
AUDITORIUM in ATLANTIC CITY 














Sunday JULY 13th, thru 
Friday JULY 18th, 1941 





4 
‘ 


NEW YORK HOUSEWARES MANUFACTURERS ASSOCIATION. Inc. 


ROOM 108A HOTEL PENNSYLVANIA. NEW YORK CITY 


New DAISY 


Best for 30 Years 


For Hogs 
And Poultry 


Here's just two high ranking 
sellers picked from a line backed 
by a strong national advertising 
campaign that has plenty of 
sales appeal for you. When your 
customers ask to see waterers 
that are built to last. . . that 
will operate through the use of 
barrels, stock tanks or high 
pressure pipe lines . . show 
them the New Daisy Automatic 
Waterers that eliminate fuss and 
filth. Heater attachments pro- 
vided for all-winter use. Manu- 
















Waterer > «a 


Famous pressure-valve type New Daisy 
Waterer for pipe lines and high pressure. 
Guaranteed to work’ on any pressure water 
line not exceeding 75 pewnds. Cast iron 
bowl, satin aluminwe fisish Bowl is 16 
in. long, 7 im wide, 5S im. deep. 
Patented mud eups included. 


factured and guaranteed for over 
30 years by the Quinn Wire & 
Iron Works. 

Also manufactur- 
ers of Daisy and 
Shaw Calf Wean- 
ers 








D 
Wed LERs 
. THe Toda " 
=e hesitat, 
diatery te imme. 
informant; “4 full 
c 0. 
No. 30 , fast-seiting tote 
Made to operate through use of barrels or stock tanks. Your. throngh 
Non-pressure valve. Heavy cast iron bow] 13 im. long, if Jobber, or 
6 in. wide, 4% in. deep, finished in rust resisting ply cannot sup- 
metallic satin finish aluminum. Copper ball? float 2% dire. yon, Write » 
in. in diameter. Cast iron cover protects valve. a 


Patented mud cups. Standard % in. nipple for iniet. 
















ALLIGATOR TIME! 


@ Year in and year out hardware and 
implement dealers have made money | 
out of Alligator Steel Belt Lacing—made 
money because Alligator is used every- 
where that belts are used—made money 
because a small stock of Alligator will | 
show a remarkably good turnover. Don't ! 
let this profitable business get away, |) 
because you can’t deliver when the | 
emergency calls come in. ry 
Check your stock of Alligator today and by 
order from your jobber. ; 
f FLEXIBLE STEEL LACING CO. ; 
: 4616 Lexington St., Chicago 

¥ 
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Changes 


New products and new 
trade names are constantly 
being added to the listings 
for the next Directory 
Number of HARDWARE 
AGE. 


Therefore, if you do not 
find in the current issue of 
the Directory Number the 
product you are interested 
in, write to the “Who 
Makes It” Editor. He'll be 


glad ton serve you. 


HARDWARE AGE 


100 E. 42nd St. New York City 











southeastern edge of Pennsylvania, 
all of Delaware, and all of the east- 
ern shore of Maryland, and Virginia, 
known as the Delmarva Peninsula. 
The retail division serves Penns 
Grove as its largest retail establish- 
ment while the lumber, coal and 
building materials department has 
long been a criterion in the upbuild- 
ing of Penns Grove and vicinity. 

R. F. Willis, from Wilmington, 
went to Penns Grove in 1901, as a 
youth of 23 years and with a capital 
of $234 to engage in the coal and 
hardware business. He unloaded 
catloads of coal by hand and waited 
on customers in between. Some 
time later, aided by a loan from the 
bank in which he was to become a 
director, he purchased a lumber 
business which enjoyed the building 
boom of war days and soon grew to 
such proportions that expansion was 
necessary. But realizing the boom 
could not continue and reéalling his 
earlier experience in the hardware 
business in Wilmington, Mr. Willis 
in 1917 purchased the Capelle 
Hdwe. Co. of that city where he had 
served his apprenticeship. A _ toe- 
hold had scarcely been made in 
wholesale hardware when the de- 
pression of 1920 nearly wiped out all 
the profits of the war boom. How- 
ever, the twenties saw the wholesale 


hardware business flourish with a 
gross of above $500,000 annually 
into 1928 and 1929. 

Despite the great depression, a 
profit was shown each year. Con- 
solidation and strengthening of posi- 
tion was made and today R. F. 
Willis & Bro., Inc., is the leading 
wholesale hardware firm in South 
Jersey and the Eastern Shore. 

In the growth of his business, Mr. 
Willis has also contributed unstint- 
ingly to the development of the com- 
munity. He served as mayor during 
the World War after a term in Coun- 
cil. He was president of the Cham- 
ber of Commerce; the first president 
of the Rotary Club, and has held 
many lesser offices. He has served 
as director of the Penns Grove Na- 
tional Bank & Trust Co. 

Efficiency has been the chief ex- 
ponent of Mr. Willis. He early in- 
stituted modern bookkeeping meth- 
ods, and streamlining of office 
methods. That customer service is 
paramount is indicated by one out- 
standing example. In the main 
office is a telephone exchange. a 
completely automatic, 30-station ex- 
change with complete _ inter-office 
communication and a direct wire to 
Wilmington, which serves the hard- 
ware trade on Delmarva Peninsula 
and at Pennsylvania points. 


“Hotpoint” REA Farm Show Display 


HUGE red. white, and blue 
truck is rolling along Amer- 
ica’s highways and byways. follow- 
ing the Rural Electrification Ad- 
ministration’s farm equipment tour. 
It is the Edison General Electric Ap- 


pliance Company's rural display 
truck carrying a 27-ft. display for 
“Hotpoint” home appliance equip- 
ment to all of the REA shows. Dur- 
ing the next few months, this Hot- 
point truck will follow the tour 





The Hotpoint rural display truck 
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Order No. 160-BC. Vaughan’s Improved CAN OPENER 
COMBINATION... BOTTLE OPENER...CORK SCREW 
... AND A NEW OPENER FOR ALL CANNED LIQUIDS! 
The only complete Can Opener Combination on the market, 
at a popular price. Packed on individual display cards. One 
dozen to the box. A fine seller. Send for prices. 


Vaughan's 
SAFETY ROLL JR. 
CAN OPENER 


No. 170-W. The only can opener 
that cuts the top out of 
SQUARE, round, or oval cans 
and leaves a safety rolled edge. 
Best seller. More than fifty mil- 
lion sold. Individually packed on 
three-color display card. Two 
dozen to the box. Order now. 










VAUGHAN NOVELTY MFG. CO. INC. 
3211-25 CARROLL AVE. CHICAGO, ILL. 









Every little 


HORE GIRL 


is a “salesman” on her own 


jobber today, 
METAL TEXTILE CORPORATIOy 
Orange, N. J. 


1941 


JUNE 12, 














EBEST 


The most useful and 
satisfactory spring 
hinges for general 
use. The location of 


the two springs of 
each hinge on oppo- 
site sides of the door 
reduces oscillation 
when closing. 


Double Action Standard 


fay ty yim They permit the door 


to be opened all the 
way back to the wall if suitably hung. 


Supplied with Button Tips when specified. 


Bommer Spring Hinge Co. — Breokiyn, N.Y. 
Chicago Sales Office: No. 180 N. Wacker Drive 





















OUR STORE HAS TAKEN ON NEW 
LIFE SINCE WE INSTALLED 
HELLER EQUIPMENT — SALES 
ARE UP- MORE PEOPLE COMING IN. 
IT’S THE BEST INVESTMENT WEVE 
EVER MADE 


{Ait LIKE THIS COME TO US FROM 







ALL SECTIONS OF THE COUNTRY — — 
W.C.HELLER & Co 







MERCHANDISE KEEPS MOVING 
WHEN DISPLAYED ON HELLER FIXTURES 


An installation of Heller display equipment in your store gives new zip to sales. There's 


nothing like it for increased turn-over of merchandise. Installations in both’ old and 

new stores everywhere provide positive proof of Heller's ability to materially improve 

business. There’s nothing mysterious about it. Heller equipment does two simple funda- 
| mental things for any hardware business: First, aitracts customers, beautifies your store, 
| provides more display space for all items; second, they improve greatly the appearance 
| of merchandise, making it more tempting and easier (o sell, increasing sales 


The extra profits from improved business soon pay for Heller fixtures. Deferred 
payments make it easy to have a modernly equipped store. Write today for complete 
information. 








Seg 


W. C. HELLER & COMPANY 








330 Hudson St. 


641 Bryant St. s 
New York City 


Montpelier, Ohio 
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DENISTON 
ROOFING 
NAILS 


Sell the nails your customers 
want — DENISTON TRIPLE 
LOCK LEAD SEAL DRIVE 
SCREW ROOFING NAILS. The 
lead under the head and down 
the shank plugs the hole around 
the nail with lead to form a 
weather-proof seal . . . the 
“bump” triple-locks nail, lead 
and sheet solidly together . . . 
the drive screw shank makes 
the nail turn and hold like a 
screw. Result: the roofing gives 
better service and lasts longer, 
your customers are satisfied, you 
get more business and make big- 
ger profits. Deniston Nails are 
made for all kinds of roofing. 
Available in various styles and 
lengths, in bright or galvanized 
finish or solid copper. Send for 
FREE Demonstrator blocks and 
samples of nails. 








The DENISTON Co. 


4856 South Western venue 


CHICAGO mLINOts 





CRAB GRASS ELIMINATOR 


Attaches to any 
hand lawn mower 
Lifts low-growing 
A crab grass in 
lawns from ground 
so mower can cut 
it to prevent 
spreading and re 
seeding. Safer and 
surer than chemi 
cals, Developed 
through 6 years 
of experimentation. 
Retails at $1.50 

CRAB GRASS ELIMINATOR 

86-06 117th Street 
Richmond Hill, Long Island, N. Y. 

















4 BRUSH-NU COMPANY |. 


BALTIMORE MARYLAND 





GUNEAINE 
cHAMOIS 


MADE IN U.S 


ASK YOUR Je558 
FOR OUR EXTRA VALUES 
SGweo PIECE CHAMOIS 


HOYT & WORTHEN TANNING CORP 
HAVERHILL MASS 
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into virtually every part of the coun- 
try where REA lines are connected. 
At each stop it will unload its dis- 
play as a setting for Hotpoint home 
appliances shown by local Hotpoint 
retailers or distributors. 

According to G. H. Smith, Hot- 
point general merchandising man- 
ager, the Hotpoint rural display 
truck and space in the REA exhibit 
tent are being provided by the 
Hotpoint Company to assist Hot- 
point retailers and distributors in 
telling the story of Hotpoint home 
appliance use values to farmers on 
REA lines. 

Farmers who visit the REA shows 
this year will find Hotpoint home 
appliances in a display 27 ft. wide, 
6 ft. deep, and 8 ft. high, framed 
in a red, white, and blue scalloped 
wood valance surmounted by the 
famous “Hotpoint.” In the center is 
a shadow box containing four color 
slides of Hotpoint kitchens. Blue 


velour drapes form the background 
against which the words “Electro 
Economy Appliances” appear in 
clear plastic letters 3 in. high. The 
entire Hotpoint display is fluores- 
cent-lighted. 


Paul Bunyan 


The fabulous figure of Paul 
Bunyan and his deeds makes the 
basis for an unusually colorful 
festival. This has been used in 
several communities, close to the 
old lumber camps where Bunyan 
was supposed to have worked. At 
Hoquiam, Wash., they make a six- 
day celebration of it. The mar- 
riage of Paul and Pauline was a 
knockout and played to a crowd of 
10,000. The street pageant and 
parade were kept strictly non-com- 
mercial and played to over 15,000 
spectators. 























“WHATCHA SELLING DAD FOR, 1M THE GUY THAT LL 


“ 


DO ALL THE PUSHIN 
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for ORANGES, LEMONS, FRUIT for CUTTING, BREAKING and SERVING 


PLASTIC KNIFE COEWEL CAKE pir SERVER 







ORDER THROUGH YOUR 
WHOLESALER 


Advertised in 


SAT. EVE. POST 
PATENTED ANTI- 


SUCTION GROOVES 
PREVENT STICKING 












Fast-Moving, Profitable 
Items in Demand Everywhere 


Jewel-like plastic that is shatterproof, sanitary, odorless, taste- 
less and stainless. Keen saw-tooth edge. Streamlined design. 
Colors: clear crystal, transparent pink, and transparent pale 
green. Individually carded. 


Made in U.S.A. by THE EMELOID CO., Inc., Arlington, N. J. 


PAT. NO. 125774 PAT. PEND. 





















SALEABLE Wherever Wheels Are Used 


Get YOUR SHARE of the 
Growing Demand for 


RUBBER TIRED 
WHEELS 





HEAVY DUTY WHEELS 

with 4.00 x 8” Tire with 

inner Tube, in 2 of 4 Ply, 

with Plain or Roller Bear- 
ings. 


~ i ae AO | 






STRONG SIMPLE 


Because trucks, carts, wheel- 
barrows and portable equipment 
travel faster over all ground con- 
ditions—are safer and quieter- 

protect floors and lawns—require 
less effort—and protect fragiles, 
the changeover to rubber tires is 
taking place at an increasing 
pace that means business for you 
—if you want it. French & 
Hecht rubber tired wheels are. 
available in a wide range of sizes 
and types to suit all require- 

ments. Top quality at reason- 

able prices. We invite you to This new Cushion Type (zero 





CONVENIENT 








BEMIS & CALL COMPANY 


Sep riagiteldé + Mescvteohatset ts 















“Announces the appointment of 














investigate this profit oppor- pressure) Puneture-Proot wheel- JOHN H GRAHAM & COMPANY - INC 






105 Duane Street ° New York « New York 










Write TODAY for New CATALOG and PRICE LIST 
FRENCH & HECHT, INC. 


WHEEL BUILDERS SINCE 1888 
601 EAST THIRD ST. DAVENPORT, IOWA 


AIR-TIRED WHEELBARROW WHEELS 


| 

; | 
tunity. Ne inflation problems. 
| 

} 





as factory representative in certain 





sections of the United States and Canada 

















THE NAME SILVER LAKE STAMPED ON EVERY FOOT 
@ PACKED IN CARTONS ® 
OUR WEATHER PROOFED THE 
BETTER SASH CORD 


LOWER PRICED GRADES 
EDDYSTONE 


w PELHAM 
Mill — Chatt h CG NUCORD 
SILVER LAKE C0. { is -~99 cians ae BENGAL 
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MICKY Window Locks 


Every homeowner wants to 
m protect himself and his prop- 
Michsy Aeeeeenens erty. Here's a Grand prod 
eee § uct that will appeal to him 
. the Micky Window 
Lock provides safer ventila- 
tion by locking windows 
open These strong safe 
and convenient window locks 
are mounted, 12 om a card to 
sell themselves, Put 
on your counter 
sales and extra profits 
dak your Jobber about the 
complete line of Grand 
Hardware Specialties 
- GRAND SPECIALTIES CO. 
“Since 1921" 
x | 3106 W. Grand Ave.. Chicago, Iilinois 


KEY BLANKS 


OF EVERY DESCRIPTION 


, 


Catalogue on Request 
GRAHAM MFG. CO. 


Dept. w. 
Derby, Conn., U. S. A. 
























COOK'S 


NEW STREAMLINE 


SUPER VALUE 
NAIL CLIPPER 


New member of Gem 10° 
Nall Clipper family. 
Hardened jaws, nail 

file, cleaner. Heavily 

nickeled. Doz. on colorful card 
at jobbers’. Send for details 
THE H. C. COOK CO. 
27 Beaver St., Ansonia, Conn. 











PRIEST'S CLIPPERS 
A Complete 


Line— 


Ask 
Your Jobber 
75 Years’ Reputation in the Trade 


AMERICAN SHEARER MFG. CO. 


ASHUA, N. H. 











10¢ 
Sizes Cards 
- 25¢ 
101 Boxes 
Uses or Bulk 





WOOD JOINERS 


THEY PULL—CLINCH—HOLD 


The outstanding fastener for making. repairing 
sereens, gerdes furniture, frames, ete. 


4sk Your Jobber 
SUPERIOR FASTENER CORPORATION 


5224 N. Clark St. Chicago, i 


Youll find REAL 


Sales Representatives 
advertising in the 
Sales Accounts Wanted 
Columns 
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American Hardware Mfrs. Asso- 
ciation, 83rd semi-annual convention, 
Oct. 13-16, 1941, at the Marlborough- 
Blenheim Hotel, Atlantic City, N. J., 
in conjunction with the 47th annual 
convention of the National Wholesale 
Hardware Association. Charles F. 
Rockwell, 342 Madison Ave., New 
York City, is secretary of the manufac- 
turers’ association, and George A. Fern- 
ley, 505 Arch St., Philadelphia, Pa., 
is secretary of the wholesalers’ associa- 
tion. 


Associated Pot and Kettle Clubs 
ef America, annual convention, June 
27-29, at Gearhart-by-the-Sea, Ore. Holt 
Berni, Portland, Ore., is chairman of 
the arrangement committee. 


Central States Hdwe. Club, Chi- 
cago, IIl., fourth annual golf party, Fri- 
day, July 18, 1941, at the Tam O’Shan- 
ter Country Club, Chicago. Committee: 
Frank J. Koch, chairman, George H. 
Jeaudin, A. J. Eggleston, Ben Leve, 
3630 S. Tren St., Chicago, secretary. 


Eastern Hardware Golf Associa- 
tion, annual golf tournament, May 21- 
23, 1942, at the Buckwood Inn, Shaw- 
nee on the Delaware, Pa. H. L. Gilliam, 
the Wood Shovel & Tool Co., 9 Rocke- 
feller Plaza, New York City, is secre- 
tary-treasurer of the association. 


Chicago Gift Show of the Eastern 
Manufacturers & Importers Exhibit, 
Inc.. Aug. 415, 1941, at the Palmer 
House, Chicago, Tl. 


Housewares and Major Appliance 
Exhibit sponsored by the Housewares 
Manufacturers’ Association, Inc., 628 
Palmer House, Chicago, to be held at 
the Palmer House, beginning on or 
about Jan. 4, 1942. 


Housewares Show, July 13-18, 
1941, at the Atlantic City, N. J., Audi- 
torium. Sponsored by the New York 
Housewares Mfrs. Association. Secre- 
tary, Mrs. Flo English, Hotel Pennsyl- 
vania, New York City. 


Model Industry Trade Show and 
Convention, June 30-July 5, 1941, at 
the Morrison Hotel, Chicago, Ill. 


National Contract Hardware As- 
sociation and American Society of 
Architectural Hardware Consultants, 
annual convention and exhibit, Sept. 
15-19, 1941, at the Palmer House, Chi- 
cago, Ill. Frank H. Sherwood is execu- 
tive secretary of the National Contract 
Hardware Association with headquar- 
ters at 441 Lexington Ave.. New York 


Coming Conventions 
and Events 


Corrected each issue 
according to latest data 


City. Carl D. Himes is secretary-trea- 
surer of the Architectural Consultants 
with headquarters at 315 S. Main St., 
Dayton, Ohio. 


National Retail Farm Equipment 
Association, annual convention, Sept. 
30-Oct. 1-2, 1942, at the Hotel Sherman, 
Chicago, Ill. P. M. Mulliken is execu- 
tive secretary with headquarters at 207 
Hotel DeSoto Bldg., St. Louis, Mo. 


National Retail Hardware As- 
sociation. 42nd annual congress, July 
14-17, 1941, at the Roosevelt Hotel, New 
Orleans, La. Rivers Peterson, 333 N. 
Pennsylvania St., Indianapolis, Ind., is 
managing director. 

National Wholesale Hardware 
\ssociation, 47th annual convention, 
Oct. 13-16, 1941, at the Marlborough- 
Blenheim Hotel, Atlantic City, N. J., 
in conjunction with the 83rd semi-an- 
nual convention of the American Hard- 
ware Manufacturers Association. George 
A. Fernley, 505 Arch St., Philadelphia, 
Pa., is secretary of the wholesalers’ as- 
sociation, and Charles F. Rockwell, 342 
Madison Ave., New York City, is sec- 
retary of the manufacturers’ association. 

New York Lamp Show, July 21-25, 
1941, at the Hotel New Yorker, New 
York City. 

New York Gift Show, Aug. 25-29, 
1941, at the Hotel Pennsylvania. 

Texas Wholesale Hardware Associa- 
tion and Texas Hardware Boosters Club, 
June 20-21, 1941, at Galveston, Tex. 
The Boosters will also hold their third 
annual golf tournament on the Galves- 
ton Municipal Golf Course, in con- 
junction with the meeting. 


White Elephant Auction 


Rummage merchandise is dis- 
posed of by Waverly, Ohio, mer- 
chants through an annual White 
Elephant Auction on the court 
house grounds with an auctioneer 
calling off merchandise. Each ar- 
ticle goes to the highest bidder at 
his price regardless of the regu- 
lar retail price. Merchants also 
arrange appropriate window and 
store displays to attract crowds 
into stores before and after the 
auction. 
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e@® STAR Hack Saw Blades ® e 


Tungsten and ‘‘Moly’’ ———Hand and Power 
CLEMSON BROS., INC.— MIDDLETOWN, NEW YORK 








The Torch That 
Lives Up to Its Looks 


C & L Blow Torches are built as 
strong and sturdy as they look. 












GENUINE AJIEY PRODUCTS 







SLa nda 1m d See tywhore 
Display C & L Torches prominently HAYING TOOLS 


" : Hay Carriers, Carrier Track, Track Fixtures, § 
rerel pon Mi “Somme he OO 1 tee Hay Forks, Hay Slings, Sling Attachments, 
mark, they'll recognize the “leader. Hay Pulleys, Gable bag “3 Hay Rack 
And knowing good tools, they'll likely Clamps, Power Hoists, Hay Knives, etc., etc. 


buy. Established 1879 


atso BARN EQUIPMENT anpb 
HARDWARE SPECIALTIES 


“Guaranteed to satisfy the user”’ 


THE NEY MFG. CO., CANTON, O. 








Ask your jobber salesman about 
C & L Fire Pots and Blow Torches. 








CLAYTON & LAMBERT 





BRANCH HOUSE - COUNCIL BLUFFS, IA 


MFG. CO., Detroit, Mich. 

















Collect on this Demand 


Sanitined BOTES Hoppe’s Gun Cleaning Products leave nothing to the 
ok ELER’S PROTECTION imagination. They are the best known, most widely ad- 


RAE eeptically treated tweet vertised, most widely used and most satisfying gun clean- 
jg sterilized we ee Se All ing preparations in the market. 
are Sanitized: . 
se Sanitized: oon The First Call of Shooters Everywhere 
tiz an 


ssed our door 
hiapr absolute quiet. 





If you’re interested in generous profit and fast turnover 
write us for “Business 
Getting Facts” today. 
The information costs 
you nothing. 





NEW YORK 





BROADWAY AT 63rd STREET HOPPE § 
Frank A. Hoppe, Inc. 
2314A North 8th St. 


Edw. 8. Bell, Monoger 
Philadelphia, Pa. 


RATES FROM $2 SINGLE - $3 FOR TWO 




















Sell this | I's HORSE SENSE! 


Yes, Sir! It's smart business to 
feature a quality line of mail boxes 
| and dust pans that are priced to 












give you a satisfactory profit and 
THAT SAVES make you sales efforts pay div- 
| idends! You know you can't get 
POWER AND BELTING real profits from cheap ‘‘ten cent’’ 

| mail boxes and dust pans 
A ’ : . Feature the Fulton Line Mail 
Dixon's Solid Belt Dressing makes belts | | Boxes like this Tudor that add 
grip better and last longer. Just hold beauty to any home—Dust Pans at 
th bi 2" 8” b e | tractively designed to please modern 
e big x ar against the running housewives and beautify modern 
belt. Peel off cardboard wrapper as kitchens. And every model gives 

° ° you a real profit! 
dressing is used. Perfect for leather, rub- 

ber and composition belts. | If Your Wholesaler Has Only the 


Old Conventional Patterns——wW rite 


Write for Booklet 0-40. 





Us For Prices. 


JOSEPH DIXON CRUCIBLE CO. PATENT NOVELTY COMPANY 
¥ Jersey City, N. J. 305 EIGHTH AVZNUE FULTON, ILLINOIS 


@ 326-0 | 


gS 














AMERICAN CHAIN DIVISION e and U CHAIN & CABLE COMPANY, 
YORK, PENNSYLVANIA 647 Busnes Joe Your Sapely 
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Classihied Opportunitien Seckion... 





Use this tection to reach Hardware Manufacturers, Manufacturers’ 
Agents. Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen 





[Chamsikied Adwentining Roter | 





Help Wanted. Accounts Wanted 
Business Opportunities 
Sales Representatives Wanted 


Set solid, max:mum, 50 words....... $4.00 
All capitals, maximum, 50 words.... 5.00 
Each additional word......... .08 


Positions Wanted 
(Special Rate) set solid, maximum, 


Each additional GEE. co coscsescccsce -05 
Allow Seven Words for Keyed Address or Your Address 
BOXED DISPLAY BATES 
One inch ...... 

Each additional inch........-. 4.00 





ye FOR CONSECUTIVE INSERTIONS 
4 insertions, 5% off; 8 insertions, 10% off. 
Due to the special rate, these discounts do 
not apply on Position Waried Advertise- 
ments. 
—-@e-— 
REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
not currency or stamps. 





Sampies of Merchandise, Literature, 
Catalogs. etc., will not be forwarded te 
box number advertisers unless accom- 
panied by <«ufficient postage for remail- 
ine 











HARDWARE AGE is published 
every other Thursday. Classified 
forms close 15 days previous to 
date of publication. 

a 


Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St.. New York City 











[Positions Wanted ||| 


Positions Wanted | 








HARDWARE PERSONNEL, OUR FILES 
CONTAIN applications of several hundred experi- 
enced clerks, managers, counter men, bookkeepers 
and stenographers for New York hardware re- 
tailers and wholesalers. No charge to employers. 
Just phone Wisconsin 7-1802 or write to Asso 
ciated Placement Bureau, 152 West 42nd Street, 
New York Ci ity. 


SALESMAN THOROUGHLY EXPERI. 
ENCED IN ALL branches of hardware line, 
whose business is seriously curtailed by govern 
ment priorities, would like to hear from factory 
needing representation in Southern States. Can 
furnish best of reference. Write—P.O. Box 307, 
Bristol. Va 


NOTICE—IF YOU OR SOME FIRM has a 
fine of goods for hardware, drug stores, taverns, 
etc.. in demand with repeat orders, commissions, 
amounting to over ten dollars a day, pick up this 
opportunity No trashy mail order plans, or 
rackets. Address—Mr. Premier, Box 72%, 
Beatrice, Nebraska. 





a COUN TAN T 5 YEARS WITH LEAD 
ING EASTERN hardware wholesaler, 3 years 
diversified accounting; Pace graduate. Age—29, 





married, draft exempt Will locate anywhere. 
Executive position, vreferably with wholesaler or 
manutacturer Address Box E-414, care of 


Harpware Ace, 100 E. 42nd St., N. ¥ City. 

MANAGER OR SALESMAN THOROU. GH- 
LY EXPERIENCED in purchasing and selling, 
in retail capacity, general hardware and paints, 
electrical appliances, building supplies, farm equip- 
ment, field and garden seeds, insecticides, etc 
Can furnish the best of references. Address Box 
F-413, care of Harpware Ace, 100 E. 42nd St., 
N. Y. City 


EXPERIENCED SALESMAN INTERESTED 
IN SECURING major line to contact hardware 
dealers or jobbers. Now travelling the following 
territory regularly: New York State, Ohio, West 
Virginia, Western Penna. Commission basis sat 
isfactory. Willing to furnish references Ad 
dress Box E-412, care of Harpware Ace, 100 E 
42nd St.. N. Y. City. 

MANUFACTURER'S REPRESENTATIVE 
DESIRES A LINE for the hardware trade, paint 
trade, or both, in the New England territory. 
Have an exceptionally fine following among whole- 
salers, chains, and major dealers. Reside within 
the territory, have an excellent sales record, and 
can furnish best of references. Address Box 
E-362, care of Harpware Acer, 100 E. 42nd St., 
N. Y City. 

SALES, DIVISION, OR BRANCH MAN. 
AGER, capable producer with successful back- 
ground as Branch, District & Division Manager 
for large National Corporations. Thorough knowl- 
edge of sales, organization, management, develop- 
ment of personnel, advertising and merchandising 
in wholesale, retail, industrial and jobbing fields 
with volume running from $300,000 to $2,500,000 
yearly. Am fully competent to build or carry 
out sound sales, advertising and merchandising 
plans. Age 42, married, one child; excellent 
health Would consider personally representing 
two or three large manufacturers selling to hard- 
ware or automotive jobbers in Middle or South- 
west Address Box E-377, care of Harpware 
Ace, 100 E. 42nd St., N. Y. City. 
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EXPERIENCED SALESMAN CALLING ON 
THE hardware jobbers in the West Central, 
East Central, and some of the Southern states for 
the past 20 years desires to represent some repu- 
table manufacturer in this or any other territory. 
Have fine record and can furnish best of refer- 
ences. Address Box E-407, care of Harpware 
Ace, 100 E. 42nd St., N. Y. City. 








YOUNG MAN, EXPERIENCED, 28 YEARS 
OF AGE, desires position, inside or outside, deal- 
ing with hardware and housefurnishings. Prefer 
wholesale house Have knowledge of general 
office routine; drives own car. Best of refer- 
ence. Interview appreciated. Address Box F-400, 
care of Harpware Ace, 100 E. 42nd St., N. Y¥ 
City. 








A SALES REPRESENTATIVE WANTED 
to cover the various states and sell a complete 
line of plumbing and heating specialties and brass 
goods to the plumbers and retail hardware trade 
for a well-known concern as a side line or ful? 
time on a commission basis. Address Box E-397, 
care of Haroware Acer, 100 E. 42nd St., N. 

ity. 





MANUFACTURERS’ REPRESENTATIVES 
CALLING ON builders’ hardware and lumber 
dealers to sell line of casement and storm sash 
hardware. Exclusive territory open in North Cen- 
tral, South Central, and Western States. Libera} 
commission. State lines handled and territory 
covered. Address Box E-398, care of HarpWARE 
Ace, 100 E. 42nd St., N. Y. City. 





SALESMAN TO CALL ON RETAIL dealers 
in the territory of Bradford and vicinity. Repre- 
senting a jobbing house carrying a general line of 
hardware. State age and experience. Address 
P.O. Box 962, Buffalo, N. 


SALESMAN WANTED TO COVER THE 
Southern and Midwestern territory—line of plumb- 
ing specialties, rubber goods, and chemicals. Ad 
dress Box E-411, care of Harpware Ace, 109 
E. 42nd St., N. Y. City. 














/ 

SALESMEN TO SELL SHELLAC—the ideal 
side line. Sell to paint and hardware dealers. 
Good commissions. Good territory still open. 
Complete protection given. Give experience and 
references. Address Box E-393, care of Harp- 
ware Ace, 100 E. 42nd St., N. Y. City. 


SALESMEN, MANUFACTURER’S REPRE 
SENTATIVES SELLING TO jobbers. Amazing 
patented screwholding screw drivers. Fast sellers, 
hie repeats, exclusive territories, 15% commission 
Give full details. Mfr., 6046 Journal Bldg., 
Boston, Mass. 

















ROPE SALESMEN MANILA ROPE —- 
MANUFACTURED in Philippines where hemp 
grows Long established trade necessary, 5% 
commission, sideline. Write fully giving refer 
ences. Address Box E-408, care of Harpwar; 
Ace, 100 E. 42nd St., N. Y. City. 





SALESMEN—TERRITORY FROM BALTI 
MORE TO New York—wholesaler, hardware, 
sporting goods, housefurnishings, experienced men 
looking for opportunity. Give all particulars in 
confidence. Address Box E-405, care of Harp- 
WARE Ace, 100 E. 42nd St., N. Y. City. 

or D REL TABL E CORPORATION OFFERS 
WONDERFUL opportunity to side line or full 
time salesmen. Selling furniture, hardware. de 
partment stores. Fast patented sellers. Small 
light sample case. Positively world’s finest. Call 
on only best concerns. Best selling season now. 
Address—-Dustmaster Corporation, 526 Produce 








Exchange Building, Minneapolis, Minnesota. 





SALESMEN ON COMMISSION COVERING 
RETAIL hardware, hardware chains and 5 and 10 
syndicates except New York City. Item ten 
cents a card, quality, patented, assorted sizes, 
brass lined faucet washers, 6 on card, counter 
displays; repeater. Add five to ten dollars a year 
for each retail account you have. (Protected terri- 
tory). Advise territory, type and number of ac- 
counts. Address Box E-399, care of Harpware 
Ace, 100 E. 42nd St., N. Y. City. 

















TO A YOUNG 
MANUFACTURER 


of hardware, house furnishings or elec- 
trical goods or any fast selling item. 
We have a net-work of manufacturers’ 
agents in 100 cities from coast to 
coast. We finance ourselves. Straight 
commission, no advances, no expense 
money; but we handle only fast selling, 
fast repeating. proven lines. Unques- 
tioned references -in first interview. 


Address, Desk 15. P.O. Box 26, Trin- 
ity Station, New York, N. Y. 














LINES WANTED—WE HAVE THREE 
salesmen calling on the Pacific Coast hardware 
jobbers, who are considering adding one or two 
more lines to complete their set-up. Territory 
is covered every thirty days and offices and stock 
are maintained in Los Angeles, San Francisco 
and Seattle. Available for interview in Chicago 
week of June 9th. Address Drake Electric Works, 
Inc., 3656 Lincoln Avenue, Chicago, Illinois. 


HARDWARE AGE 













— 












| ~ Accounts Wanted ||| Accounts Wanted ||[ Buriness Opporitunitier | 


FLOOR SANDERS— USED AND _ FAC. 
TORY REBUILT. One year factory guarantee. 
NATIONAL DISTRIBUTION Popular makes prices at $50 to $99. Free dem- 

onstration and monthly payment terms. Address— 
The Hilger Company, 3303 Cooper Avenue, St 
Cloud, Minnesota. 


IN 
THIRTY DAYS | FOR SALE HARDWARE STORE, EXCEI 


lati P , ‘ _ oa an a — , + - LENT opportunity for a real money maker. 43 
Nationally known manufacturer urable to obtain sufficient raw materials, because ease On came cotner in Middle West, City of 


of defense requirements, will act as distributor for a manufacturer of new products 100, 000 with large United States Reception Camp 
ceeecee or for manufacturer wishing to expand distribution. | 7 - years of Ay ” and failing oat he Loy n ~ 
. ° . . s S VOL Ad 

Twenty-five salesmen calling regularly on hardware retailers, housefurnishing cling, Stock will inventory shout $15. 


: : : dress Box E-409, care of Harpware Acr, 100 E 
dealers and department stores. These men can give new product almost immediate 42nd St., N. Y. City. 










































distribution. men r : 
Line should be one on which average dealer can consistently order enough to aPARDWARE, AS TAIL) PAIN’ we Fagg 
make 100 pound shipment. Are interested only in dependable products from respon- locksmithing, established 28 years, in Row Jersey 
sible manufacturer, who will drop-ship direct to dealers. We will discount all in- eese Peiliedeiphia, Pe. and widely known as re 
voices, carry accounts and handle entire sales promotion. ae oe gp oonaternann: F : ia. P wb vichrt 
Address Box E-396, care of HARDWARE AGE, 100 E. 42nd St., N. Y. City. Box E-403, care of Harpware Ace, 100 E. 42nd 








a, B. Bs Coe. 


























ESTABLISHED MANUFACTURERS’ BUILDERS’ HARDWARE LINE DESIRED 
AGEN t WANTS SOLE representation on com-| FOR Florida territory on strict commission basis. Help Wanted | 
mission basis in Metropolitan New York, for line| Am strongly established with a large list of 
of mechanics’ tools and other hardware items.]| established customers in both the jobbing and 
Intelligent, pavement-pounding personnel well-| dealer field. Have several years’ experience and RETAIL HARDWARE SALESMAN, THOR 
known to buyers, better retail, wholesale, jobber} am strongly financed. Address Box E-401, care | QUGHLY EXPERIENCED in builders’ hard 
hardware, mill supply outlets. Also call on] of Harpware Ace, 100 E. 42nd St., N. Y. City. | ware, housefurnishings and general hardware. 
housefurnishing, chain and department stores.| - —- Westchester County. Write full personal details 


a ae nn yeas Harpware Ase, References required. Address Box E-402, care ot 


: Harpware Ace, 100 E, 42nd St., N. Y. City 
penrtneneaionaenmeel _ -_ | Buriness Opporvtumition |e — 


RETAIL HARDWARE CLERK WANTED 














ot CAN GIVE EFFICIENT REPRESENTA- —__—— IN store in town of 15,000 in Nassau County, 
ON to one more line to wholesale hardware, FOR RENT STORE _ “AND BASEMENT Long Island, 15 miles from New York City 
department stores and janitor supply trade in| 209x100 long established hardware, house fur- | State facts in application. Must drive—good 
Iowa, Missouri, parts of Illinois and Nebraska. | nishing and electrical supplies. Reasonable rent salary—chance for advancement and good future 
Addre ss Box E-410, care of Harpware Ace, 100} Apply. Harry Klein, 25 W. 43rd St., New York | Address Box E-406, care of Harpware Ace, 100 
E. 42nd St., N. Y. City. City, Bryant 9-9644. E. 42nd St.. N. Y. City. 





JUST OFF THE PRESS! 


THE SIXTEENTH EDITION OF 
HARDWARE AGE NOTE—A LIST OF 


HARDWARE RETAILERS 


VERIFIED LIST [| furce’s 
THIS PUBLICATION— 


WRITE FOR DETAILS 
WHOLESALE HARDWARE HOUSES e 
WHOLESALE HEAVY HARDWARE HOUSES 
DISTRIBUTORS OF MILL SUPPLIES 
PLUMBERS and TINNERS SUPPLIES JOBBERS 
MANUFACTURERS’ AGENTS IT IS OBTAINABLE AT THE LOW 
HARDWARE CHAIN STORES PRICE OF 
E need hardly point out the necessity and value of an i 
preset Seabees: jobbers list, compiled and sponsored 510.00 
by HARDWARE AGE. 








It not only authoritatively gives you the names of the recog- PER COPY 
nized hardware jobbers, but also includes their capitalization, 
the territories they cover, the number of men traveled, the REMITTANCE WITH ORDER 
lines handled and, in most cases, the names of officials and 
buyers. * 

Such a publication is indispensable to sales managers and 
advertising managers for personal and direct mail sales contacts. USE THIS COUPON TO FILL YOUR 
Furthermore, many firms find it highly advantageous to give REQUIREMENTS PROMPTLY 


copies to their road salesmen and district representatives. 















' . = oF . . . ' 
s HARDWARE AGE VERIFIED LIST 100 East 42nd Street, New York + 
' SErErenre eres Eres + 
1 GENTLEMEN: t 
. Kindly send me............ copies of your New Sixteenth Edition ; 
SB FIRM NAME ..........-0sssccscccsssesesenccesssceeseserseened SN SE OR Sore TRE fe Fe ne rear Seed 
H a aes 0s bao age sewer el aedbakh odes ees dd aenhwose el ae eeee eee ES EE BFK aS ka pa bbnte da bes bednak haces Medd eed eR ee has 4 
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Swedish Charcoal 
Taper Ground 


Well Balanced 


q 


ha 


47 WARREN ST. 





SANDVIK La) HAND SAWS 


“FISH & HOOK" 
Manufactured from Finest 
Steel. 


etched trade mark. Carved pear wood 


screws and medallion. 


SANDVIK SAW & TOOL CORPORATION 
NEW YORK, N. ¥ 


BRAND 










= Highly polished blade with 


ndle with three nickel plated brass 


11 No. JEFFERSON ST. 
CHICAGO, ILLINOIS 

















G PRAYS, dips or bru-hes 
to a satin smooth fin- 
ish. For exterior or interior 
use on wood, metal or 
brick. Will not lose its 
brilliance regardless of 
how long it stands on shelf. 
% pt. to 5 gal. cans. 


At America's Lowest 
Price for Such Quality! 


WHR And 22 Other 


HL 


Sheffield Fast Sellers WG 





SHEFFIELD BRONZE POWDER & STENCIL CO. 


Order from your jobber. 


Jobbers—write for details. 


CLEVELAND, OHIO 








for 0 


by wheel or stone, 


cately adjustable, it 





MILLERS FALLS 
TOOLS 


LIS 


GREENFIELD 





NEW IRONS 


For precise conditioning 


can’t beat the handy new Millers Falls No. 240 Plane 
Iron and Chisel Sharpener. 


of the blade. 
swells 


MILLERS FALLS COMPANY 






mI” 


No. 240 
Sharpener 


LD 





you 


Strong, compact, deli- 
saves time and lengthens the life 
It broadens your market, 
your profits. ONLY $1.25 
T. Ask your jobber. 


MASSACHUSETTS 












Genui"’- T)QOMES & SILENCE 


SLIDE SILENT 


Ask your Jobber 


DOMES of SILENCE "7 35 Pear! 


















LY - SOFTLY - SMOOTHLY 
I SAVE FURNITURE 
iL & FLOORS-CREATE QUIET 


{ Silence 


de 


write fo 


t, N.Y. C 


supplied 
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a 


Acme Steel Company 75 
American Cabinet Hardware Corp. 85 
American Chain & Cable Co., 

Inc. sa 
American Chain Div. 7 
American Shearer Mfg. Co. 9b 
Ames Baldwin Wyoming Co. 79 
Animal Trap Co. of America 88 
Arcade Mfg. Co. 9 
Armstrong-Bray & Co. 88 
Armstrong Bros. Tool Co. 90 
Atkins & Co., E. C. . 101 
Automatic Products Co. 63 
Autoyre Co. 101 

8 

Bassick Co,, The 76 
Bemis & Call Mfg. Co............ 6 
Bommer Spring Hinge Co. 93 
Boston Woven Hose & Rubber Co. 4-5 
Brooks & Sons, M. S 78 
Brush-Nu Co. 94 

c 
Carey Co., The Philip 80, 82 
Carrollton Metal Products Co. 87 
Cheney Hammer Corp., Henry 57 
Chicago Wheel & Mfg. Co. 89 
Clayton & Lambert Mfg. Co. 97 
Clemson Bros., Inc. 7 
Coalbar Paint & Varnish Co. 101 
Coleman Lamp & Stove Co. 8 
Collins & Co., George F. 89 
Columbian Rope Co. 10 
Columbian Me & -— Co. 101 
Cook Co., % 
Crab ay tendanies 94 
Crescent Tool Co 6 
D 
Deniston Co., The 94 
Disston & Sons, Inc., Henry 7 
Dixon Crucible Co., Joseph 7 
Domes of Silence, Inc. 109 
E 
Embury Mfg. Co. 85 
Emeloid Co., Inc., The 5 
F 
Fletcher, Terry Co 10! 
Flexible Steel Lacing Co. 92 
Florence Stove Co. 35 
French & Hecht, Inc. VL) 
Frick-Gallagher Mfg. Co 102 
S 
General Air Conditioning Corp. 81 
General Electric Co. 

Lamp Div. 12 
Gilmer Co., L. H. 55 
Glass Coffee Brewer Corp. 87 
Graham Mfg. Co % 
Grand Specialties Co. % 

H 
Hanson Scale Co. 88 
Hawkins Co., The 1 
Hazord Insulated Wire Works 56 
Heller & Co., W. C 93 
Hoppe, Inc., Frank A 7 
Hotel Empire 7 
Hoyt & Worthen Tanning Corp 94 
! 
ideal Cabinet Corp. 84 
Ingersoll Steel & Disc Div. Borg- 
Warner Corp 7 


Jackson Mfg. Co. 


Jennings Mfg. Co., The Russell 


K 


Kawneer Mfg. Co. 
Kester Solder Co. ... 
Kol-Gas Heater Co. 


79 


50 








L 


Lamson & Sessions Co 49 
Lincoin-Schlueter Floor Machinery 
Co. 


Lucas & Co.. Inc., John 59 
Lufkin Rule Co., The 70 
uM 
McGill Metal Prods. Co 89 
Macklanburg-Duncan Co 71 
Marlin Firearms Co 85 
Master Lock Co. i 
Master Rule Mfg. Co., Inc 67 
Metal Textile Corp. 93 
Miami Cabinet Div. 82 
Miller, Inc., Robert E 100 
Millers Falls Co. 100 
Moore Push-Pin Co. 10! 
Morse Twist Drill & Machine Co. 86 
Murray Ohio Mfg. Co. 37, 3 
Myers & Bro. Co., The F. E. 64 
N 
National Brass Co 14 
National Cash Register Co 47 
National Mfg. Co. 84 
National Pressure Cooker Co. 83 
Newton Mfg. Co. 8! 

New York iveamvert Mfrs. Assoc., 

Inc bf 
Ney Mfg. Co., The 97 
North American Press, The 84 

P 
Paine Company. The 84 
Patent Novelty Co. 7 
Petersen Mfq. Co. 83 
Pittsburoh Plate Glass Co. 4 
Premax Products 78 
° 
Quinn Wire & Iron Works +1 
2 
Railway Express Agency (Air Ex- 

press Div.) 65 
Ray-O-Vac Co. 9 
Remington Arms Co., Inc. 33 
Republic Steel Corp 43 
Ryerson & Son, Inc., Jos. T. 85 

Ss 
Sandvik Saw & Tool Corp 100 
Savage Arms Corp. 58 
Sentinel Radio Corp. 3 
Shapleigh Hardware Co. 104 
Sheffield Bronze Powder & Sten- 

cil Co. 100 
Sherman Mfa. Co., H. 8B. 73 


Silent-Sioux Oil Burner Corp. = 
Silver Lake Co. 

Southington Hdwe. Mfg. Company 102 
Speedway Mfg. Co 88 


Stanley Tools 68-69 
Stearns & Co., E. C 89 
Stevens Arms Co., J. 58 
Stewart Iron Works Co 90 
Superior Fastener Corp % 
T 
Tate Co., E. H 102 
Thieman Harvester Co., Inc. 102 
Thompson & Son Co., Henry G 9) 
Trico Fuse Mfg. Co 102 
U 
Union Hardware Co 6) 
Union Steel Prods. Co 8! 
Upson Bros., Inc 10r 
v 


Vaughan Novelty Mfg. Co., Inc. 93 
Vichek Tool Co., The 72 


w 


Wall Rope Works, Inc. 83 
White Mountain Freezer Co., Inc. 102 
Winchester Repeating Arms Co 103 
Wooster Brush Co 2 


HARDWARE AGE 
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E. C. ATKINS AND COMPANY, 470 S. Illinois St., 


Indianapolis, Indiana 
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. O- SCREWDRIVERS 

4 ous if a — a dozen Hold-E-Zee feature——you set 

ordinary serewdrivers . . extra business in either case 

' he'll buy a Hold-E-Zee on 

6 WITH CARTRIDGE EJECTOR GUN sight. He knows he needs the Chrome vanadium blades; 

8 Use Caulk-O-Seal in the new Vulco Fibre Cart Gripper! 1f he’s buying his many models have transparent, 

4 ridge lined with cellophane. Special construct.on first screwdriver, he'll natu- insulating, unbreakable han- 
of Calbar High Pressure Gun and Cartridge elimi rally choose the one that has dies (illustr.). Order Thru 
nates all backfiring and leakage Quick action everything PLUS the great Your Jobber. 

a, tape de. Gace + as UPSON BROS., luc., 64 E.change Si Roch st 1,N.Y . 
° plastic, weatherproof. Holds fast Easy to apply 

4 Comes in Tubes, Cans, Drums, CARTRIDG - Ss 
Black and 12 Colors. Send for Color Chi 

7 YOUR JOBBER CAN SUPPL ¥ yous 4 COLOR 

4 . 

3 CALBAR Paint & Varnish Co. COUNTER DISPLAYS 


SELL THE EXTRA VALUE 
sm SCREWDRIVERS AND MAKE 
MEX TRA PROFITS! 


Mfrs. of Technical Products 
2612-26 N. MARTHA ST. 


17 tik or PHILADELPHIA, PA 
34 








7 0} 


“NEVER SAW AN AD FLETCHER WS 
4 PULL SUCH RESULTS!” ELECTRICAL 


PUTTY SOFTENER 
Hardware Age, 


economical to use 





65 100 E. 42nd St., SAVE ONE-THIRD 
3 New York, N. Y. OF LABOR COSTS 
43 


Save Time, Glass and Sash 








Gentlemen: 
You had better “call off the dogs’ and not run our THE FLETCHER.TERRY CO. 
> Want Ad again. We have received so many applica- FORESTVILLE. CONN. 
“ tions as a result of it that we have had to put on an 
“ extra clerk to do nothing but read them. 
Ks Frankly, I never saw an ad pull such results. 
02 Yours very truly, 
+ Signed—General Sales Manager 
89 
= This letter from a nationally known hardware corporation is oe, PUSH-PINS and 


PUSH-LESS HANGERS 


Because they're handy to have around the 
home, Moore Push-Pins and Push-less Hangers 
make a dandy sales combination. When you 
sell them together, you're reaping two profits 
from one sale. And because they do their 
job WELL, you're assured of user satisfaction, 
repeot business. If you’re not already stock- 
ing them, call or write your jobber at your 
first opportunity. 

@ FREE—A Revolving, All-Metal Counter 
Display with your order for 72 packets of 
“The Handy Pair.” Specify Cabinet No. 720 


MOORE PUSH-PIN COMPANY 


113-25 BERKLEY STREET, PHILADELPHIA, PENNA 


% proof that H.A. Classified Ads bring sure results. For Help 
Wanted, Sales Representatives Wanted, Accounts Wanted, Posi- 
tions Wanted, Business Opportunities, etc., send your ad with 
remittance to— 


ae 
-i ee 
ae ae 
t « 


et 


102 
102 


“ HARDWARE AGE 


Classified Opportunities Dept. 
81 100 E. 42nd Street, New York, N. Y. 


10? 


_ 


v 


DCS lelalolelel 


ae | | co | 











93 
72 2 : ASK YOUR SUPPLIER ABOUT 


Fee OA | y BATHROOM & KITCHEN FIXTURES 
103 ; , r ; 


83 
102 


SIGNED FOR TOP S L OAKVILLE, CONNECTICUT WRITE FOR CATALOG INSERTS 
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WHITE MOUNTAIN LINE 
of 


ICE CREAM FREEZERS 


Three reasons why 





White Mountain Freezers continue to outsell 
other freezers: 


Their famous Triple Motion 
Action makes them the fastest 


freezers made. 


Their construction freezes 
the cream to a smooth, vel- 
vety consistency which satis- 


fies the most fastidious. 


They operate easiest and last 





longest. 


Keep supplied through your Jobber. 


THE 
WHITE MOUNTAIN FREEZER CO. 


INC. 
NASHUA, NEW HAMPSHIRE .. . 

















PHILLIPS 


RECESSED 
HEAD 
SELF 
CENTERING 


woOoD 
SCREWS 


Supply the increasing demand for these 
modern screws which we are licensed to 
manufacture. The tapered recess in the 
screw head fits the tapered point in the 
driver and the screw clings firmly to the 
driver. The driver cannot slip from the 
recess. All standard sizes. Send for Cata- 
log of Screws for Metal or Wood, also our 
varied line of Hardware. 


THE SOUTHINGTON 
HDWE. MFG. COMPANY 
SOUTHINGTON, CONN. 


Est. Est. 
1867 1867 
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© Eye-Appealing 

® Sales Getting 

@ 5-Unit Car- 
tons 

® Attractive 7- 
Color Display 
Box Free with 
Every 50 
Fuses. 

Ask your Jobber for 

COLORTOPS 








HOG LOT EQUIPMENT 


Most complete line for modern farmers 


Built 
by Thieman for 
dealer profit 
and user satis- 
faction. Sold by 
leading jobbers. 
Write 
us for details 
and prices. 


bin type. 
Severa] Sizes 


THIEMAN HARVESTER CO. Inc., Albert City, lowa 


Manufacturers of farm equipment specialties 





TANT E 


6 ) PICTURE HANGERS ou 


TATE 


Picture Hangers 
and 


Cord Display 


This attention compelling 
display stand sells TATE 
Picture Hangers and Pic- 
ture Cord as soon as 
shown. We also have a 
similar display of 10 ct. 
Wire Assortments—galvd. 
and copper. Send for Cir- 
culars and Prices. 


E. H. TATE CO., Boston, Mass. 


Sales Offices also in: 
Chicago New York Los Angeles 




















eke) Se-1 7.44 3 


ROTABIN stores, displays and sells nails, rivets, 
washers and other "binable'’ merchandise in a 
compact accessible manner in '/2 the space now 
occupied by such items in your store. Each 
ROTABIN section rotates, bringing the merchan- 
dise right to your finger tips. No time lost in 
looking for the correct size—no boxes to open— 
no sticking drawers to pull out—no unnecessary 
steps running from bin to bin. ROTABIN saves 
hardware dealers, time, steps, labor and money 
and makes storage space pay a profit the year 
around. 






WRITE FOR 
DETAILS 
THE FRICK-GALLAGHER MFG. COMPANY 





WELLSTOW, OHIO 


HARDWARE AGE 
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O* your counter or island display or in your window, 
this new Winchester merchandiser will be a super 
salesman for you on vacation flashlight and battery sales. 
There can be no out-of-sight, out-of-mind when this dis- 
tinctively new style display is working for you. It sets off 
the buying impulse like a powder fuse. 

With color that arrests the eye—full view presentation 
of the handsome cases at their best — uniquely-designed 
three-face display that your customers cannot miss, from 
whatever angle they approach—this merchandiser con- 
denses a complete flashlight and battery department into 
1, square feet of space. It is built on the same principle, FLASH eacd,| TS 
so enthusiastically received, as our famous Floor Mer- with PLASTIC SUPED SEAL BATTERIES 
chandiser of which more than 40,000 are already in use. 

This new Vacation Merchandiser is yours FREE with 
each purchase of a No. 14 Winchester Merchandiser As- 
sortment. No. 14 consists of a profit-bearing condensed line 
of only 14 focusing and fixt-focus spotlights of drawn 
brass or solid 22k copper (retailing from 59c to $1.20 
each complete) and 2 cartons (96 only) No. 1511 Win- 
chester Hi-Power batteries. Merchandiser displays 9 spot- 
lights—(with 5 in reserve)—in specially designed PILFER- 
PROOF sockets. Full display with full protection. 


tl 
WINCHESTER 3 
COUNTER MERCHANDISER ASST. NO. 14 Pm 

































= 
Retail = 

Consists of: Complete Ss 
3—No. 5411 2-cell focusing spotlights 59 
2—2-cell focusing spotlights (I—No. 9810; 1—No. 9818) 79c 
2—No. 1510 Junior 2-cell Fixt-focus spotlights 7% 
3—Power Chief 2-cell Fixt-focus spotlights (1—No. 0410; 

2—No. 0414) 89c 
2—2-cell de luxe Hi-Power Fixt-focus spotlights (1—No. 

1814; 1—No. 1818) 98c 
2—Power Chief 3-cell Fixt-focus spotlights (1—No. 0420; 

1—No. 0424) $1.20 
And 96 No. 1511 Winchester Hi-Power Super Seal batteries. 





Total Retail value $18.56 age 
Suggested dealer cost 12.37 


$6.19 DEALER PROFIT 


WINCHESTER REPEATING ARMS CO. 5 
n of Western Cartridge Cc FESHM LONG 4 









Divisi 
NEW HAVEN, CONN., U. S. A. Lartic 4 BATT! rT 
ose oms eal £ —_— 
ey 
SERVICE WAREHOUSES week 





Chicago, Ill San Francisco, Cal Reversible top display panel provides for 


continued year-'round j 
Houston, Texas East Alton, Ill y use after vacation 


season is Over 
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1843- Suppteicns 98 YEARS OF HONORABLE Service 1941 


Shapleigh National Series No. 2356 








